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About Cisco 


Cisco designs and sells a broad range 

of technologies that have been powering 
the Internet since 1984. Across 
networking, security, collaboration, and 
the cloud, our evolving intent-based 
technologies are constantly learning and 
adapting to provide customers with a 
highly secure, intelligent platform for their 
digital business. 


Discover more at thenetwork.cisco.com. 


Our values 


Our values reflect our aspirations, what we believe, 
and how we want to behave: 


e Change the world 

* Win together 

* Make innovation happen 

* Focus intensely on customers 

* Respect and care for each other 
* Always do the right thing 


Cisco = 
Salesforce of 
Market nearly 300,000 Customer 
leadership (direct and partners) loyalty 


000/09 


Breadth of Innovation 
portfolio pipeline 


Global Capital 
scale return 
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Online report 


To see our interactive online report, visit our Annual 
Reports webpage. We welcome any feedback you 
might have. 


For more detailed information, please refer to our 
Annual Report on Form 10-K, our Proxy Statement for 
our 2017 Annual Meeting of Shareholders, and our 
2017 Corporate Social Responsibility (CSR) Report. 


Forward-looking 
statements 


This report contains projections and other 
forward-looking statements regarding future 

events or the future financial performance of Cisco, 
including future operating results. These projections 
and statements are only predictions. Actual events 

or results may differ materially from those in the 
projections or other forward-looking statements. 

See Cisco's filings with the Securities and Exchange 
Commission (SEC), including its most recent filings on 
Forms 10-K and 10-Q, for a discussion of important 
risk factors that could cause actual events or results to 
differ materially from those in the projections or other 
forward-looking statements. 
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Letter to shareholders 


To our shareholders, 


Fiscal 2017 was a momentous year for Cisco, 
marked by our most significant product launch in 
a decade. We believe that our new networking 
capabilities not only have ushered in a new era of 
networking, but also represent the beginning of 
a cycle of innovation that we will see in the years 
ahead as we extend intent-based technology 
across our entire portfolio. This launch also 
stands as a key milestone in our commitment 

to transform our business and provide our 
customers with the technology they want, in the 
way they want to consume it. 


When | became CEO in 2015, | identified three main priorities 
for Cisco: to accelerate the pace of our innovation, increase 
the value of the network, and deliver the right consumption 
models for our customers. Over the past two years, we have 
been working hard toward fulfilling these goals, and we have 
made great progress over the course of the past year. 


Delivering what our customers need 


As billions of things connect to the Internet and as massive 
amounts of data continue to be distributed ever more widely, 
our customers are facing challenges around complexity 

and security. As customers evaluate how to manage these 
challenges, they are turning to Cisco to help them reduce 
their operating expenses and become more agile and, most 
importantly, more secure. 


Our commitment to solving our customers’ challenges is 
rooted in our vision to deliver the highly secure, intelligent 
platform for digital business. To do that, we are focused on 
reinventing networking, enabling a multicloud world, unlocking 
the power of data, enriching the employee and customer 
experience, and deploying security everywhere. In all of these 
things, the network is the common denominator. 


Security is foundational to all that we do 


Every customer knows that nothing is more important than 
security; it is a requirement of digitization. Cisco’s assets, 
architectural approach, and integrated threat defense—from 
the network to the endpoint to the cloud—provide what we 
believe to be the true end-to-end security approach that 

our customers want and need. Essential to all of that is the 
network, which has the ability to see a threat in one place and 
enforce remediation everywhere. 


One of the key features of our new intuitive network is 
Encrypted Traffic Analytics (ETA). This breakthrough 
innovation can detect malware in encrypted traffic without 
decrypting it, solving the conundrum of enhancing 
cybersecurity without eroding data protection and privacy. 
Our aim is to help our customers minimize the time to threat 
detection and couple that with a minimized time to response. 
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Fundamentally reinvent networking 
Building on our solid foundation of more than 30 years of 
networking expertise, our innovation strategy, and the trust 
of our customers, we have begun to fundamentally rethink 
how the network is built and used. In June 2017 we launched 
a new intent-based networking platform: “The Network. 
Intuitive.” Built on the Cisco Digital Network Architecture 
(Cisco DNA), this platform is the culmination of years of 
research and development that included redesigning our 
operating system, building high-performance custom silicon, 
and harnessing the context within the network and the threat 
intelligence that we glean from blocking 20 billion threats 
every day. This new network is designed to constantly learn, 
adapt, automate, and protect, optimizing network operations 
and defending against today’s evolving cyberthreat 
andscape. 


Looking ahead, we intend to further accelerate our leadership 
in intent-based networking by combining our expertise in 
network infrastructure and the enhanced capabilities in 
application visibility and automation that we have gained 
hrough our analytics innovation as well as our acquisitions of 
AppDynamics and Viptela. 


Enabling a multicloud world 


Today, our customers are operating in a multicloud 
environment, navigating between private, public, and hybrid 
clouds; multiple software-as-a-service (SaaS) applications; 
and vendors building capabilities around new connections. 
This approach is complex and difficult to manage, particularly 
because customers want greater visibility and control over 
their ability to deploy policy and move workloads with a high 
level of security. 


Our strategy is to deliver solutions to simplify how customers 
work in a multicloud world to maximize business benefits. To 
do this, we are delivering infrastructure and cloud-based SaaS 
offerings and expanding our analytics solutions into the public 
cloud. Our intent-based networking approach will be critical to 
this process as well. 


We are also working closely with the major web-scale 
players, combining our expertise in the enterprise space with 
their technology and solutions to provide greater value to our 
customers. 


Unlocking the power of data 


With data proliferating at an unprecedented rate, it is becoming 
essential for companies to process that data at the time 

and place created. Cisco offers a thorough set of analytics 
capabilities that allow our customers to unlock the power of data 
and gain insights throughout their infrastructure. 


The combination of our Network Data Platform, which provides 
insights from the enterprise network; Cisco Tetration Analytics, 
which provides real-time data center analytics; AppDynamics, 
which allows companies to tie application visibility to business 
outcomes; Cisco Kinetic, a first-of-its-kind Internet of Things 
(loT) operations platform launched this year; and Talos, our 
cyberthreat intelligence arm, forms what we believe to be the 
most comprehensive set of data analytics capabilities of any 
technology provider. 


Enriching the employee and customer 
experience 


Every customer is trying to enhance the employee 
experience, boost productivity, and enable teams to 

work more effectively together. Our Cisco WebEx, Cisco 
TelePresence, and Cisco Spark collaboration tools allow 

for closer connections between teams to drive innovation, 
research, and strategies across geographies. We are focused 
on helping our customers add value for their stakeholders 

by leveraging the power of collaboration technology. Our 
cloud-native application, Cisco Spark, not only connects 
people to other people, but also connects “things” to people, 
enabling machine-to-person communication. 


Evolving our business model 


As we build the highly secure, intelligent platform for digital 
business, we must continue to deliver customer value through 
simplicity, flexibility, and innovation. This requirement is essential 
to drive the uptake of SaaS and subscriptions, through which 
our customers are increasingly looking to purchase and 
consume our technology. Cisco DNA Center, the centralized 
management dashboard for our new intuitive network, and ETA 
are available only as subscriptions on our new Cisco Catalyst 
9000 Series Switches, helping us to deliver a subscription 
offering for our core networking infrastructure platforms. 


Our objectives are to continue to move to cloud-managed 
solutions across our entire networking portfolio and evolve to 
a more predictable business model over time. 
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Reaching important milestones through 
the transition 


In fiscal 2017, we delivered solid profitability and strong 
operating cash flows despite a slight decline in revenue as 
we evolve our business model. Revenue for the year was 
$48.0 billion, with product revenue of $35.7 billion and 
Service revenue of $12.3 billion. 


For fiscal 2017, 4396 of our revenue came from software and 
services, and 3096 of our revenue was from recurring offers. 


Deferred product revenue related to software and 
subscriptions grew by 5096 in fiscal 2017 to $5.0 billion, 
doubling in the past 2 years. In the fourth quarter, for the first 
ime, over $1 billion, or 1196, of our product revenue came 
from recurring offers. We believe that as we expand Cisco 
DNA Center further into our core infrastructure platforms, 
even more of our revenue will be recurring. 


We also remain disciplined and focused on continuing to 
drive operational efficiencies and productivity. In fiscal 2017, 
this once again resulted in strong margins. Net income was 
$9.6 billion, while earnings per share on a fully diluted basis 
reached $1.90. 


Our balance sheet remains strong, and we generated a 
record $13.9 billion in operating cash flow in fiscal 2017. We 
intend to continue to leverage our strong cash flow to make 
organic and inorganic investments, focusing on augmenting 
our core innovation and generating strong returns. 


We announced eight acquisitions in fiscal 2017, with a focus 
on software, collaboration, and security. We are focused 

on scaling all our acquisitions through our channel and 
accelerating the delivery of synergies. 


We returned $9.2 billion of cash to shareholders in fiscal 2017, 
composed of $3.7 billion in share buybacks and $5.5 billion in 
dividends. We remain firmly committed to returning a minimum 
of 5096 of our free cash flow to shareholders annually. 


Focusing on the long term 


As we look to fiscal 2018 and beyond, we remain deeply 
focused on continuing to innovate across our entire portfolio, 
executing efficiently to drive sustainable shareholder value, 
and using our business and technology acumen to make a 
positive impact on the world. 


We are excited to build on our momentum from this past 
year and to pursue the opportunities that lie ahead as we 
continue to evolve with the aim of providing the highly secure, 
intelligent platform for digital business. 


Thank you for your continued support. 


[fk Ge 


Charles H. Robbins 
Chief Executive Officer 


October 23, 2017 
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Financial highlights for 
fiscal 2017 


Strong execution driving solid profitability and cash 
flow during business model transition 


Revenue trend (SB) Margins (%) 

49.2 49.2 48.0 

60.4% 62.9% 63.0% 
21.9% 

2015 2016 2017 2015 2016 2017 

@ Product revenue œ Deferred revenue @ Gross margin 

@ Service revenue @ Operating margin 
Revenue by geographical segment Net income (SB) and diluted EPS (S) 

APJC 16% 10.7 
pan Aktu 


Americas 59% 
lc — —«—— À 


— 
EMEA 25% 


2015 2016 2017 


@ Net income $B 
= Diluted EPS $ 


Revenue by product category Cash flow (SB) 
and services 


13.6 
Services 26% Switching 29% 12.6 
Other 1% 
a 
Security 4% / 
Wireless 6% 7 K NGN Routing 16% 


13.9 


Data Center 7% / 2015 2016 2017 
\ Collaboration 9% 


@ Operating cash flow 
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Financial highlights for fiscal 2017 


Delivering shareholder value 


Share repurchases and Dividends paid per share (S) 
diluted share count (millions) 1.10 
0.94 
0.80 | 
2015 2016 2017 2015 2016 2017 


@ Absolute number of shares repurchased (millions) @ Dividends paid per share (S) 
= Diluted share count (millions) 


Managing our portfolio and strategic investment 


Acquisitions closed in fiscal 2017 


U U U U UU 
OcT 
2016 


(Cloud ock container x worklife 
Cloud access security Technology to help Application technology 
broker (CASB) technology manage, orchestrate, enabling collaboration 
providing visibility and and integrate containers and productivity in the 
analytics around user across data centers workplace 


behavior and sensitive 
data in cloud services 


U U U U UU 
2017 2017 2017 
APPDYNAMICS Advanced Analytics team ‘ss MindMeld 


from Saggezza 
Cloud application and 
business-monitoring 
platform enabling 
improved application 


Team of platform analytics Artificial intelligence (Al), 
experts with capabilities in software and engineering 
cloud and secure platform talent, and expertise for 


À development the further evolution of 
a business Cisco's collaboration 
performance portfolio 
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Our strategy 


As our customers add billions of new connections to their enterprises, we believe 
the network is becoming more critical than ever. We believe that our customers 
are looking for intelligent networks that provide meaningful business value through 
automation, security, and analytics. 


Our vision is to deliver a highly secure, intelligent platform for digital business. Our 
strategic priorities include accelerating our pace of innovation, increasing the value of 
the network, and delivering technology the way our customers want to consume it. 


Accelerating our pace of innovation 


We are building, buying, partnering, investing, and co-developing in the belief that the next innovative idea 
can come from anywhere. 

We are applying the latest technologies such as machine learning and advanced analytics to operate and 
define the network, exemplified by our development of intent-based networking and the launch of our new 
intuitive network, which we believe to be the only network designed for security while maintaining privacy. 
We are furthering our innovation with respect to the move toward more programmable, flexible, and virtual 
networks, or software-defined networking (SDN). 


Increasing the value of the network 


We are enabling customers to aggregate, automate, and draw actionable insights from highly distributed 
data, unlocking its power. 

We are deploying security everywhere, across the entire attack continuum—before, during, and after a 
cyberattack—helping our customers minimize the time to threat detection and couple that with a minimized 
time to response. 


We are delivering solutions designed to simplify, secure, and transform how customers work in a 
multicloud environment to maximize business benefits. 


Delivering technology the way customers want to consume it 


We are selling products and services that are integrated into architectures and solutions for both customer 
premises and the cloud. 

We are selling more software and subscription-based offerings designed to provide our customers with 
flexibility and continuous value. 

We are adding more software features across our core networking platforms, helping to shift our business 
model to more recurring revenue streams. 
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Our strategy 


The Network. Intuitive. Accelerating innovation in the core with intent-based 


networking 


* The Network. Intuitive. It is Cisco’s new, wholly integrated networking platform. 
* \t is designed to be powered by intent, highly secure, informed by context, and able to learn, transforming the data 
flowing across it into new insights for our customers. 
* |t is designed to be able to deal with the demands of cloud, mobile, big data, analytics, and the loT in a simplified, 
efficient way, helping to solve business problems and enable digital transformation. 
* |t is constantly learning, adapting, and protecting. 


Key solutions 


Digital Network 
Architecture 


(Cisco DNA) Center 
Cisco DNA is an intuitive, 
centralized management 
dashboard providing 
information technology 

(IT) teams with an intent- 
based approach to network 
design, provisioning, policy, 
and assurance. 


Encrypted Traffic 


5 


Software-Defined 


Access (SD-Access) 
SD-Access is designed 

to provide automated 
policy enforcement and 
network segmentation over 
a single network fabric 

to dramatically simplify 
network access for users, 
devices, and things. 
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Software subscription 


Network Data 
Platform 


and Assurance 

This powerful new analytics 
platform is designed to 
efficiently categorize 

and correlate the vast 
amount of data running 
on the network and uses 
machine learning to turn 
it into predictive analytics, 
business intelligence, and 
actionable insights. 


4 


Cisco Catalyst 9000 


switching portfolio 
This new family of switches 
with differentiated hardware 
(ASIC) and software (Cisco 
IOS XE) layers is designed for 
the realities of the digital era 
and the demands of mobility, 
cloud, loT, and security. 


Cisco DNA Services 


Analytics (ETA) 

Using machine learning to analyze 
traffic patterns, ETA is designed to 
identify and mitigate threats even in 
encrypted traffic, without decrypting 
it or affecting data privacy. 


Five benefits 


Customers can only purchase 
the new Cisco Catalyst 9000 
family of switches with a software 
subscription, providing customers 
access to ongoing innovation and 
future investment protection. 


Customers can now transform their 
entire network or integrate new 
security and automation capabilities 
into their existing network. Cisco offers 
a comprehensive lifecycle of advisory, 
implementation, optimization, and 
technical services to help them. 


$ © D € P 
Substantial Business agility More effective loT scale Better cloud 
operational cost lets tasks that used security lets the network applications 
savings to take weeks to makes the networkan automatically connect experience 
occur due to single complete now take extended data source and secure any loT helps the network 
policy-based minutes. for threat visibility and  gevice through device automatically adapt to 


automation of IT tasks 
across the entire 
network. 


can accelerate threat 


mitigation. scala. 


profiles, at massive 


new traffic patterns and 
optimize the delivery of 
cloud applications. 


This closed loop of defining intent, collecting context, learning, and then implementing new intent based on those 
insights is what we refer to as intent-based networking. 
We believe the combination of our intent-based, highly secure infrastructure with Cisco DNA Center's single point 
of policy definition, context collection, and learning will become the new approach to building enterprise networks. 
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Our strategy 


Cisco’s executive leadership team 


Cisco’s Executive Leadership 
Team brings a diverse set of 
experiences and expertise to 
identify and deliver strategic 
priorities, accelerate our 
innovation, enhance our 
execution, simplify how we do 
business, drive operational rigor, 
and inspire our employees to 
be the best that they can be. 
https://newsroom.cisco.com/ 
exec-bios 


Chuck Robbins 
Chief Executive 
Officer 


Kevin Bandy 
Senior Vice 
President, Chief 
Digital Officer 


Ruba Borno 
Vice President, 
Growth Initiatives 
and Chief of Staff 
to CEO 


Mark Chandler 
Senior Vice 
President, Legal 
Services, General 
Counsel, and 
Chief Compliance 
Officer 


Joe Cozzolino Chris Dedicoat David 
Senior Vice Executive Vice Goeckeler 
President, Services President, Executive Vice 
Worldwide President and 
Sales and Field General Manager, 
Operations Networking and 
Security Business 
Rebecca Jacoby Francine Kelly A. Kramer 
Senior Vice Katsoudas Executive Vice 
President Senior Vice President and 
and Chief of President and Chief Financial 
Operations Chief People Officer 
Officer 


Hilton Romanski 
Senior Vice 
President and 
Chief Strategy 
Officer 


Executive leadership team diversity 


Male 62% 


> Female 38% 


= 
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DANA 


Rowan Trollope 
Senior Vice 
President 

and General 
Manager, loT and 
Applications 


LeadershipQ Cisco 


Learn more about Cisco's leadership 
team through our online video series at 


Karen Walker 
Senior Vice 
President and 
Chief Marketing 
Officer 


https://newsroom.cisco.com/ciscoleadership. 


Governance and responsibility 


Shareholder engagement 


At Cisco, we recognize the importance of regular and transparent communication with 
our shareholders. Each year, we engage with a significant portion of shareholders that 
includes our top institutional investors. 


In fiscal 2017, we engaged with investors representing approximately 35% of our outstanding shares. We engaged 
with these shareholders on a variety of topics, including our corporate governance and risk management practices, 
board refreshment, sustainability initiatives, executive compensation program, and other matters of shareholder 
interest. 


Policies and practices 

We have adopted the following policies and practices consistent with our commitment to transparency and best-in- 
class practices, as well as to ensure compliance with the rules and regulations of the SEC, the listing requirements 
of NASDAQ, and applicable corporate governance requirements. 


Annual election of all directors 


Greco) Robust lead independent director role 


Shareholder right to call a special meeting 


(since IPO) No poison pill 


Stock ownership guidelines for directors 
and executive officers 


Shareholder right to act by written consent 
(since IPO) 


Majority voting 


Shareholders may recommend a director 
(since 2007) 


candidate to the board 


Recoupment policy 


(since 2008) Shareholder proxy access 
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Governance and responsibility 


Engaged, effective leadership 


The Cisco Board of Directors 


John T. Chambers 


Executive Chairman* 
Former CEO of Cisco 


Director Since: 1993 

Skills and Experience: Mr. Chambers led Cisco 
for more than 20 years. During his tenure as 
Chief Executive Officer, Cisco’s annual revenue 
grew from $2.0 billion in fiscal 1995 to $49.2 
billion in fiscal 2015. Mr. Chambers brings to the 
Board of Directors his thorough knowledge of 
Cisco’s business, strategy, technology, people, 
customers, operations, competition, and financial 
position. Mr. Chambers provides recognized 
executive leadership and vision. In addition, he 
brings with him a global network of customer, 
industry, and government relationships. 


*Retiring from the Board in December 2017 and 
effective at such time will be given the honorary 
title of Chairman Emeritus. 


Director Since: 1996 


Carol A. Bartz 


Lead Independent 
Director 

Former CEO of 
Yahoo! Inc. 


Skills and Experience: Ms. Bartz brings 
to the Board of Directors leadership 
experience, including service as the 
chief executive of two public technology 
companies. These roles have required 
technology industry expertise combined 
with marketing, operational, and global 
management expertise. Ms. Bartz also 
has experience as a public company 


outside director. 


M. Michele Burns 


Independent Director 
Former Chairman and 
CEO of Mercer LLC 


OQ 
Director Since: 2003 


Skills and Experience: Ms. Burns provides to 
the Board of Directors expertise in corporate 
finance, accounting, and strategy, including 
experience gained as the chief financial 
officer of three public companies. Through 
her experience gained as chief executive 
officer of Mercer, she brings expertise in 
global and operational management, including 
a background in organizational leadership 

and human resources. Ms. Burns also has 
experience serving as a public company 
outside director. 


Michael D. Capellas 


Independent Director 
Founder and CEO, 
Capellas Strategic 
Partners 


© Q 


Director Since: 2006 

Skills and Experience: Mr. Capellas brings 

to the Board of Directors experience in 
executive roles and a background of leading 
global organizations in the technology industry. 
Through this experience, he has developed 
expertise in several valued areas, including 
strategic product development, business 
development, sales, marketing, and finance. 


Board snapshot 


Board governance structure 


Nonindependent 
directors 17% 


Independent 


\ directors 83% 
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Director Since: 2016 


Amy L. Chang 


Independent 
Director 

Founder and CEO, 
Accompany, Inc. 


Skills and Experience: Ms. Chang brings 


o the Board of Directors an engineering 
background as well as leadership experience, 
ncluding service as the chief executive and 
ounder of a private technology company 

and a former global division leader for a 
publicly traded technology company. Through 
his experience, she has developed expertise 
n several valued areas, including go-to- 
market strategy and product management. 

s. Chang also has experience as a public 


company outside director. 


Dr. John L. Hennessy 


Independent Director 
Director of the Knight- 
Hennessy Scholars 
Program and former 
President, Stanford 
University 


oo 


Director Since: 2002 

Skills and Experience: Dr. Hennessy brings 
to the Board of Directors an engineering 
background as well as skill in the development 
of information technology businesses. In 
addition, he has leadership and management 
experience, both in an academic context at 
Stanford University and in a corporate context 
as a board member of public and private 
technology companies. 


Balanced director tenure 
(number of board members) 


4 4 4 


@ 0-7 years 


® 8-14 years @15+ years 


Dr. Kristina M. Johnson 


Independent Director 
Chancellor, State 
University of New York 


00 


Director Since: 2012 

Skills and Experience: Dr. Johnson brings 
to the Board of Directors an engineering 
background as well as expertise in science, 
technology, business, education, and 
government. In addition, she has leadership 
and management experience, both in an 
academic context as provost and dean of 
nationally recognized academic institutions 
and in a corporate context as a board 
member of public technology companies. 


Roderick C. McGeary 


Independent Director 
Former Vice Chairman 
of KPMG, LLP 


oQ 
Director Since: 2003 


Skills and Experience: Mr. McGeary brings 
to the Board of Directors a combination of 
executive experience in management and 
technology consulting. He also has expertise 
in leading talented teams and skills in finance, 
accounting, and auditing with technology 
industry experience. 
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Charles H. Robbins 


Director* 
CEO, Cisco 


Director Since: 2015 

Skills and Experience: Mr. Robbins brings 

to the Board of Directors extensive industry, 
company, and operational experience 

acquired from leading Cisco's global sales and 
partner teams. He has a thorough knowledge 
of Cisco's segments, technology areas, 
geographies, and competition. He has a proven 
track record of driving results and has played 

a key role in leading and executing many of 
Cisco's investments and strategy shifts to meet 
its growth initiatives. 


*The Board has appointed Chuck Robbins 
as Chairman effective upon Mr. Robbins’ 
re-election to the Board of Directors. 


Arun Sarin 


Independent Director 
Former CEO of 
Vodafone Group Plc 


o0 


Director Since: 2009 

Skills and Experience: Mr. Sarin provides to 
the Board of Directors a telecommunications 
industry and technology background, as 

well as leadership skills, including through 
his global chief executive experience at 
Vodafone Group Plc. He also provides 

an international perspective as well as 
expertise in general management, finance, 
marketing, and operations. Mr. Sarin also has 
experience as a director, including service as 
an outside board member of companies in 
the information technology, banking, financial 
services, and retail industries. 


Board attributes/skill set 
(number of board members) 


Brenton L. Saunders 


Independent 
Director 
Chairman, CEO, 
and President of 
Allergan Plc 


Director Since: 2017 

Skills and Experience: Mr. Saunders brings 
to the Board of Directors his extensive 
leadership experience, including as chief 
executive officer of two global healthcare 
companies in addition to financial, strategic, 
and operational experience. He is a 

natural innovator and leader with a deep 
understanding of business transformation. 


Board diversity 


12 12 Male 67% 
10 10 
6 6 
5 
D 
@ Leadership @ Global business ^. Academia 


@ Technology 
@ Financial experience @ Sales and marketing 


@ Gender/ethnic diversity @ Public company 
board experience 


Female 3396 
emae s2% 


Steven M. West 


Independent Director 
Founder and Partner, 
Emerging Company 
Partners LLC 


©@ 


Director Since: 1996 

Skills and Experience: Mr. West's experience 
in the information technology industry includes 
a variety of leadership and strategic positions, 
which have provided him with accumulated 
expertise in operational management, 

strategy, and finance and experience as an 
outside board member and audit committee 
member. Mr. West is a member of the National 
Association of Corporate Directors and a 
frequent speaker on audit-related issues. In 
addition, Mr. West has knowledge of Cisco 
acquired through more than 20 years of service 
on the Board of Directors. 


Key to committees 


Audit Committee 
Compensation Committee 


Nominating and 
Governance Committee 


Acquisition Committee 


Finance Committee 


eo00 0060 


Committee chair 
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Governance and responsibility 


Executive compensation highlights 


Our pay practices align with our pay for performance philosophy and underscore our commitment to sound 


compensation and governance practices. 


The following charts summarize the major elements of target total direct compensation for our CEO and our 
other named executive officers (NEOs') as a group for fiscal 2017 and demonstrate our continued pay for 


performance philosophy. 


CEO NEOs other than CEO 
Base salary 7% 
p Se 
Variable cash 
Performance- incentive awards Performance- 
based equity (performance- based equity 
incentive based) 15% incentive 
awards 58% awards 56% 
Fr w LE 


T 


ime-based 


equity incentive 
awards 20% 


1 As defined in our Proxy Statement for our 2017 Annual Meeting of Shareholders. 


Base salary 10% 
p — 


A Variable cash 


incentive awards 
(performance- 
based) 10% 


S$ o 
Time-based 


equity incentive 
awards 24% 


Cisco’s executive officers are compensated in a manner consistent with shareholder 
interests and sound governance principles. 


Our executive compensation program reward 


V Performance 
measures aligned 
with shareholder 
interests 


v Compensation 
philosophy 
designed to attract 
and retain, motivate 
performance, and 
reward achievement 


s performance 


v Majority of annual 
total direct 
compensation is 


performance-based 


We apply leading executive compensation practices 


WV Independent WV Caps on incentive 


compensation compensation 
committee W No employment, 

v Independent Severance, or 
compensation change in control 
consultant agreements 

WV Comprehensive «f Stock ownership 
annual guidelines 
compensation v Recoupment policy 
program 


risk assessment 
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VW No single-trigger 
vesting of equity 
award grants 


W No stock option 
repricing or 
cash-out of 
underwater equity 
awards 


v No dividends on 
unvested awards 


W “No perks” policy 
with limited 
exceptions 


VY No supplemental 
executive 
retirement plan 
(SERP) or executive 
pension plan 


W Stock ownership 
guidelines 


VW No golden 
parachute tax 
gross-ups 


W Broad anti-pledging 
and hedging 
policies 


Governance and responsibility 


Corporate social responsibility 


Cisco connects 


Cisco pioneered the technology that connects everything and has now created a new intuitive network that is 
designed to constantly learn, adapt, and protect. Through our technology, the passion and expertise of our people, 
and our network of partners, we are making connections to help accelerate global problem solving and advance 
positive social and environmental impact. 


We are taking action across our three focus areas of people, society, and planet that are aligned with Cisco’s 
business strategy and where we believe we can make the greatest impact. 


Planet 


Advancing 
environmentally 
sustainable growth 
in a digital world 


Society 


Scaling inclusive 
social and economic 
impact in countries 
around the world 


People 


Enabling people to 
reach their full 
potential in a 
digital economy 


Attracting and retaining Socioeconomic research 
top talent 
Inclusion and collaboration Strategic social investments Energy and greenhouse 

gas reduction 


Community impact Human rights 
E Product end of life 


Building skills and Responsible sourcing 
entrepreneurship and manufacturing 


Culture of integrity 


Key initiatives and progress toward goals 


Goals People 
Employee support of nonprofit and educational organizations 
8096 catalyzes our CSR programs. During fiscal 2017, employee 


engagement increased by approximately 7 percentage points 
compared to fiscal 2016, with 4496 of employees volunteering 
or making donations. 


Achieve 80% employee 
engagement by 2020 


The Cisco Networking Academy is celebrating 20 years 
of investing in young innovators, entrepreneurs, and social 
change agents. In fiscal 2017, 1.3 million students in 180 


2 million 
Reach we million Cisco countries participated in the Academy. We continue to focus 
Networking Academy students on diversity and inclusion, with females representing 24% of 
per year by 2021 our student population in fiscal 2017. 


Inclusion is the bridge that connects diverse perspectives, 
challenges the status quo, and unlocks the full potential of 
our people. In this age of digital transformation, we believe 
inclusion, diversity, and collaboration make us more innovative, 
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Governance and responsibility 


Goal 


1 billion 


Positively impact one billion 
people by 2025 


Goals 


60% 

Reduce total Cisco Scope 1 and 2 
GHG emissions worldwide by 60% 
absolute by 2022 (FY07 baseline) 


85% 

Use electricity generated from 
renewable sources for at least 85% 
of our global electricity by 2022 
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more agile, and ultimately more successful. Our executive 
leadership team is one of the most diverse in our industry, and 
we have driven broad improvements in overall representation 
that have resulted in the most diverse Cisco ever. In the past 
year, we have delivered innovative new solutions to some of 
our most business-critical challenges and opportunities, such 
as expanding our commitment to pay parity, accelerating 
diverse talent, and taking a stand for social justice throughout 
our communities. 


Society 

Cisco strives to accelerate global problem solving by creating 
exponential opportunity for social and business impact. We 
are enabling social enterprises and nonprofits to accelerate 
early stage, technology-based solutions addressing 
education, economic empowerment, and critical human 
needs. In fiscal 2017, Cisco and Cisco Foundation cash 

and in-kind contributions totaled $355 million. Our nonprofit 
partners report that our cash grant investments positively 
impacted more than 154 million people in fiscal 2017. 


Our Supply Chain organization focuses on ensuring high 
standards for working conditions and environmental 
sustainability in the manufacturing of our products, pioneering 
principles of circular economy, responsibly sourcing raw 
materials, and reducing greenhouse gas (GHG) emissions in 
our supply chain. In fiscal 2017, digitization was a key driver 
in our loT energy reduction initiatives with our partners, in 
expanding facility-level coverage of our Supplier Code of 
Conduct audit program, and in Cisco’s first human rights 
impact assessment. 


Planet 
n fiscal 2017, confident of meeting our latest 5-year GHG goal 
to reduce worldwide Scope 1 and 2 GHG emissions by 40% in 
absolute terms (fiscal 2007 baseline), we announced new 5-year 
goals in line with recommendations of the Intergovernmental 
Panel on Climate Change. By the end of fiscal 2017, we had 
invested more than $50 million in 450 energy efficiency and 
renewable energy projects in order to meet this goal. 


Cisco intends to invest a further $45 million over the next 

five years to meet our new goals. We plan to implement 
approximately 300 energy efficiency and on-site renewable 
energy projects across Cisco’s real-estate portfolio and 
increase renewable energy procurement through utility green 
power programs, power purchase agreements, and renewable 
energy certificates. 


Governance and responsibility 


CSR framework and governance 


CSR is integrated into Cisco’s business 
strategy and functions. It is foundational to 
our culture and a core value by which we 
do business. 


Our Corporate Affairs function leads 
Cisco’s social investment programs and 
champions companywide commitment to 
CSR performance and transparency. The 
team assesses and monitors CSR priorities, 
establishes corporate CSR strategy, 

drives process for CSR management, and 
provides guidance and coordination across 
business functions. 


Empowering 
‘Sustainable 
Decisions 


Cisco aligns its CSR reporting 
with the Global Reporting 
Initiative (GRI) standards. 
https://www.globalreporting.org/ 
standards 


FY17 represents our 13th year 
reporting to CDP (formerly 
Carbon Disclosure Project) 

and our 7th appearance on the 
CDP’s Performance Leadership 
Index/Climate A List. 


CDP 


DRIVING SUSTAINABLE ECONOMIES 


Cisco has been a constituent of 
FTSE4Good Global Benchmark 
Index (4GGL) for the past 


FTSEAGood 8 years: 
humors oF Cisco has been a member 
Dow Jones of the North American Index 


Sustainability Indices for the past 10 years and the 
In Collaboration with RobecoSAM «& 


World Index for 9 of the last 
10 years. 


Management of CSR topics is led by business functions, 
which set CSR goals, implement plans, and measure and 
report performance. Where issues require a cross-functional 
approach, teams with executive leadership are established to 
implement our commitments. An example of this is Cisco's 
internal Human Rights Working Group sponsored by Mark 
Chandler, Senior Vice President, Legal Services, General 
Counsel, and Chief Compliance Officer. 


Cisco CSR business process 


Business Functions Corporate Affairs 


Performance 


measurement CSR reporting 


Stakeholder 
engagement 
and analysis 


Implementation 


Stakeholder 
feedback to the 
business 


Prioritization, goals, 
and initiatives 


CSR priorities are assessed during our annual CSR Materiality 
Assessment process. Inputs to the process include CSR 
inquiries from customers and investors, employee surveys, 
industry benchmarking, and listening to key technology and 
CSR leaders and influencers. CSR priorities are provided to 
Cisco's Global Risk and Controls group and inform Cisco's 
Corporate Risk Register. 


For more information about our performance, see our CSR 
website at csr.cisco.com. Our full fiscal 2017 CSR report will 
be published in December 2017. 
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Investor Relations 


Information for 
investors 


If you would like to learn more about 
Cisco, our Investor Relations website 
is a great place to start. There you 
will find the latest information about 
our earnings and stock performance 
as well as presentations and 
webcasts. 


investor.cisco.com 


Investor contact 

To contact Investor Relations: 
Investor Relations Department 
Cisco Systems, Inc. 

170 West Tasman Drive 

San Jose, CA 

95134-1706 USA 

Phone: 

1 208 227 CSCO (728) 


For webcasts 


and additional 
information, 
view our events 
calendar. 
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Our fiscal 2017 investor engagement by number 
of events 


Other 6% 
UN 


Sell side 
briefings 14% 


Bus tours 41% 


Tech talks 6% 


Roadshows 12% / 


Investor 


~~ conferences 21% 


Comparison of 5-year cumulative total return 


$250 
$200 
$150 
$100 


$50 


$0 
July July July July July July 
2012 2013 2014 2015 2016 2017 


@ Cisco Systems, Inc. 
@ S&P 500 
@ S&P Information Technology 


The above graph shows a five-year comparison of the cumulative total 
shareholder return on Cisco common stock with the cumulative total 
returns of the S&P 500 Index and the S&P Information Technology Index. 
The graph tracks the performance of a $100 investment in Cisco's 
common stock and in each of the indexes (with the reinvestment of all 
dividends) on the date specified. Shareholder returns over the indicated 
period are based on historical data and should not be considered 
indicative of future shareholder returns. 
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This Annual Report on Form 10-K, including the "Management's Discussion and Analysis of Financial Condition and Results 
of Operations,” contains forward-looking statements regarding future events and our future results that are subject to the safe 
harbors created under the Securities Act of 1933 (the “Securities Act") and the Securities Exchange Act of 1934 (the "Exchange 
Act”). All statements other than statements of historical facts are statements that could be deemed forward-looking statements. 
These statements are based on current expectations, estimates, forecasts, and projections about the industries in which we 
operate and the beliefs and assumptions of our management. Words such as “expects,” “anticipates,” “targets,” “goals,” 
"projects," “ believes, AM may," 
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intends," "plans, momentum," "seeks," "estimates," "continues," "endeavors," "strives, 
variations of such words, and similar expressions are intended to identify such forward-looking statements. In addition, any 
statements that refer to projections of our future financial performance, our anticipated growth and trends in our businesses, 
and other characterizations of future events or circumstances are forward-looking statements. Readers are cautioned that these 
forward-looking statements are only predictions and are subject to risks, uncertainties, and assumptions that are difficult to 
predict, including those identified below, under "Item 1A. Risk Factors," and elsewhere herein. Therefore, actual results may 
differ materially and adversely from those expressed in any forward-looking statements. We undertake no obligation to revise 


or update any forward-looking statements for any reason. 


PARTI 
Item 1. Business 


General 


Cisco designs and sells a broad range of technologies that have been powering the Internet since 1984. Across networking, 
security, collaboration and the cloud, our evolving intent-based technologies are constantly learning and adapting to provide 
customers with a highly secure, intelligent platform for their digital business. 


We conduct our business globally, and manage our business by geography. Our business is organized into the following three 
geographic segments: Americas; Europe, Middle East, and Africa (EMEA); and Asia Pacific, Japan, and China (APJC). For 
revenue and other information regarding these segments, see Note 17 to the Consolidated Financial Statements. 


Our products and technologies are grouped into the following categories: Switching; Next-Generation Network (NGN) Routing; 
Collaboration; Data Center; Wireless; Security; Service Provider Video and Other Products. In addition to our product offerings, 
we provide a broad range of service offerings, including technical support services and advanced services. Increasingly, we are 
delivering our technologies through software and services. Our customers include businesses of all sizes, public institutions, 
governments and service providers. These customers often look to us as a strategic partner to help them use information 
technology (IT) to differentiate themselves and drive positive business outcomes. 


We were incorporated in California in December 1984, and our headquarters are in San Jose, California. The mailing address 
of our headquarters is 170 West Tasman Drive, San Jose, California 95134-1706, and our telephone number at that location 
is (408) 526-4000. Our website is www.cisco.com. Through a link on the Investor Relations section of our website, we make 
available the following filings as soon as reasonably practicable after they are electronically filed with or furnished to the 
Securities and Exchange Commission (SEC): our Annual Report on Form 10-K, Quarterly Reports on Form 10-Q, Current 
Reports on Form 8-K, and any amendments to those reports filed or furnished pursuant to Section 13(a) or 15(d) ofthe Exchange 
Act. All such filings are available free of charge. The information posted on our website is not incorporated into this report. 


Strategy and Priorities 


As our customers add billions of new connections to their enterprises, we believe the network is becoming more critical than 
ever. We believe that our customers are looking for intelligent networks that provide meaningful business value through 
automation, security, and analytics. Our vision is to deliver a highly secure, intelligent, platform for digital businesses. Our 
strategic priorities include accelerating our pace of innovation, increasing the value of the network, and delivering technology 
the way our customers want to consume it. 


Accelerating Innovation — Enabling Network Automation 


In June 2017, we announced the initial development of new network product offerings that feature what we refer to as "intuitive" 
networking technology. The intuitive network is an intent-based networking platform designed to be intelligent, highly secure, 
powered by “intent” and informed by “context”—features by which the intuitive network aims to constantly learn, adapt, 
automate and protect in order to optimize network operations and defend against an evolving cyber threat landscape. To further 
our innovation in this area, we are applying the latest technologies such as machine learning and advanced analytics to operate 
and define the network. From a security standpoint, these new product network offerings are designed to enable customers to 
detect threats in encrypted traffic, and we have created what is in our view the only network that is designed for security while 
maintaining privacy. 


Our new Catalyst 9000 series of switches represent the initial foundation of our intent-based networking capabilities and 
provide highly differentiated advancements in security, programmability, and performance, while lowering operating costs by 
innovating at the hardware and software layer. These network switches form the foundation for Cisco’s Software-Defined Access 
(SD-Access) technology, one of our leading enterprise architectures. These offerings are designed to provide a single, highly 
secure network fabric that helps ensure policy consistency, enables faster launches of new business services and significantly 
improves issue resolution times while being open and extendable. SD-Access, built on the principles of Cisco Digital Networking 
Architecture (DNA), provides what we see as a transformational shift in the building and managing of networks. 


We have also been focusing on furthering our innovation with respect to the move toward more programmable, flexible, and 
virtual networks, sometimes called software-defined networking (SDN). This transition is focused on providing a virtualized 
network environment that is designed to enable flexible, application-driven customization of network infrastructures. Our 
Application Centric Infrastructure (ACI) solutions deliver centralized application-driven policy automation, management, and 
visibility of both physical and virtual environments as a single system. 


Increasing the Value of the Network 


Unlocking the Power of Data. We believe the growth of intelligent networks and intent-based networks illustrate the increasing 
value of the network. Our customers are increasingly using technology and specifically networks to grow their businesses, drive 
efficiencies, and more effectively compete. We believe data is one of an organization’s most strategic assets and this data is 
increasingly distributed across every organization and ecosystem, on customer premises, at the edge of the network, and in the 
cloud. As the number of new devices connected to the Internet grows, we believe the network will play an even more critical 
role in enabling our customers to aggregate, automate, and draw actionable insights from this highly distributed data, where 
there is a premium on security and speed. We believe this is driving our customers to adopt entirely new IT architectures and 
organizational structures and, more specifically, to seek network deployment solutions that deliver greater agility, productivity, 
security and other advanced network capabilities. 


Deploy Security Everywhere. We believe that security is the top IT priority for many of our customers. Our security strategy 
is focused on delivering a unified threat-centric security architecture combining network, cloud and endpoint-based solutions. 
Through this approach, we intend to provide security across the entire attack continuum before, during, and after a cyberattack 
to help our customers shorten the time between threat detection and response. 


Enabling a Multi-Cloud World. Our customers are operating in multi-cloud environments with private, public, and hybrid 
clouds. Our cloud strategy is to deliver solutions designed to simplify, secure, and transform how customers work in this multi- 
cloud world to maximize business benefits. Our cloud strategy encompasses moving workloads across private and public clouds, 
consuming software-as-a-service (SaaS), and writing modern applications that can run on any hybrid cloud. We are focused on 
enabling simple, intelligent, automated and highly secure clouds by delivering infrastructure and cloud-based SaaS offerings 
including WebEx, Meraki cloud networking, and certain other of our Security and Collaboration offerings. We believe that 
customers and partners view our approach to the cloud as differentiated and unique, recognizing that we offer a solution for all 
cloud environments, including private, hybrid, and public clouds. 


We believe that in the next several years we will see a significant expansion of technology as customers add billions of new 
connections to their enterprises. In our view, the network has never been more critical to business success and we believe our 
customers will benefit from the insights and intelligence we are making accessible through our highly differentiated platforms. 


Delivering Technology the Way Our Customers Want to Consume It 


We are transforming our offerings to meet the evolving needs of our customers. As part of the transformation of our business, we 
have continued to make strides during fiscal 2017 in evolving our offerings. We are shifting to develop and sell more software 
and subscription-based offerings, which we expect will increase the amount of our recurring revenue. The Catalyst 9000 series 
of switches are an example of how we are beginning to shift more of our core business to a subscription-based model. Historically 
our various networking technology products have aligned with their respective product categories. However, increasingly, our 
offerings are crossing multiple product categories. As our core networking evolves, we expect we will add more common 
software features across our core networking platforms. With respect to the disaggregation of hardware and software and how 
our customers want to consume our technology, we are increasing the amount of software offerings that we provide. We have 
various types of software arrangements including system software, on-premise software, hybrid software and SaaS offerings. In 
terms of monetization, our software offerings fall into the broad categories of subscription arrangements and perpetual licenses. 


For a discussion of the risks associated with our strategy, see “Item 1A. Risk Factors,” including the risk factor entitled “We 
depend upon the development of new products and enhancements to existing products, and if we fail to predict and respond 
to emerging technological trends and customers’ changing needs, our operating results and market share may suffer.” For 
information regarding sales of our major products and services, see Note 17 to the Consolidated Financial Statements. 
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Products and Services 


As of the end of fiscal 2017, we categorized our current offerings into several categories: 


Switching 


Switching is an integral networking technology used in campuses (including branch offices), traditional data centers, and private 
and public cloud data centers. Switches are used within buildings in local-area networks (LANs), and across great distances in 
wide-area networks (WANs). Our switching products connect end users, workstations, IP phones, wireless access points, and 
servers and also function as aggregators on LANs and WANs. Our switching systems employ several widely used technologies, 
including Ethernet, Power over Ethernet (PoE), Fibre Channel over Ethernet (FCoE), Packet over Synchronous Optical Network, 
and Multiprotocol Label Switching. 


Individually, our suite of switching products is designed to offer the performance and features required for nearly any customer 
need, from traditional small workgroups, wiring closets, and network cores to highly virtualized and converged corporate data 
centers. Working together with our wireless access solutions, these switches are the building blocks of an integrated network that 
delivers scalable and advanced functionality solutions protecting, optimizing, and growing as customers’ business needs evolve. 


Many of our switches are designed to support advanced services that allow organizations to be more efficient when using one 
switch for multiple networking functions rather than using multiple switches to accomplish the same outcome. 


Our Switching products are used by customers in both campus environments (including branch offices) and data centers. Both 
our data center and campus portfolios are comprised of fixed and modular configuration offerings, with certain offerings 
available in either. Key product platforms within our Switching product category, in which we also include storage products, 
are as follows: 


Campus Switches Data Center Switches Storage 

Fixed Configuration: Fixed Configuration: Cisco MDS Series: 
* Cisco Catalyst 2960 Series * Cisco Nexus 2000 Series * Cisco MDS 9000 
* Cisco Catalyst 3650 Series * Cisco Nexus 3000 Series 

* Cisco Catalyst 3850 Series * Cisco Nexus 3500 Series 

* Cisco Catalyst 4500-X Series * Cisco Nexus 5000 Series 

* Cisco Catalyst 6800 Series * Cisco Nexus 6000 Series 

* Cisco Catalyst 9300 Series * Cisco Nexus 9200 Series 

* Cisco Catalyst 9500 Series * Cisco Nexus 9300 Series 

Modular Configuration: Modular Configuration: 

* Cisco Catalyst 4500-E Series * Cisco Nexus 7000 Series 

* Cisco Catalyst 6500-E Series * Cisco Nexus 7700 Series 

* Cisco Catalyst 6800 Series * Cisco Nexus 9500 Series 


* Cisco Catalyst 9400 Series 


Our Campus Switching portfolio consists of the Cisco Catalyst brand and is used by large enterprises as well as small and 
medium-sized businesses, providing a foundation for converged data, voice, video and Internet of Things (IoT) services. These 
switches offer enhanced security and reliability and are designed to scale efficiently as our customers grow. Our Campus 
Switching portfolio is available in both fixed and modular configurations. 


In fiscal 2017, we introduced our Cisco Catalyst 9000 series of switches which are the next generation in the Cisco Catalyst 
family of campus switches including, enterprise LAN access, aggregation, and core switches. Developed for security, IoT, 
and the cloud, these network switches form the foundation for Cisco's SD-Access technology, one of our leading enterprise 
architectures. SD-Access, built on the principles of Cisco DNA, provides what we see as a transformational shift in the building 
and managing of networks. By decoupling network functions from hardware, SD-Access is designed to provide a single, highly 
secure network fabric that helps ensure policy consistency, enable faster launches of new business services and significantly 
improve issue resolution times while being open and extendable. The new Cisco Catalyst 9000 series of switches enhance 
our Network-as-a-Sensor capabilities through behavioral analytics enabled by Encrypted Traffic Analytics (ETA) for malware 
identification even on encrypted traffic. ETA is designed to provide over 99% efficiency for identifying malware on encrypted 
traffic without the complexities involved with decryption. With security top of mind for many customers, these capabilities 
provide analytics and control through the network for threat mitigation before, during, and after an attack. 


Our Data Center Switching portfolio consists of the Cisco Nexus brand of switches and is used across all customer segments 
ranging from small and medium-sized business, to large enterprises, service providers, and cloud providers. These switches 
provide the foundation for mission critical data centers with high availability, scalability, and security across traditional data 
centers and private and public cloud data centers. Our Cisco Nexus Data Center Switching portfolio is available in both fixed 
and modular configurations. 


Our Cisco Nexus 9000 Series is designed to deliver high performance and density, low latency, and power efficiency in a range 
of form factors. The switches operate in Cisco NX-OS Software or ACI modes with our Cloud Scale ASIC technology. They are 
designed for both traditional and fully automated data center deployments. 


The ACI solution in our Data Center Switching portfolio consists of the Cisco Nexus 9000 Series Switches, Cisco Application 
Policy Infrastructure Controllers (APIC) and accompanying centralized policy management capabilities, integrated physical 
and virtual infrastructure, and an open ecosystem of network, storage, management, and orchestration vendors. We have 
successfully integrated new technologies with the Cisco ACI solution, such as our Cisco CloudCenter platform. Our Cisco 
Tetration Analytics platform is designed to deliver real-time visibility across the data center using hardware and software 
sensors to provide behavior-based application insight using deep forensic-based analysis. 


NGN Routing 


Next-Generation Networking (NGN) Routing technology is fundamental to the foundation of the Internet. This category of 
technologies interconnects public and private wireline and mobile networks for mobile, data, voice, and video applications. Our 
NGN Routing portfolio of hardware and software solutions consists primarily of physical and virtual routers, and routing and 
optical systems. Our solutions are designed to meet the scale, reliability, and security needs of our customers. Our portfolio 
is differentiated from those of our competitors through advanced capabilities, which we sometimes refer to as “intelligence,” 
that our products provide at each layer of the network infrastructure to deliver performance in transmitting information and 
media-rich applications. 


We offer a broad range of hardware and software solutions, from core network infrastructure and mobile network routing 
solutions for service providers and enterprises, to access routers for branch offices and for telecommuters and consumers at 
home. Key product areas within our NGN Routing category are as follows: 


High-End Routers Midrange and Low-End Routers Other NGN Routing 
Cisco Aggregation Services Routers Cisco Integrated Services Routers Optical networking products: 
(ASRs): (ISRs): * Cisco NCS 1000 Series 
* Cisco ASR 900 and 920 Series * Cisco 800 Series ISR * Cisco NCS 2000 Series 
* Cisco ASR 1000 Series * Cisco 1900 Series ISR * Cisco NCS 4000 Series 
* Cisco ASR 5000 and 5500 Series * Cisco 2900 Series ISR Cables idrasteuciite pedis: 
* Cisco ASR 9000 Series * Cisco 3900 Series ISR ` 


: : * Cisco CBR Series 
Cisco Carrier Routing Systems (CRS): . dd d Mac = * Cable modem termination systems 


* Cisco CRS-3 Me : (CMTS) 
* Cisco CRS-X ites 20 panies EUH. * Hybrid fiber coaxial (HFC) access 
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Cisco Network Convergence System 
(NCS): 

* Cisco NCS 6000 Series 

* Cisco NCS 5000 Series 

* Cisco NCS 5500 Series 


During fiscal 2017, we continued to focus on our high-end routing products, mainly the ASR 9000, NCS5500, and CRS, driven 
by the bandwidth and capacity needs of our customers. We saw continued adoption of the newer products in our NCS portfolio, 
including the NCS5500 and the NCS1000 product family in the optical networking space. Our portfolio is designed to address 
the needs of web-scale customers which are large cloud companies that deliver user services on a massive scale as well as service 
providers that seek more advanced features. 


Our NCS1000 series enables data center interconnect for web-scale customers, in a compact form-factor perfectly suited to 
their operational environments. We have also increased focus on modernizing our network infrastructure and developing new 
software technologies in our Cisco IOS XR operating system designed to simplify how customers manage, operate and automate 
their network infrastructure to reduce their costs as networks grow. These solutions are examples of our intent to continue to 
combine application-specific integrated circuits (ASICs), information systems, and software to develop NGN Routing products 
and services aligned with the needs of our customers. 


Collaboration 


Our strategy is to make collaboration more effective, comprehensive, and less complex by creating innovative solutions through 
combining the power of software, hardware, and the network. We offer a portfolio of solutions which can be delivered from the 
cloud, premises or hybrid environments, and which integrate voice, video, and messaging on fixed and mobile networks across 
a wide range of devices/endpoints such as mobile phones, tablets, desktop and laptop computers, video units and collaboration 
appliances. Key product areas within our Collaboration category are as follows: 


Unified Communications Conferencing Collaboration Endpoints Business Messaging 
* Internet Protocol (IP) * Cisco WebEx * Collaboration desk * Cisco Spark 
phones * Cisco TelePresence Server endpoints 
* Call control * Cisco TelePresence * Collaboration room 
* Call center and messaging Conductor endpoints 
* Software-based instant- * Cisco Meeting Server * Immersive systems 
messaging (IM) clients * Cisco Spark Board 


* Communication gateways 
and unified communication 


We include all of our SaaS revenue from WebEx within Conferencing. We continued to expand our Collaboration portfolio 
during fiscal 2017 with the launch of Cisco Spark Board, a cloud-based collaboration appliance combining whiteboarding, 
presentations and videoconferencing integrated with our cloud-based Cisco Spark applications. We acquired MindMeld, Inc. to 
bring artificial intelligence capabilities into our collaboration portfolio focused on the future of conversational user interfaces. 
We also announced new partnering arrangements with Salesforce.com and delivered integrations on previously announced 
partnerships with Apple. For on-premises collaboration markets, new innovations that have recently come to market include 
the BE4K call management platform focused on medium-sized businesses and our Cisco Meeting Server for on-premises 
conferencing. While the revenue from these expanded offerings, investments, and partnerships was not material during fiscal 
2017, we believe they provide opportunities for future business expansion. 


Data Center 


The Cisco Unified Computing System (Cisco UCS) combines computing, networking and storage infrastructure with management 
and virtualization for agility, simplicity and scale. Our architecture provides a programmable, policy-driven infrastructure, that 
customers can optimize for traditional workloads, data analytics and cloud-native applications, all part of a common operating 
environment with an open application program interface (API) for broad interoperability and automation. Key product areas 
within our Data Center product category are as follows: 


Cisco Unified Computing System (Cisco UCS): 

* Cisco UCS B-Series Blade Servers 

* Cisco UCS C-Series Rack Servers 

e Cisco UCS M5 Series Servers 

* Cisco UCS C3260 Storage Optimized Rack Server 

* Cisco UCS Mini branch/remote site computing solution 

* Cisco UCS Fabric Interconnects 

* Cisco UCS Manager and Cisco UCS Director Management Software 
Cisco HyperFlex Systems 

Private and Hybrid Cloud: 

* Cisco ONE Enterprise Cloud Suite (a portion of Cisco ONE is in Data Center) 


Our Data Center product innovations are designed to enable customers to consolidate both physical and virtualized workloads 
onto a single scalable, centrally managed, and automated system, while still accommodating their unique application 
requirements. We offer a portfolio of comprehensive solutions designed to preserve customer choice, accelerate business 
initiatives, reduce risk, and lower the cost of IT. 


Cisco UCS C3260, our storage optimized server, brings the Cisco UCS architectural advantages to storage intensive workloads, 
including big data, object storage, and archiving. At the edge of the network, Cisco UCS Mini is an all-in-one solution 
optimized for branch and remote office, point-of-sale endpoint locations, and smaller IT environments. Our Cisco UCS M5 
Series delivers new systems and software designed to extend the power and simplicity of unified computing for data-intensive 
workloads, applications at the edge, and the next generation of distributed application architectures. Additionally, we continued 
to invest in data center infrastructure management and automation software within our Cisco UCS Manager and UCS Director 
product offerings. 


During fiscal 2017, we introduced HyperFlex (HX) Systems 2.0, a next generation hyperconverged infrastructure solution 
with innovations in compute, storage and networking including all-flash capabilities and increased performance. The HX Data 
Platform, a Cisco UCS-based solution, features Dynamic Data Fabric technology that provides the industry-leading performance 
customers need to simplify more applications in their data centers. 


Wireless 


Our Wireless products provide indoor and outdoor wireless coverage with seamless roaming for voice, video, and data 
applications. These products include wireless access points that are standalone, controller-based, switch-converged, and Meraki 
cloud-managed offerings. These products deliver an optimized user experience over Wi-Fi and leverage the intelligence of 
the network. Our Wireless solutions portfolio is enhanced with security, analytics, and location-based services through our 
Connected Mobile Experiences (CMX) technology. Our offerings are designed to provide users with simplified management as 
well as mobile device troubleshooting and diagnostics that reduce operational cost and maximize flexibility and reliability. We 
are investing in both merchant, or “off the shelf”, silicon and customized chipsets to deliver innovative product functionality to 
the Wi-Fi market. Key product areas within our Wireless category are as follows: 


Connected Mobile Integrated Software 
Access Points WLAN Controllers Experiences Offerings and Other 
Cisco Aironet Series Standalone Cloud Meraki integrated software services 
Meraki Cloud Managed MR Series Virtual Appliance-based 


Integrated 


In fiscal 2017, we expanded the suite of 802.11ac Wave 2 access points across the Aironet and Meraki portfolios. Additionally, 
we introduced what we refer to as “Fast Lane” technology to optimize and simplify Apple, Inc. mobile devices when connected 
to various Cisco offerings. 


Security 


We continue to believe security is the top IT priority for many of our customers and that security solutions will help to protect the 
digital economy. We believe that security will be an enabler that safeguards our customers’ business interests and can thereby 
create competitive advantage for them. Our approach is designed to provide protection across the entire attack continuum 
before, during, and after a cyber-attack and to help our customers shorten the time to threat detection and response. In our view, 
the escalation of ransomware and other malware events in the past year reveals that organizations are more critically exposed 
than ever, and we believe that such incidents are manifestations of the long-held concern that “it’s not if, but when” a business 
may fall victim to cyber-attacks. 


Our security portfolio is designed to increase capability while reducing complexity by delivering simple, open, and automated 
solutions resulting in more effective security. Our security portfolio spans endpoints, the network, and the cloud. Our offerings 
cover the following network-related areas: network and data center security, advanced threat protection, web and email security, 
access and policy, unified threat management, and advisory, integration, and managed services. 


Our Cisco AMP Everywhere solution seeks to transform the way customers protect themselves against advanced malware and 
breaches through integration across our product portfolios. Since its inception, AMP Everywhere has become a fast growing 
business driver inside Cisco, generating both direct revenue as well as pull-through of other products and services. 


In fiscal 2017, we expanded our cloud security offerings by launching the industry’s first Secure Internet Gateway (SIG) in the 
cloud, Cisco Umbrella. Cisco Umbrella was built upon the OpenDNS platform with technology integrated from across the Cisco 
security portfolio, including capabilities from the Cloud Web Security proxy and Advanced Malware Protection (AMP) file 
inspection. In addition, we expanded our Next Generation Firewall product portfolio with the new Cisco Firepower 2100 series 
which provides a firewall, intrusion prevention system (IPS) and URL filtering as well as integration to secure endpoints and 
new management capabilities. 


Service Provider Video 


Our Service Provider Video products include end-to-end, digital video systems. These products enable service providers and 
content originators to deliver entertainment, information, and communication services to consumers and businesses. Key 
product areas within our Service Provider Video category are as follows: 


Service Provider Video Software and Solutions 
. End-to-end video security solutions 
. Digital headend portfolio for content acquisition and distribution 
. Virtualized video processing (V2P) 
° Cloud-based, SaaS-delivered end-to-end video entertainment solutions 


During fiscal 2017, we continued our push towards a virtualized and SaaS-focused strategy in response to market demand, 
including customer demand for faster speeds, and video-over-IP solutions through the launch of our Infinite Video Platform. The 
Infinite Video Platform is a single platform that can serve cable, satellite, and over-the-top devices. This platform is supported 
by our differentiated video processing, video security and cloud recording technology and is intended to make the video-over-IP 
experience to be as good as the broadcast video experience. 


Other Products 


Our Other Products category primarily consists of certain emerging technologies, and other networking products. It includes 
our continued investment in IoT with the acquisition of Jasper. Through this acquisition we intend to leverage new platforms to 
help our customers increase their volume of business, or otherwise address their most pressing challenges, in the IoT area. This 
category also includes application intelligence software platform offerings from our fiscal 2017 acquisition of AppDynamics, 
Inc. (“AppDynamics”). This solution is offered as an integrated suite of software application and IT infrastructure monitoring 
and analytics products and it allows us to provide end-to-end visibility and intelligence from the network to the application. 
These features, combined with security and scale, are designed to enable customers to drive better business outcomes. 


Service 


In addition to our product offerings, we provide a broad range of service and support options for our customers, including 
technical support services and advanced services. 


Technical support services help our customers ensure their products operate efficiently, remain available, and benefit from the 
most up-to-date system, and application software. These services help customers protect their network investments, manage 
risk, and minimize downtime for systems running mission-critical applications. A key example is Cisco Smart Services, which 
leverages the intelligence from the installed base of our products and customer connections to protect and optimize network 
investment for our customers and partners. We are expanding our Technical Services offerings from traditional hardware 
support to software, solutions, and premium support and outcome based offers. 


Advanced services are part of a comprehensive program that is focused on providing responsive, preventive, and consultative 
support of our technologies for specific networking needs. We are investing in and expanding our advanced services in the 
areas of cloud, security, and analytics, which reflects our strategy of selling customer outcomes. We are focused on three 
priorities including, leveraging Technology Advisory Services to drive higher product and services pull-through; Assessment 
and Migration services providing the tools, expertise and methodologies to enable our customers to migrate to new technology 
platforms; and, providing optimization services aligned with customers’ measurable business outcomes. 


We believe this strategy, along with our architectural approach and networking expertise, has the potential to further differentiate 
us from competitors. 


Customers and Markets 


Many factors influence the IT, collaboration, and networking requirements of our customers. These include the size of the 
organization, number and types of technology systems, geographic location, and business applications deployed throughout the 
customer’s network. Our customer base is not limited to any specific industry, geography, or market segment. In each of the past 
three fiscal years, no single customer accounted for 10% or more of revenue. Our customers primarily operate in the following 
markets: enterprise, commercial, service provider, and public sector. 


Enterprise 


Enterprise businesses are large regional, national, or global organizations with multiple locations or branch offices and typically 
employ 1,000 or more employees. Many enterprise businesses have unique IT, collaboration, and networking needs within a 
multivendor environment. We plan to take advantage of the network-as-a-platform strategy to integrate business processes with 
technology architectures to assist customer growth. We offer service and support packages, financing, and managed network 
services, primarily through our service provider partners. We sell these products through a network of third-party application 
and technology vendors and channel partners, as well as selling directly to these customers. 


Commercial 


We define commercial businesses as organizations which typically have fewer than 1,000 employees. We sell to the larger, or 
midmarket, customers within the commercial market through a combination of our direct sales force and channel partners. These 
customers typically require the latest advanced technologies that our enterprise customers demand, but with less complexity. 
Small businesses, or organizations with fewer than 100 employees, require information technologies and communication 
products that are easy to configure, install, and maintain. We sell to these smaller organizations within the commercial market 
primarily through channel partners. 


Service Providers 


Service providers offer data, voice, video, and mobile/wireless services to businesses, governments, utilities, and consumers 
worldwide. This customer market category includes regional, national, and international wireline carriers, as well as Internet, 
cable, and wireless providers. We also include media, broadcast, and content providers within our service provider market, as 
the lines in the telecommunications industry continue to blur between traditional network-based, content-based and application- 
based services. Service providers use a variety of our routing and switching, optical, security, video, mobility, and network 
management products, systems, and services for their own networks. In addition, many service providers use Cisco data 
center, virtualization, and collaboration technologies to offer managed or Internet-based services to their business customers. 
Compared with other customers, service providers are more likely to require network design, deployment, and support services 
because of the greater scale and higher complexity of their networks, whose requirements are addressed, we believe, by our 
architectural approach. 


Public Sector 


Public sector entities include federal governments, state and local governments, as well as educational institution customers. 
Many public sector entities have unique IT, collaboration, and networking needs within a multivendor environment. We sell 
to public sector entities through a network of third-party application and technology vendors and channel partners, as well as 
through direct sales. 


Sales Overview 


As of the end of fiscal 2017, our worldwide sales and marketing departments consisted of approximately 24,500 employees, 
including managers, sales representatives, and technical support personnel. We have field sales offices in 95 countries, and we 
sell our products and services both directly and through a variety of channels with support from our salesforce. A substantial 
portion of our products and services is sold through channel partners, and the remainder is sold through direct sales. Channel 
partners include systems integrators, service providers, other resellers, and distributors. 


Systems integrators and service providers typically sell directly to end users and often provide system installation, technical 
support, professional services, and other support services in addition to network equipment sales. Systems integrators also 
typically integrate our products into an overall solution. Some service providers are also systems integrators. 


Distributors typically hold inventory and sell to systems integrators, service providers, and other resellers. We refer to sales 
through distributors as our two-tier system of sales to the end customer. Revenue from two-tier distributors is recognized based 
on a sell-through method using point of sales information provided by these distributors. These distributors are generally given 
business terms that allow them to return a portion of inventory, receive credits for changes in selling prices, and participate in 
various cooperative marketing programs. 


For information regarding risks related to our channels, see “Item 1A. Risk Factors,” including the risk factors entitled “Disruption 
of, or changes in, our distribution model could harm our sales and margins” and “Our inventory management relating to our 
sales to our two-tier distribution channel is complex, and excess inventory may harm our gross margins.” 


For information regarding risks relating to our international operations, see “Item 1A. Risk Factors,” including the risk factors 
entitled “Our operating results may be adversely affected by unfavorable economic and market conditions and the uncertain 
geopolitical environment;” “Entrance into new or developing markets exposes us to additional competition and will likely 
increase demands on our service and support operations;” “Due to the global nature of our operations, political or economic 
changes or other factors in a specific country or region could harm our operating results and financial condition;” “We are 
exposed to fluctuations in currency exchange rates that could negatively impact our financial results and cash flows;” and “Man- 
made problems such as computer viruses or terrorism may disrupt our operations and harm our operating results,” among others. 


Our service offerings complement our products through a range of consulting, technical, project, quality, and software 
maintenance services, including 24-hour online and telephone support through technical assistance centers. 


Financing Arrangements 


We provide financing arrangements for certain qualified customers to build, maintain, and upgrade their networks. We believe 
customer financing is a competitive advantage in obtaining business, particularly for those customers involved in significant 
infrastructure projects. Our financing arrangements include the following: 


Leases: 
e Sales-type 
. Direct financing 


. Operating 
Loans 
Financed service contracts 
Channels financing arrangements 
End-user financing arrangements 


Product Backlog 


Our product backlog at July 29, 2017 was approximately $4.8 billion, an increase of 3% year over year. The product backlog 
includes orders confirmed for products planned to be shipped within 90 days to customers with approved credit status. 
Subscription-based sales arrangements are not included in product backlog. Our cycle time between order and shipment is 
generally short and customers occasionally change delivery schedules. Additionally, orders can be canceled without significant 
penalties. As a result of these factors, we do not believe that our product backlog, as of any particular date, is necessarily 
indicative of actual product revenue for any future period. 


Acquisitions, Investments, and Alliances 


The markets in which we compete require a wide variety of technologies, products, and capabilities. Our growth strategy is 
based on the components of innovation, which we sometimes refer to as “build, buy, partner, invest, and co-develop". This five- 
prong approach to how we innovate can be summarized as follows: 


Build Working within Cisco, with the developer community, or with customers 

Buy Acquiring or divesting, depending on goals 

Partner Strategically partnering to further build out the business 

Invest Making investments in areas where technology is in its infancy or where there is no dominant technology 


Co-develop Developing new solutions with multi-party teams that may include customers, channel partners, startups, 
independent software vendors, and academics 


Acquisitions 


We have acquired many companies, and we expect to make future acquisitions. Mergers and acquisitions of high-technology 
companies are inherently risky, especially if the acquired company has yet to generate revenue. No assurance can be given 
that our previous or future acquisitions will be successful or will not materially adversely affect our financial condition or 
operating results. Prior acquisitions have resulted in a wide range of outcomes, from successful introduction of new products and 
technologies to an inability to do so. The risks associated with acquisitions are more fully discussed in “Item 1A. Risk Factors,” 
including the risk factor entitled “We have made and expect to continue to make acquisitions that could disrupt our operations 
and harm our operating results.” 


Investments in Privately Held Companies 


We make investments in privately held companies that develop technology or provide services that are complementary to our 
products or that provide strategic value. The risks associated with these investments are more fully discussed in “Item 1A. Risk 
Factors,” including the risk factor entitled “We are exposed to fluctuations in the market values of our portfolio investments and 
in interest rates; impairment of our investments could harm our earnings.” 


Strategic Alliances 


We pursue strategic alliances with other companies in areas where collaboration can produce industry advancement and 
acceleration of new markets. The objectives and goals of a strategic alliance can include one or more of the following: technology 
exchange, product development, joint sales and marketing, or new market creation. Companies with which we have, or recently 
had, strategic alliances include the following: 


Accenture Ltd; Apple Inc.; AT&T Inc.; Cap Gemini S.A.; Citrix Systems, Inc.; Dell Technologies Inc.; LM Ericsson Telephone 
Company; Fujitsu Limited; Inspur Group Ltd.; Intel Corporation; International Business Machines Corporation; Italtel SpA; 
Johnson Controls Inc.; Microsoft Corporation; NetApp, Inc.; Optum; Oracle Corporation; Red Hat, Inc.; SAP AG; Sprint Nextel 
Corporation; Tata Consultancy Services Ltd.; VMware, Inc.; Wipro Limited; and others. 


Companies with which we have strategic alliances in some areas may be competitors in other areas, and in our view this trend 
may increase. The risks associated with our strategic alliances are more fully discussed in “Item 1A. Risk Factors,” including 
the risk factor entitled “If we do not successfully manage our strategic alliances, we may not realize the expected benefits from 
such alliances, and we may experience increased competition or delays in product development.” 


Competition 


We compete in the networking and communications equipment markets, providing products and services for transporting data, 
voice, and video traffic across intranets, extranets, and the Internet. These markets are characterized by rapid change, converging 
technologies, and a migration to networking and communications solutions that offer relative advantages. These market factors 
represent both an opportunity, and a competitive threat to us. We compete with numerous vendors in each product category. 
The overall number of our competitors providing niche product solutions may increase. Also, the identity and composition 
of competitors may change as we increase our activity in our new product markets. As we continue to expand globally, we 
may see new competition in different geographic regions. In particular, we have experienced price-focused competition from 
competitors in Asia, especially from China, and we anticipate this will continue. 


Our competitors include Amazon Web Services LLC; Arista Networks, Inc.; ARRIS Group, Inc.; Check Point Software 
Technologies Ltd.; Dell Technologies Inc.; Extreme Networks, Inc.; F5 Networks, Inc.; FireEye, Inc.; Fortinet, Inc.; Hewlett- 
Packard Enterprise Company; Huawei Technologies Co., Ltd.; Juniper Networks, Inc.; Lenovo Group Limited; Microsoft 
Corporation; New Relic, Inc.; Nokia Corporation; Nutanix, Inc.; Palo Alto Networks, Inc.; Symantec Corporation; Ubiquiti 
Networks and VMware, Inc.; among others. 


Some of these companies compete across many of our product lines, while others are primarily focused in a specific product area. 
Barriers to entry are relatively low, and new ventures to create products that do or could compete with our products are regularly 
formed. In addition, some of our competitors may have greater resources, including technical and engineering resources, than 
we do. As we expand into new markets, we will face competition not only from our existing competitors but also from other 
competitors, including existing companies with strong technological, marketing, and sales positions in those markets. We also 
sometimes face competition from resellers and distributors of our products. Companies with which we have strategic alliances 
in some areas may be competitors in other areas, and in our view this trend may increase. For example, the enterprise data center 
is undergoing a fundamental transformation arising from the convergence of technologies, including computing, networking, 
storage, and software, that previously were segregated within the data center. Due to several factors, including the availability 
of highly scalable and general purpose microprocessors, application-specific integrated circuits offering advanced services, 
standards-based protocols, cloud computing, and virtualization, the convergence of technologies within the enterprise data 
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center is spanning multiple, previously independent, technology segments. Also, some of our current and potential competitors 
for enterprise data center business have made acquisitions, or announced new strategic alliances, designed to position them to 
provide end-to-end technology solutions for the enterprise data center. As a result of all of these developments, we face greater 
competition in the development and sale of enterprise data center technologies, including competition from entities that are 
among our long-term strategic alliance partners. Companies that are strategic alliance partners in some areas of our business 
may acquire or form alliances with our competitors, thereby reducing their business with us. 


The principal competitive factors in the markets in which we presently compete and may compete in the future include: 


. The ability to sell successful business outcomes 

. The ability to provide a broad range of networking and communications products and services 
. Product performance 

e Price 


. The ability to introduce new products, including providing continuous new customer value and products with price- 
performance advantages 


. The ability to reduce production costs 

e The ability to provide value-added features such as security, reliability, and investment protection 
. Conformance to standards 

. Market presence 

. The ability to provide financing 


. Disruptive technology shifts and new business models 


We also face competition from customers to which we license or supply technology, and suppliers from which we transfer 
technology. The inherent nature of networking requires interoperability. Therefore, we must cooperate and at the same time 
compete with many companies. Any inability to effectively manage these complicated relationships with customers, suppliers, 
and strategic alliance partners could have a material adverse effect on our business, operating results, and financial condition 
and accordingly affect our chances of success. 


Research and Development 


We regularly introduce new products and features to address the requirements of our markets. We allocate our research and 
development budget among our product categories, which consist of Switching, NGN Routing, Collaboration, Data Center, 
Wireless, Security, Service Provider Video, and Other Product technologies. Our research and development expenditures were 
$6.1 billion, $6.3 billion, and $6.2 billion in fiscal 2017, 2016, and 2015, respectively. These expenditures are applied generally 
to all product areas, with specific areas of focus being identified from time to time. Recent areas of increased focus include, but 
are not limited to, our core routing and switching products, security, wireless, collaboration, analytics and IoT products. Our 
expenditures for research and development costs were expensed as incurred. 


The industry in which we compete is subject to rapid technological developments, evolving standards, changes in customer 
requirements, and new product introductions and enhancements. As a result, our success depends in part upon our ability, 
on a cost-effective and timely basis, to continue to enhance our existing products and to develop and introduce new products 
that improve performance, and reduce total cost of ownership. To achieve these objectives, our management and engineering 
personnel work with customers to identify and respond to customer needs, as well as with other innovators of Internet working 
products, including universities, laboratories, and corporations. We also expect to continue to make acquisitions and investments, 
where appropriate, to provide us with access to new technologies. Nonetheless, there can be no assurance that we will be able 
to successfully develop products to address new customer requirements and technological changes or that those products will 
achieve market acceptance. 


Manufacturing 


We rely on contract manufacturers for all of our manufacturing needs. We presently use a variety of independent third-party 
companies to provide services related to printed-circuit board assembly, in-circuit test, product repair, and product assembly. 
Proprietary software on electronically programmable memory chips is used to configure products that meet customer 
requirements and to maintain quality control and security. The manufacturing process enables us to configure the hardware 
and software in unique combinations to meet a wide variety of individual customer requirements. The manufacturing process 
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uses automated testing equipment and burn-in procedures, as well as comprehensive inspection, testing, and statistical process 
controls, which are designed to help ensure the quality and reliability of our products. The manufacturing processes and 
procedures are generally certified to International Organization for Standardization (ISO) 9001 or ISO 9003 standards. 


Our arrangements with contract manufacturers generally provide for quality, cost, and delivery requirements, as well as 
manufacturing process terms, such as continuity of supply; inventory management; flexibility regarding capacity, quality, and 
cost management; oversight of manufacturing; and conditions for use of our intellectual property. We have not entered into any 
significant long-term contracts with any manufacturing service provider. We generally have the option to renew arrangements on 
an as-needed basis. These arrangements generally do not commit us to purchase any particular amount or any quantities beyond 
certain amounts covered by orders or forecasts that we submit covering discrete periods of time, defined as less than one year. 


Patents, Intellectual Property, and Licensing 


We seek to establish and maintain our proprietary rights in our technology and products through the use of patents, copyrights, 
trademarks, and trade secret laws. We have a program to file applications for and obtain patents, copyrights, and trademarks 
in the United States and in selected foreign countries where we believe filing for such protection is appropriate. We also 
seek to maintain our trade secrets and confidential information by nondisclosure policies and through the use of appropriate 
confidentiality agreements. We have obtained a substantial number of patents and trademarks in the United States and in other 
countries. There can be no assurance, however, that the rights obtained can be successfully enforced against infringing products 
in every jurisdiction. Although we believe the protection afforded by our patents, copyrights, trademarks, and trade secrets has 
value, the rapidly changing technology in the networking industry and uncertainties in the legal process make our future success 
dependent primarily on the innovative skills, technological expertise, and management abilities of our employees rather than on 
the protection afforded by patent, copyright, trademark, and trade secret laws. 


Many of our products are designed to include software or other intellectual property licensed from third parties. While it may 
be necessary in the future to seek or renew licenses relating to various aspects of our products, we believe, based upon past 
experience and standard industry practice that such licenses generally could be obtained on commercially reasonable terms. 
Nonetheless, there can be no assurance that the necessary licenses would be available on acceptable terms, if at all. Our inability 
to obtain certain licenses or other rights or to obtain such licenses or rights on favorable terms, or the need to engage in litigation 
regarding these matters, could have a material adverse effect on our business, operating results, and financial condition. 
Moreover, inclusion in our products of software or other intellectual property licensed from third parties on a nonexclusive basis 
can limit our ability to protect our proprietary rights in our products. 


The industry in which we compete is characterized by rapidly changing technology, a large number of patents, and frequent 
claims and related litigation regarding patent and other intellectual property rights. There can be no assurance that our patents 
and other proprietary rights will not be challenged, invalidated, or circumvented; that others will not assert intellectual property 
rights to technologies that are relevant to us; or that our rights will give us a competitive advantage. In addition, the laws of some 
foreign countries may not protect our proprietary rights to the same extent as the laws of the United States. The risks associated 
with patents and intellectual property are more fully discussed in “Item 1A. Risk Factors,” including the risk factors entitled 
“Our proprietary rights may prove difficult to enforce,” “We may be found to infringe on intellectual property rights of others,” 
and “We rely on the availability of third-party licenses.” 


Employees 


Employees are summarized as follows (approximate numbers): 


July 29, 2017 


Employees by geography: 

UÜnated.Statesz. ver iuRReEBCHEETISETEUNPPPUOPReINCPPETSRGURUPIN Egle Dee ee ede 37,000 
Restof word a cst Sears tuc Lu d ton EISE 35,900 
Totali. EL M LA t MM DM E UE 72,900 


Employees by line item on the Consolidated Statements of Operations: 


Cosbtol sales os 2 Stet ded ce cee a ee aac ee Gta a Ge Ste reese ete er a E A oS LO LP E 20,300 
Reseárch and development... t coet seei ie pecs ducere Gad de hebdo ac D eee nece dob Bod e ere Eee does 20,800 
Sales and marketing «i.i oii deer a e RR ERR d e REP XA eed be bas died PY duisi 24,500 
General.and administrative: «i. oils vga nr eb RLISA RIP Deb Sena Oba 4 Ge PM vb 7,300 
Totals eeu oe x LE E tU uM a t 72,900 


? Cost of sales includes manufacturing support, services, and training. 
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Executive Officers of the Registrant 


The following table shows the name, age, and position as of August 31, 2017 of each of our executive officers: 


Name Age Position with the Company 
Charles H. Robbins....... 5] Chief Executive Officer and Director 
John T. Chambers........ 68 Executive Chairman 
Mark Chandler .......... 61 Senior Vice President, Legal Services, General Counsel and Chief Compliance Officer 
Chris Dedicoat .......... 60 Executive Vice President, Worldwide Sales and Field Operations 
David Goeckeler......... 55 Executive Vice President and General Manager, Security and Networking Business 
Rebecca Jacoby.......... 55 Senior Vice President and Chief of Operations 
Kelly A. Kramer......... 50 Executive Vice President and Chief Financial Officer 
Karen Walker ........... 55 Senior Vice President and Chief Marketing Officer 


Mr. Robbins has served as Chief Executive Officer since July 2015 and as a member of the Board of Directors since May 2015. 
He joined Cisco in December 1997, from which time until March 2002 he held a number of managerial positions within Cisco's 
sales organization. Mr. Robbins was promoted to Vice President in March 2002, assuming leadership of Cisco's U.S. channel 
sales organization. Additionally, in July 2005 he assumed leadership of Cisco's Canada channel sales organization. In December 
2007, Mr. Robbins was promoted to Senior Vice President, U.S. Commercial, and in August 2009 he was appointed Senior Vice 
President, U.S. Enterprise, Commercial and Canada. In July 2011, Mr. Robbins was named Senior Vice President, Americas. In 
October 2012, Mr. Robbins was promoted to Senior Vice President, Worldwide Field Operations, in which position he served 
until assuming the role of Chief Executive Officer. He is a member of the board of directors of BlackRock, Inc. 


Mr. Chambers has served as a member of the Board of Directors since November 1993. Mr. Chambers, who was appointed 
Executive Chairman in July 2015, served as Cisco's Chief Executive Officer from January 1995 until July 2015, and he also 
served as President from January 1995 to November 2006. He joined Cisco as Senior Vice President in January 1991 and was 
promoted to Executive Vice President in June 1994, prior to assuming the roles of President and Chief Executive Officer in 
January 1995. Before joining Cisco, Mr. Chambers was employed by Wang Laboratories, Inc. for eight years, where, in his last 
role, he was the Senior Vice President of U.S. Operations. 


Mr. Chandler joined Cisco in July 1996, upon Cisco’s acquisition of StrataCom, Inc., where he served as General Counsel. 
He served as Cisco's Managing Attorney for Europe, the Middle East, and Africa from December 1996 until June 1999; as 
Director, Worldwide Legal Operations from June 1999 until February 2001; and was promoted to Vice President, Worldwide 
Legal Services in February 2001. In October 2001, Mr. Chandler was promoted to Vice President, Legal Services and General 
Counsel, and in May 2003 he additionally was appointed Secretary, a position he held through November 2015. In February 
2006, Mr. Chandler was promoted to Senior Vice President, and in May 2012 he was appointed Chief Compliance Officer. 
Before joining StrataCom, Mr. Chandler had served as Vice President, Corporate Development and General Counsel of 
Maxtor Corporation. 


Mr. Dedicoat joined Cisco in June 1995 and has held various leadership positions within Cisco’s sales organization. From June 
1995 through April 1999, he served as a manager and then as a director within the United Kingdom portion of Cisco's Europe 
sales organization, overseeing both commercial and enterprise accounts. In April 1999, Mr. Dedicoat was appointed Vice 
President, Europe, and in June 2003 he was promoted to Senior Vice President, Europe, serving as Cisco's lead sales executive 
for Europe. In July 2011, Mr. Dedicoat was appointed Senior Vice President, EMEA (Europe, Middle East, and Africa). Mr. 
Dedicoat was appointed to his current position effective July 2015. 


Mr. Goeckeler joined Cisco in May 2000, from which time until December 2010 he held a variety of leadership positions 
within Cisco's engineering organization, covering such technology focus areas as voice over IP, mobility, video infrastructure 
and networking. In December 2010, Mr. Goeckeler was promoted to Vice President, Engineering, in which his responsibilities 
included leading various product and platform-related initiatives within Cisco's Security Business group. In November 2014, 
Mr. Goeckeler was promoted to Senior Vice President, Security Business, and in March 2016 he was elevated to Senior Vice 
President and General Manager ofthe same group. In May 2016, Mr. Goeckeler added networking to his oversight responsibilities, 
assuming the role of Senior Vice President, Networking and Security Business, in which position he served until being appointed 
to his current position effective July 2017. 
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Ms. Jacoby joined Cisco in March 1995 and has held a number of leadership positions with Cisco. She served, successively, as 
a manager, director and vice president within Cisco’s global supply chain organization from March 1995 until November 2003. 
In November 2003, Ms. Jacoby assumed the role of Vice President, Customer Service and Operations Systems, serving in this 
capacity until October 2006 when she was appointed Senior Vice President and Chief Information Officer (CIO) of Cisco. Ms. 
Jacoby held the SVP/CIO position until being promoted to her current position effective July 2015. She is a member of the board 
of directors of S&P Global Inc. 


Ms. Kramer joined Cisco in January 2012 as Senior Vice President, Corporate Finance. She served in that position until 
October 2014 and served as Cisco’s Senior Vice President, Business Technology and Operations Finance from October 2013 
until December 2014. She was appointed to her current position effective January 2015. From January 2009 until she joined 
Cisco, Ms. Kramer served as Vice President and Chief Financial Officer of GE Healthcare Systems. Ms. Kramer served as 
Vice President and Chief Financial Officer of GE Healthcare Diagnostic Imaging from August 2007 to January 2009 and 
as Chief Financial Officer of GE Healthcare Biosciences from January 2006 to July 2007. Prior to that, Ms. Kramer held 
various leadership positions with GE corporate and other GE businesses. She is a member of the board of directors of Gilead 
Sciences, Inc. 


Ms. Walker joined Cisco in November 2008, serving from November 2008 through January 2012 as Vice President, Services 
Marketing. From February 2012 to January 2013, Ms. Walker served as Senior Vice President, Segment, Services and Partner 
Marketing, and from February 2013 until May 2015 as Senior Vice President, Go To Market. In May 2015, Ms. Walker was 
promoted to her current position. Ms. Walker joined Cisco from Hewlett-Packard, where she held business and consumer 
leadership positions including Vice President of Alliances and Marketing for HP Services, and Vice President of Strategy and 
Marketing for both the Consumer Digital Entertainment and Personal Systems groups. 


Item 1A. Risk Factors 


Set forth below and elsewhere in this report and in other documents we file with the SEC are descriptions of the risks and 
uncertainties that could cause our actual results to differ materially from the results contemplated by the forward-looking 
statements contained in this report. 


OUR OPERATING RESULTS MAY FLUCTUATE IN FUTURE PERIODS, WHICH MAY ADVERSELY 
AFFECT OUR STOCK PRICE 


Our operating results have been in the past, and will continue to be, subject to quarterly and annual fluctuations as a result of 
numerous factors, some of which may contribute to more pronounced fluctuations in an uncertain global economic environment. 
These factors include: 


e Fluctuations in demand for our products and services, especially with respect to service providers and Internet 
businesses, in part due to changes in the global economic environment 


. Changes in sales and implementation cycles for our products and reduced visibility into our customers' spending 
plans and associated revenue 


. Our ability to maintain appropriate inventory levels and purchase commitments 


. Price and product competition in the communications and networking industries, which can change rapidly due to 
technological innovation and different business models from various geographic regions 


. The overall movement toward industry consolidation among both our competitors and our customers 


e The introduction and market acceptance of new technologies and products and our success in new and evolving 
markets, including in our newer product categories such as data center and collaboration and in emerging technologies, 
as well as the adoption of new standards 


e The transformation of our business to deliver more software and subscription offerings where revenue is recognized 
over time 


. Variations in sales channels, product costs, mix of products sold, or mix of direct sales and indirect sales 
. The timing, size, and mix of orders from customers 


. Manufacturing and customer lead times 
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. Fluctuations in our gross margins, and the factors that contribute to such fluctuations, as described below 


e The ability of our customers, channel partners, contract manufacturers and suppliers to obtain financing or to fund 
capital expenditures, especially during a period of global credit market disruption or in the event of customer, channel 
partner, contract manufacturer or supplier financial problems 


. Actual events, circumstances, outcomes, and amounts differing from judgments, assumptions, and estimates used in 
determining the values of certain assets (including the amounts of related valuation allowances), liabilities, and other 
items reflected in our Consolidated Financial Statements 


. How well we execute on our strategy and operating plans and the impact of changes in our business model that could 
result in significant restructuring charges 


. Our ability to achieve targeted cost reductions 
. Benefits anticipated from our investments in engineering, sales, service, and marketing 
. Changes in tax laws or accounting rules, or interpretations thereof 


As a consequence, operating results for a particular future period are difficult to predict, and, therefore, prior results are not 
necessarily indicative of results to be expected in future periods. Any of the foregoing factors, or any other factors discussed 
elsewhere herein, could have a material adverse effect on our business, results of operations, and financial condition that could 
adversely affect our stock price. 


OUR OPERATING RESULTS MAY BE ADVERSELY AFFECTED BY UNFAVORABLE ECONOMIC AND 
MARKET CONDITIONS AND THE UNCERTAIN GEOPOLITICAL ENVIRONMENT 


Challenging economic conditions worldwide have from time to time contributed, and may continue to contribute, to slowdowns 
in the communications and networking industries at large, as well as in specific segments and markets in which we operate, 
resulting in: 


. Reduced demand for our products as a result of continued constraints on IT-related capital spending by our customers, 
particularly service providers, and other customer markets as well 


. Increased price competition for our products, not only from our competitors but also as a consequence of customers 
disposing of unutilized products 


. Risk of excess and obsolete inventories 

. Risk of supply constraints 

e Risk of excess facilities and manufacturing capacity 

. Higher overhead costs as a percentage of revenue and higher interest expense 


The global macroeconomic environment has been challenging and inconsistent. Instability in the global credit markets, the 
impact of uncertainty regarding global central bank monetary policy, the instability in the geopolitical environment in many 
parts of the world including as a result of the recent United Kingdom "Brexit" referendum to withdraw from the European 
Union, the current economic challenges in China, including global economic ramifications of Chinese economic difficulties, 
and other disruptions may continue to put pressure on global economic conditions. If global economic and market conditions, 
or economic conditions in key markets, remain uncertain or deteriorate further, we may experience material impacts on our 
business, operating results, and financial condition. 


Our operating results in one or more segments may also be affected by uncertain or changing economic conditions particularly 
germane to that segment or to particular customer markets within that segment. For example, emerging countries in the aggregate 
experienced a decline in product orders during fiscal 2017 and certain prior periods. 


In addition, reports of certain intelligence gathering methods of the U.S. government could affect customers' perception of the 
products of IT companies which design and manufacture products in the United States. Trust and confidence in us as an IT 
supplier is critical to the development and growth of our markets. Impairment of that trust, or foreign regulatory actions taken in 
response to reports of certain intelligence gathering methods of the U.S. government, could affect the demand for our products 
from customers outside of the United States and could have an adverse effect on our operating results. 
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WE HAVE BEEN INVESTING AND EXPECT TO CONTINUE TO INVEST IN KEY PRIORITY AND 
GROWTH AREAS AS WELL AS MAINTAINING LEADERSHIP IN ROUTING, SWITCHING AND 
SERVICES, AND IF THE RETURN ON THESE INVESTMENTS IS LOWER OR DEVELOPS MORE 
SLOWLY THAN WE EXPECT, OUR OPERATING RESULTS MAY BE HARMED 


We expect to realign and dedicate resources into key priority and growth areas, such as security, IoT, collaboration, next 
generation data center, cloud and software, while also focusing on maintaining leadership in routing, switching and services. 
However, the return on our investments may be lower, or may develop more slowly, than we expect. If we do not achieve the 
benefits anticipated from these investments (including if our selection of areas for investment does not play out as we expect), 
or if the achievement of these benefits is delayed, our operating results may be adversely affected. 


OUR REVENUE FOR A PARTICULAR PERIOD IS DIFFICULT TO PREDICT, AND A SHORTFALL IN 
REVENUE MAY HARM OUR OPERATING RESULTS 


As a result of a variety of factors discussed in this report, our revenue for a particular quarter is difficult to predict, especially in 
light of a challenging and inconsistent global macroeconomic environment and related market uncertainty. 


Our revenue may grow at a slower rate than in past periods or decline as it did in fiscal 2017 on a year-over-year basis. Our 
ability to meet financial expectations could also be adversely affected if the nonlinear sales pattern seen in some of our past 
quarters recurs in future periods. We have experienced periods of time during which shipments have exceeded net bookings or 
manufacturing issues have delayed shipments, leading to nonlinearity in shipping patterns. In addition to making it difficult to 
predict revenue for a particular period, nonlinearity in shipping can increase costs, because irregular shipment patterns result 
in periods of underutilized capacity and periods in which overtime expenses may be incurred, as well as in potential additional 
inventory management-related costs. In addition, to the extent that manufacturing issues and any related component shortages 
result in delayed shipments in the future, and particularly in periods in which our contract manufacturers are operating at 
higher levels of capacity, it is possible that revenue for a quarter could be adversely affected 1f such matters occur and are not 
remediated within the same quarter. 


The timing of large orders can also have a significant effect on our business and operating results from quarter to quarter, primarily 
in the United States and in emerging countries. From time to time, we receive large orders that have a significant effect on our 
operating results in the period in which the order is recognized as revenue. The timing of such orders is difficult to predict, and the 
timing of revenue recognition from such orders may affect period to period changes in revenue. As a result, our operating results 
could vary materially from quarter to quarter based on the receipt of such orders and their ultimate recognition as revenue. 


Inventory management remains an area of focus. We have experienced longer than normal manufacturing lead times in the past 
which have caused some customers to place the same order multiple times within our various sales channels and to cancel the 
duplicative orders upon receipt ofthe product, or to place orders with other vendors with shorter manufacturing lead times. Such 
multiple ordering (along with other factors) or risk of order cancellation may cause difficulty in predicting our revenue and, as 
a result, could impair our ability to manage parts inventory effectively. In addition, our efforts to improve manufacturing lead- 
time performance may result in corresponding reductions in order backlog. A decline in backlog levels could result in more 
variability and less predictability in our quarter-to-quarter revenue and operating results. In addition, when facing component 
supply-related challenges we have increased our efforts in procuring components in order to meet customer expectations, which 
in turn contribute to an increase in purchase commitments. Increases in our purchase commitments to shorten lead times could 
also lead to excess and obsolete inventory charges if the demand for our products is less than our expectations. 


We plan our operating expense levels based primarily on forecasted revenue levels. These expenses and the impact of long- 
term commitments are relatively fixed in the short term. A shortfall in revenue could lead to operating results being below 
expectations because we may not be able to quickly reduce these fixed expenses in response to short-term business changes. 


Any of the above factors could have a material adverse impact on our operations and financial results. 


WE EXPECT GROSS MARGIN TO VARY OVER TIME, AND OUR LEVEL OF PRODUCT GROSS MARGIN 
MAY NOT BE SUSTAINABLE 


Our product gross margins declined in fiscal 2017 and in certain other prior periods, and could decline in future quarters due to 
adverse impacts from various factors, including: 


. Changes in customer, geographic, or product mix, including mix of configurations within each product group 


. Introduction of new products, including products with price-performance advantages, and new business models 
including the transformation of our business to deliver more software and subscription offerings 
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. Our ability to reduce production costs 


e Entry into new markets or growth in lower margin markets, including markets with different pricing and cost 
structures, through acquisitions or internal development 


. Sales discounts 


e Increases in material, labor or other manufacturing-related costs, which could be significant especially during 
periods of supply constraints such as those impacting the market for memory components 


e Excess inventory and inventory holding charges 

e Obsolescence charges 

. Changes in shipment volume 

. The timing of revenue recognition and revenue deferrals 


e Increased cost, loss of cost savings or dilution of savings due to changes in component pricing or charges incurred 
due to inventory holding periods if parts ordering does not correctly anticipate product demand or 1f the financial 
health of either contract manufacturers or suppliers deteriorates 


. Lower than expected benefits from value engineering 

. Increased price competition, including competitors from Asia, especially from China 
. Changes in distribution channels 

° Increased warranty costs 

. Increased amortization of purchased intangible assets, especially from acquisitions 

. How well we execute on our strategy and operating plans 


Changes in service gross margin may result from various factors such as changes in the mix between technical support services 
and advanced services, as well as the timing of technical support service contract initiations and renewals and the addition of 
personnel and other resources to support higher levels of service business in future periods. 


SALES TO THE SERVICE PROVIDER MARKET ARE ESPECIALLY VOLATILE, AND WEAKNESS 
IN ORDERS FROM THIS INDUSTRY MAY HARM OUR OPERATING RESULTS AND FINANCIAL 
CONDITION 


Sales to the service provider market have been characterized by large and sporadic purchases, especially relating to our router 
sales and sales of certain products in our newer product categories such as Data Center, Collaboration, and Service Provider Video, 
in addition to longer sales cycles. Product orders from the service provider market decreased in fiscal 2017, and at various times 
in the past we have experienced significant weakness in product orders from service providers. Product orders from the service 
provider market could continue to decline and, as has been the case in the past, such weakness could persist over extended periods 
of time given fluctuating market conditions. Sales activity in this industry depends upon the stage of completion of expanding 
network infrastructures; the availability of funding; and the extent to which service providers are affected by regulatory, economic, 
and business conditions in the country of operations. Weakness in orders from this industry, including as a result ofany slowdown 
in capital expenditures by service providers (which may be more prevalent during a global economic downturn, or periods of 
economic, political or regulatory uncertainty), could have a material adverse effect on our business, operating results, and financial 
condition. Such slowdowns may continue or recur in future periods. Orders from this industry could decline for many reasons 
other than the competitiveness of our products and services within their respective markets. For example, in the past, many of our 
service provider customers have been materially and adversely affected by slowdowns in the general economy, byovercapacity, 
by changes in the service provider market, by regulatory developments, and by constraints on capital availability, resulting in 
business failures and substantial reductions in spendingand expansion plans. These conditions have materially harmed our business 
and operating results in the past, and some of these or other conditions in the service provider market could affect our business 
and operating results in any future period. Finally, service provider customers typically have longer implementation cycles; require 
a broader range of services, including design services; demand that vendors take on a larger share of risks; often require acceptance 
provisions, which can lead to a delay in revenue recognition; and expect financing from vendors. All these factors can add further 
risk to business conducted with service providers. 
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DISRUPTION OF OR CHANGES IN OUR DISTRIBUTION MODEL COULD HARM OUR SALES AND MARGINS 


If we fail to manage distribution of our products and services properly, or if our distributors’ financial condition or operations 
weaken, our revenue and gross margins could be adversely affected. 


A substantial portion of our products and services is sold through our channel partners, and the remainder is sold through direct 
sales. Our channel partners include systems integrators, service providers, other resellers, and distributors. Systems integrators 
and service providers typically sell directly to end users and often provide system installation, technical support, professional 
services, and other support services in addition to network equipment sales. Systems integrators also typically integrate our 
products into an overall solution, and a number of service providers are also systems integrators. Distributors stock inventory 
and typically sell to systems integrators, service providers, and other resellers. We refer to sales through distributors as our 
two-tier system of sales to the end customer. Revenue from distributors is generally recognized based on a sell-through method 
using information provided by them. These distributors are generally given business terms that allow them to return a portion 
of inventory, receive credits for changes in selling prices, and participate in various cooperative marketing programs. If sales 
through indirect channels increase, this may lead to greater difficulty in forecasting the mix of our products and, to a degree, 
the timing of orders from our customers. 


Historically, we have seen fluctuations in our gross margins based on changes in the balance of our distribution channels. 
Although variability to date has not been significant, there can be no assurance that changes in the balance of our distribution 
model in future periods would not have an adverse effect on our gross margins and profitability. 


Some factors could result in disruption of or changes in our distribution model, which could harm our sales and margins, 
including the following: 


. We compete with some of our channel partners, including through our direct sales, which may lead these channel 
partners to use other suppliers that do not directly sell their own products or otherwise compete with them 


. Some of our channel partners may demand that we absorb a greater share of the risks that their customers may ask 
them to bear 


. Some of our channel partners may have insufficient financial resources and may not be able to withstand changes 
and challenges in business conditions 


. Revenue from indirect sales could suffer if our distributors’ financial condition or operations weaken 


In addition, we depend on our channel partners globally to comply with applicable regulatory requirements. To the extent that 
they fail to do so, that could have a material adverse effect on our business, operating results, and financial condition. Further, 
sales of our products outside of agreed territories can result in disruption to our distribution channels. 


THE MARKETS IN WHICH WE COMPETE ARE INTENSELY COMPETITIVE, WHICH COULD 
ADVERSELY AFFECT OUR ACHIEVEMENT OF REVENUE GROWTH 


The markets in which we compete are characterized by rapid change, converging technologies, and a migration to networking 
and communications solutions that offer relative advantages. These market factors represent a competitive threat to us. We 
compete with numerous vendors in each product category. The overall number of our competitors providing niche product 
solutions may increase. Also, the identity and composition of competitors may change as we increase our activity in newer 
product categories such as data center and collaboration and in key priority and growth areas. For example, as products related 
to network programmability, such as SDN products, become more prevalent, we expect to face increased competition from 
companies that develop networking products based on commoditized hardware, referred to as “white box" hardware, to the 
extent customers decide to purchase those product offerings instead of ours. In addition, the growth in demand for technology 
delivered as a service enables new competitors to enter the market. 


As we continue to expand globally, we may see new competition in different geographic regions. In particular, we have 
experienced price-focused competition from competitors in Asia, especially from China, and we anticipate this will continue. 
For information regarding our competitors, see the section entitled “Competition” contained in Jtem 1. Business of this report. 


Some of our competitors compete across many of our product lines, while others are primarily focused in a specific product area. 
Barriers to entry are relatively low, and new ventures to create products that do or could compete with our products are regularly 
formed. In addition, some of our competitors may have greater resources, including technical and engineering resources, than 
we do. As we expand into new markets, we will face competition not only from our existing competitors but also from other 
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competitors, including existing companies with strong technological, marketing, and sales positions in those markets. We also 
sometimes face competition from resellers and distributors of our products. Companies with which we have strategic alliances 
in some areas may be competitors in other areas, and in our view this trend may increase. 


For example, the enterprise data center is undergoing a fundamental transformation arising from the convergence of technologies, 
including computing, networking, storage, and software, that previously were segregated. Due to several factors, including 
the availability of highly scalable and general purpose microprocessors, ASICs offering advanced services, standards based 
protocols, cloud computing and virtualization, the convergence of technologies within the enterprise data center is spanning 
multiple, previously independent, technology segments. Also, some of our current and potential competitors for enterprise data 
center business have made acquisitions, or announced new strategic alliances, designed to position them to provide end-to-end 
technology solutions for the enterprise data center. As a result of all of these developments, we face greater competition in the 
development and sale of enterprise data center technologies, including competition from entities that are among our long-term 
strategic alliance partners. Companies that are strategic alliance partners in some areas of our business may acquire or form 
alliances with our competitors, thereby reducing their business with us. 


The principal competitive factors in the markets in which we presently compete and may compete in the future include: 


. The ability to sell successful business outcomes 

. The ability to provide a broad range of networking and communications products and services 
e Product performance 

e Price 


. The ability to introduce new products, including providing continuous new customer value and products with price- 
performance advantages 


. The ability to reduce production costs 

e The ability to provide value-added features such as security, reliability, and investment protection 
. Conformance to standards 

e Market presence 

. The ability to provide financing 


. Disruptive technology shifts and new business models 


We also face competition from customers to which we license or supply technology and suppliers from which we transfer 
technology. The inherent nature of networking requires interoperability. As such, we must cooperate and at the same time 
compete with many companies. Any inability to effectively manage these complicated relationships with customers, suppliers, 
and strategic alliance partners could have a material adverse effect on our business, operating results, and financial condition 
and accordingly affect our chances of success. 


OUR INVENTORY MANAGEMENT RELATING TO OUR SALES TO OUR TWO-TIER DISTRIBUTION 
CHANNEL IS COMPLEX, AND EXCESS INVENTORY MAY HARM OUR GROSS MARGINS 


We must manage our inventory relating to sales to our distributors effectively, because inventory held by them could affect our 
results of operations. Our distributors may increase orders during periods of product shortages, cancel orders if their inventory 
is too high, or delay orders in anticipation of new products. They also may adjust their orders in response to the supply of our 
products and the products of our competitors that are available to them, and in response to seasonal fluctuations in end-user 
demand. Revenue to our distributors generally is recognized based on a sell-through method using information provided by 
them, and they are generally given business terms that allow them to return a portion of inventory, receive credits for changes 
in selling price, and participate in various cooperative marketing programs. Inventory management remains an area of focus 
as we balance the need to maintain strategic inventory levels to ensure competitive lead times against the risk of inventory 
obsolescence because of rapidly changing technology and customer requirements. When facing component supply-related 
challenges, we have increased our efforts in procuring components in order to meet customer expectations. If we ultimately 
determine that we have excess inventory, we may have to reduce our prices and write down inventory, which in turn could result 
in lower gross margins. 
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SUPPLY CHAIN ISSUES, INCLUDING FINANCIAL PROBLEMS OF CONTRACT MANUFACTURERS 
OR COMPONENT SUPPLIERS, OR A SHORTAGE OF ADEQUATE COMPONENT SUPPLY OR 
MANUFACTURING CAPACITY THAT INCREASED OUR COSTS OR CAUSED A DELAY IN OUR 
ABILITY TO FULFILL ORDERS, COULD HAVE AN ADVERSE IMPACT ON OUR BUSINESS AND 
OPERATING RESULTS, AND OUR FAILURE TO ESTIMATE CUSTOMER DEMAND PROPERLY MAY 
RESULT IN EXCESS OR OBSOLETE COMPONENT SUPPLY, WHICH COULD ADVERSELY AFFECT OUR 
GROSS MARGINS 


The fact that we do not own or operate the bulk of our manufacturing facilities and that we are reliant on our extended supply 
chain could have an adverse impact on the supply of our products and on our business and operating results: 


. Any financial problems of either contract manufacturers or component suppliers could either limit supply or 
increase costs 


. Reservation of manufacturing capacity at our contract manufacturers by other companies, inside or outside of our 
industry, could either limit supply or increase costs 


. Industry consolidation occurring within one or more component supplier markets, such as the semiconductor market, 
could either limit supply or increase costs 


A reduction or interruption in supply; a significant increase in the price of one or more components; a failure to adequately 
authorize procurement of inventory by our contract manufacturers; a failure to appropriately cancel, reschedule, or adjust our 
requirements based on our business needs; or a decrease in demand for our products could materially adversely affect our 
business, operating results, and financial condition and could materially damage customer relationships. Furthermore, as a result 
of binding price or purchase commitments with suppliers, we may be obligated to purchase components at prices that are higher 
than those available in the current market. In the event that we become committed to purchase components at prices in excess of 
the current market price when the components are actually used, our gross margins could decrease. We have experienced longer 
than normal lead times in the past. Although we have generally secured additional supply or taken other mitigation actions when 
significant disruptions have occurred, if similar situations occur in the future, they could have a material adverse effect on our 
business, results of operations, and financial condition. See the risk factor above entitled *Our revenue for a particular period is 
difficult to predict, and a shortfall in revenue may harm our operating results." 


Our growth and ability to meet customer demands depend in part on our ability to obtain timely deliveries of parts from our 
suppliers and contract manufacturers. We have experienced component shortages in the past, including shortages caused by 
manufacturing process issues, that have affected our operations. We may in the future experience a shortage of certain component 
parts as a result of our own manufacturing issues, manufacturing issues at our suppliers or contract manufacturers, capacity 
problems experienced by our suppliers or contract manufacturers including capacity or cost problems resulting from industry 
consolidation, or strong demand in the industry for those parts. Growth in the economy is likely to create greater pressures on us 
and our suppliers to accurately project overall component demand and component demands within specific product categories and 
to establish optimal component levels and manufacturing capacity, especially for labor-intensive components, components for 
which we purchase a substantial portion of the supply, or the re-ramping of manufacturing capacity for highly complex products. 
During periods of shortages or delays the price of components may increase, or the components may not be available at all, and 
we may also encounter shortages if we do not accurately anticipate our needs. We may not be able to secure enough components 
at reasonable prices or of acceptable quality to build new products in a timely manner in the quantities or configurations needed. 
Accordingly, our revenue and gross margins could suffer until other sources can be developed. Our operating results would also 
be adversely affected if, anticipating greater demand than actually develops, we commit to the purchase of more components 
than we need, which is more likely to occur in a period of demand uncertainties such as we are currently experiencing. There 
can be no assurance that we will not encounter these problems in the future. Although in many cases we use standard parts and 
components for our products, certain components are presently available only from a single source or limited sources, and a 
global economic downturn and related market uncertainty could negatively impact the availability of components from one or 
more of these sources, especially during times such as we have recently seen when there are supplier constraints based on labor 
and other actions taken during economic downturns. We may not be able to diversify sources in a timely manner, which could 
harm our ability to deliver products to customers and seriously impact present and future sales. 


We believe that we may be faced with the following challenges in the future: 


. New markets in which we participate may grow quickly, which may make it difficult to quickly obtain significant 
component capacity 
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. As we acquire companies and new technologies, we may be dependent, at least initially, on unfamiliar supply chains 
or relatively small supply partners 


. We face competition for certain components that are supply-constrained, from existing competitors, and companies 
in other markets 


Manufacturing capacity and component supply constraints could continue to be significant issues for us. We purchase components 
from a variety of suppliers and use several contract manufacturers to provide manufacturing services for our products. During 
the normal course of business, in order to improve manufacturing lead-time performance and to help ensure adequate component 
supply, we enter into agreements with contract manufacturers and suppliers that either allow them to procure inventory based 
upon criteria as defined by us or that establish the parameters defining our requirements. In certain instances, these agreements 
allow us the option to cancel, reschedule, and adjust our requirements based on our business needs prior to firm orders being 
placed. When facing component supply-related challenges we have increased our efforts in procuring components in order 
to meet customer expectations, which in turn contributes to an increase in purchase commitments. Increases in our purchase 
commitments to shorten lead times could also lead to excess and obsolete inventory charges if the demand for our products is less 
than our expectations. If we fail to anticipate customer demand properly, an oversupply of parts could result in excess or obsolete 
components that could adversely affect our gross margins. For additional information regarding our purchase commitments with 
contract manufacturers and suppliers, see Note 12 to the Consolidated Financial Statements. 


WE DEPEND UPON THE DEVELOPMENT OF NEW PRODUCTS AND ENHANCEMENTS TO EXISTING 
PRODUCTS, AND IF WE FAIL TO PREDICT AND RESPOND TO EMERGING TECHNOLOGICAL TRENDS 
AND CUSTOMERS' CHANGING NEEDS, OUR OPERATING RESULTS ANDMARKETSHAREMAY SUFFER 


The markets for our products are characterized by rapidly changing technology, evolving industry standards, new product 
introductions, and evolving methods of building and operating networks. Our operating results depend on our ability to develop 
and introduce new products into existing and emerging markets and to reduce the production costs of existing products. Many of 
our strategic initiatives and investments we have made, and our architectural approach, are designed to enable the increased use of 
the network as the platform for automating, orchestrating, integrating, and delivering an ever-increasing array of I T-based products 
and services. For example, in June 2017 we announced our Catalyst 9000 series of switches which represent the initial foundation 
of our intent-based networking capabilities. Other current initiatives include our focus on security; the market transition related to 
digital transformation and IoT; the transition in cloud; and the move towards more programmable, flexible and virtual networks. 


The process of developing new technology, including intent-based networking, more programmable, flexible and virtual networks, 
and technology related to other market transitions— such as security, digital transformation and IoT, and cloud— is complex and 
uncertain, and if we fail to accurately predict customers’ changing needs and emerging technological trends our business could 
be harmed. We must commit significant resources, including the investments we have been making in our priorities to developing 
new products before knowing whether our investments will result in products the market will accept. In particular, if our model of 
the evolution of networking does not emerge as we believe it will, or if the industry does not evolve as we believe it will, or if our 
strategy for addressing this evolution is not successful, many of our strategic initiatives and investments may be of no or limited 
value. For example, if we do not introduce products related to network programmability, such as software-defined-networking 
products, in a timely fashion, or if product offerings in this market that ultimately succeed are based on technology, or an approach 
to technology, that differs from ours, such as, for example, networking products based on “white box” hardware, our business 
could be harmed. Similarly, our business could be harmed if we fail to develop, or fail to develop in a timely fashion, offerings to 
address other transitions, or ifthe offerings addressing these other transitions that ultimately succeed are based on technology, or an 
approach to technology, different from ours. In addition, our business could be adversely affected in periods surrounding our new 
product introductions 1f customers delay purchasing decisions to qualify or otherwise evaluate the new product offerings. 


Our strategy is to lead our customers in their digital transition with solutions that deliver greater agility, productivity, security 
and other advanced network capabilities, and that intelligently connect nearly everything that can be connected. Over the last 
few years, we have been transforming our business to move from selling individual products and services to selling products and 
services integrated into architectures and solutions, and we are seeking to meet the evolving needs of customers which include 
offering our products and solutions in the manner in which customers wish to consume them. As a part of this transformation, 
we continue to make changes to how we are organized and how we build and deliver our technology, including changes in our 
business models with customers. If our strategy for addressing our customer needs, or the architectures and solutions we develop 
do not meet those needs, or the changes we are making in how we are organized and how we build and deliver or technology is 
incorrect or ineffective, our business could be harmed. 


Furthermore, we may not execute successfully on our vision or strategy because of challenges with regard to product planning 
and timing, technical hurdles that we fail to overcome in a timely fashion, or a lack of appropriate resources. This could result in 
competitors, some of which may also be our strategic alliance partners, providing those solutions before we do and loss of market 
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share, revenue, and earnings. In addition, the growth in demand for technology delivered as a service enables new competitors to 
enter the market. The success of new products depends on several factors, including proper new product definition, component 
costs, timely completion and introduction of these products, differentiation of new products from those of our competitors, and 
market acceptance of these products. There can be no assurance that we will successfully identify new product opportunities, 
develop and bring new products to market in a timely manner, or achieve market acceptance of our products or that products 
and technologies developed by others will not render our products or technologies obsolete or noncompetitive. The products 
and technologies in our other product categories and key priority and growth areas may not prove to have the market success we 
anticipate, and we may not successfully identify and invest in other emerging or new products. 


CHANGES IN INDUSTRY STRUCTURE AND MARKET CONDITIONS COULD LEAD TO CHARGES 
RELATED TO DISCONTINUANCES OF CERTAIN OF OUR PRODUCTS OR BUSINESSES, ASSET 
IMPAIRMENTS AND WORKFORCE REDUCTIONS OR RESTRUCTURINGS 


In response to changes in industry and market conditions, we may be required to strategically realign our resources and to consider 
restructuring, disposing of, or otherwise exiting businesses. Any resource realignment, or decision to limit investment in or dispose 
of or otherwise exit businesses, may result in the recording of special charges, such as inventory and technology-related write- 
offs, workforce reduction or restructuring costs, charges relating to consolidation of excess facilities, or claims from third parties 
who were resellers or users of discontinued products. Our estimates with respect to the useful life or ultimate recoverability of 
our carrying basis of assets, including purchased intangible assets, could change as a result of such assessments and decisions. 
Although in certain instances our supply agreements allow us the option to cancel, reschedule, and adjust our requirements based 
on our business needs prior to firm orders being placed, our loss contingencies may include liabilities for contracts that we cannot 
cancel with contract manufacturers and suppliers. Further, our estimates relating to the liabilities for excess facilities are affected 
by changes in real estate market conditions. Additionally, we are required to perform goodwill impairment tests on an annual basis 
and between annual tests in certain circumstances, and future goodwill impairment tests may result in a charge to earnings. 


In August 2016, we announced a restructuring plan under which we began taking action in the first quarter of fiscal 2017. In May 
2017, we extended the restructuring plan to include additional employees. The implementation of this restructuring plan may be 
disruptive to our business, and following completion of the restructuring plan our business may not be more efficient or effective 
than prior to implementation of the plan. Our restructuring activities, including any related charges and the impact of the related 
headcount restructurings, could have a material adverse effect on our business, operating results, and financial condition. 


OVER THE LONG TERM WE INTEND TO INVEST IN ENGINEERING, SALES, SERVICE AND 
MARKETING ACTIVITIES, AND THESE INVESTMENTS MAY ACHIEVE DELAYED, OR LOWER THAN 
EXPECTED, BENEFITS WHICH COULD HARM OUR OPERATING RESULTS 


While we intend to focus on managing our costs and expenses, over the long term, we also intend to invest in personnel and other 
resources related to our engineering, sales, service and marketing functions as we realign and dedicate resources on key priority 
and growth areas, such as security, IoT, collaboration, next generation data center, cloud, and software, and we also intend to 
focus on maintaining leadership in routing, switching and services. We are likely to recognize the costs associated with these 
investments earlier than some of the anticipated benefits, and the return on these investments may be lower, or may develop 
more slowly, than we expect. If we do not achieve the benefits anticipated from these investments, or if the achievement of these 
benefits is delayed, our operating results may be adversely affected. 


OUR BUSINESS SUBSTANTIALLY DEPENDS UPON THE CONTINUED GROWTH OF THE INTERNET 
AND INTERNET-BASED SYSTEMS 


A substantial portion of our business and revenue depends on growth and evolution of the Internet, including the continued 
development of the Internet and the anticipated market transitions, and on the deployment of our products by customers who 
depend on such continued growth and evolution. To the extent that an economic slowdown or uncertainty and related reduction 
in capital spending adversely affect spending on Internet infrastructure, including spending or investment related to anticipated 
market transitions, we could experience material harm to our business, operating results, and financial condition. 


Because of the rapid introduction of new products and changing customer requirements related to matters such as cost- 
effectiveness and security, we believe that there could be performance problems with Internet communications in the future, 
which could receive a high degree of publicity and visibility. Because we are a large supplier of networking products, our 
business, operating results, and financial condition may be materially adversely affected, regardless of whether or not these 
problems are due to the performance of our own products. Such an event could also result in a material adverse effect on the 
market price of our common stock independent of direct effects on our business. 
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WE HAVE MADE AND EXPECT TO CONTINUE TO MAKE ACQUISITIONS THAT COULD DISRUPT OUR 
OPERATIONS AND HARM OUR OPERATING RESULTS 


Our growth depends upon market growth, our ability to enhance our existing products, and our ability to introduce new products 
on a timely basis. We intend to continue to address the need to develop new products and enhance existing products through 
acquisitions of other companies, product lines, technologies, and personnel. Acquisitions involve numerous risks, including 
the following: 


. Difficulties in integrating the operations, systems, technologies, products, and personnel of the acquired companies, 
particularly companies with large and widespread operations and/or complex products 


. Diversion of management's attention from normal daily operations of the business and the challenges of managing 
larger and more widespread operations resulting from acquisitions 


. Potential difficulties in completing projects associated with 1n-process research and development intangibles 


. Difficulties in entering markets in which we have no or limited direct prior experience and where competitors in such 
markets have stronger market positions 


. Initial dependence on unfamiliar supply chains or relatively small supply partners 
e Insufficient revenue to offset increased expenses associated with acquisitions 


. The potential loss of key employees, customers, distributors, vendors and other business partners of the companies 
we acquire following and continuing after announcement of acquisition plans 


Acquisitions may also cause us to: 
. Issue common stock that would dilute our current shareholders’ percentage ownership 
e Use a substantial portion of our cash resources, or incur debt 


. Significantly increase our interest expense, leverage and debt service requirements 1f we incur additional debt to pay 
for an acquisition 


° Assume liabilities 


. Record goodwill and intangible assets that are subject to impairment testing on a regular basis and potential periodic 
impairment charges 


e Incur amortization expenses related to certain intangible assets 


. Incur tax expenses related to the effect of acquisitions on our intercompany R&D cost sharing arrangement and 
legal structure 


. Incur large and immediate write-offs and restructuring and other related expenses 
. Become subject to intellectual property or other litigation 


Mergers and acquisitions of high-technology companies are inherently risky and subject to many factors outside of our control, 
and no assurance can be given that our previous or future acquisitions will be successful and will not materially adversely 
affect our business, operating results, or financial condition. Failure to manage and successfully integrate acquisitions could 
materially harm our business and operating results. Prior acquisitions have resulted in a wide range of outcomes, from successful 
introduction of new products and technologies to a failure to do so. Even when an acquired company has already developed and 
marketed products, there can be no assurance that product enhancements will be made in a timely fashion or that pre-acquisition 
due diligence will have identified all possible issues that might arise with respect to such products. 


From time to time, we have made acquisitions that resulted in charges in an individual quarter. These charges may occur in 
any particular quarter, resulting in variability in our quarterly earnings. In addition, our effective tax rate for future periods 
is uncertain and could be impacted by mergers and acquisitions. Risks related to new product development also apply to 
acquisitions. See the risk factors above, including the risk factor entitled “We depend upon the development of new products 
and enhancements to existing products, and if we fail to predict and respond to emerging technological trends and customers’ 
changing needs, our operating results and market share may suffer" for additional information. 
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ENTRANCE INTO NEW OR DEVELOPING MARKETS EXPOSES US TO ADDITIONAL COMPETITION AND 
WILL LIKELY INCREASE DEMANDS ON OUR SERVICE AND SUPPORT OPERATIONS 


As we focus on new market opportunities and key priority and growth areas, we will increasingly compete with large 
telecommunications equipment suppliers as well as startup companies. Several of our competitors may have greater resources, 
including technical and engineering resources, than we do. Additionally, as customers in these markets complete infrastructure 
deployments, they may require greater levels of service, support, and financing than we have provided in the past, especially in 
emerging countries. Demand for these types of service, support, or financing contracts may increase in the future. There can be 
no assurance that we can provide products, service, support, and financing to effectively compete for these market opportunities. 


Further, provision of greater levels of services, support and financing by us may result in a delay in the timing of revenue 
recognition. In addition, entry into other markets has subjected and will subject us to additional risks, particularly to those 
markets, including the effects of general market conditions and reduced consumer confidence. For example, as we add direct 
selling capabilities globally to meet changing customer demands, we will face increased legal and regulatory requirements. 


INDUSTRY CONSOLIDATION MAY LEAD TO INCREASED COMPETITION AND MAY HARM OUR 
OPERATING RESULTS 


There has been a trend toward industry consolidation in our markets for several years. We expect this trend to continue as 
companies attempt to strengthen or hold their market positions in an evolving industry and as companies are acquired or are 
unable to continue operations. For example, some of our current and potential competitors for enterprise data center business 
have made acquisitions, or announced new strategic alliances, designed to position them with the ability to provide end-to-end 
technology solutions for the enterprise data center. Companies that are strategic alliance partners in some areas of our 
business may acquire or form alliances with our competitors, thereby reducing their business with us. We believe that industry 
consolidation may result in stronger competitors that are better able to compete as sole-source vendors for customers. This could 
lead to more variability in our operating results and could have a material adverse effect on our business, operating results, and 
financial condition. Furthermore, particularly in the service provider market, rapid consolidation will lead to fewer customers, 
with the effect that loss of a major customer could have a material impact on results not anticipated in a customer marketplace 
composed of more numerous participants. 


PRODUCT QUALITY PROBLEMS COULD LEAD TO REDUCED REVENUE, GROSS MARGINS, AND 
NET INCOME 


We produce highly complex products that incorporate leading-edge technology, including both hardware and software. 
Software typically contains bugs that can unexpectedly interfere with expected operations. There can be no assurance that our 
pre-shipment testing programs will be adequate to detect all defects, either ones in individual products or ones that could affect 
numerous shipments, which might interfere with customer satisfaction, reduce sales opportunities, or affect gross margins. 
From time to time, we have had to replace certain components and provide remediation in response to the discovery of defects 
or bugs in products that we had shipped. There can be no assurance that such remediation, depending on the product involved, 
would not have a material impact. An inability to cure a product defect could result in the failure of a product line, temporary or 
permanent withdrawal from a product or market, damage to our reputation, inventory costs, or product reengineering expenses, 
any of which could have a material impact on our revenue, margins, and net income. For example, in the second quarter of 
fiscal 2017 we recorded a charge to product cost of sales of $125 million related to the expected remediation costs for anticipated 
failures in future periods of a widely-used component sourced from a third party which is included in several of our products, 
and in the second quarter of fiscal 2014 we recorded a pre-tax charge of $655 million related to the expected remediation costs 
for certain products sold in prior fiscal years containing memory components manufactured by a single supplier between 
2005 and 2010. 


DUE TO THE GLOBAL NATURE OF OUR OPERATIONS, POLITICAL OR ECONOMIC CHANGES OR 
OTHER FACTORS IN A SPECIFIC COUNTRY OR REGION COULD HARM OUR OPERATING RESULTS AND 
FINANCIAL CONDITION 


We conduct significant sales and customer support operations in countries around the world. As such, our growth depends in 
part on our increasing sales into emerging countries. We also depend on non-U.S. operations of our contract manufacturers, 
component suppliers and distribution partners. Emerging countries in the aggregate experienced a decline in orders during 
fiscal 2017 and certain prior periods. We continue to assess the sustainability of any improvements in these countries and there 
can be no assurance that our investments in these countries will be successful. Our future results could be materially adversely 
affected by a variety of political, economic or other factors relating to our operations inside and outside the United States, 
including impacts from global central bank monetary policy; issues related to the political relationship between the United 
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States and other countries that can affect the willingness of customers in those countries to purchase products from companies 
headquartered in the United States; and the challenging and inconsistent global macroeconomic environment, any or all of which 
could have a material adverse effect on our operating results and financial condition, including, among others, the following: 


e Foreign currency exchange rates 
. Political or social unrest 
. Economic instability or weakness or natural disasters in a specific country or region, including the current economic 


challenges in China and global economic ramifications of Chinese economic difficulties; instability as a result of 
Brexit; environmental and trade protection measures and other legal and regulatory requirements, some of which 
may affect our ability to import our products, to export our products from, or sell our products in various countries 


. Political considerations that affect service provider and government spending patterns 
. Health or similar issues, such as a pandemic or epidemic 
. Difficulties in staffing and managing international operations 


. Adverse tax consequences, including imposition of withholding or other taxes on our global operations 


WE ARE EXPOSED TO THE CREDIT RISK OF SOME OF OUR CUSTOMERS AND TO CREDIT EXPOSURES IN 
WEAKENED MARKETS, WHICH COULD RESULT IN MATERIAL LOSSES 


Most of our sales are on an open credit basis, with typical payment terms of 30 days in the United States and, because of local 
customs or conditions, longer in some markets outside the United States. We monitor individual customer payment capability 
in granting such open credit arrangements, seek to limit such open credit to amounts we believe the customers can pay, and 
maintain reserves we believe are adequate to cover exposure for doubtful accounts. Beyond our open credit arrangements, 
we have also experienced demands for customer financing and facilitation of leasing arrangements. We expect demand for 
customer financing to continue, and recently we have been experiencing an increase in this demand as the credit markets have 
been impacted by the challenging and inconsistent global macroeconomic environment, including increased demand from 
customers in certain emerging countries. 


We believe customer financing is a competitive factor in obtaining business, particularly in serving customers involved in 
significant infrastructure projects. Our loan financing arrangements may include not only financing the acquisition of our 
products and services but also providing additional funds for other costs associated with network installation and integration of 
our products and services. 


Our exposure to the credit risks relating to our financing activities described above may increase if our customers are adversely 
affected by a global economic downturn or periods of economic uncertainty. Although we have programs in place that are 
designed to monitor and mitigate the associated risk, including monitoring of particular risks in certain geographic areas, there 
can be no assurance that such programs will be effective in reducing our credit risks. 


In the past, there have been significant bankruptcies among customers both on open credit and with loan or lease financing 
arrangements, particularly among Internet businesses and service providers, causing us to incur economic or financial losses. 
There can be no assurance that additional losses will not be incurred. Although these losses have not been material to date, future 
losses, if incurred, could harm our business and have a material adverse effect on our operating results and financial condition. 
A portion of our sales is derived through our distributors. These distributors are generally given business terms that allow them 
to return a portion of inventory, receive credits for changes in selling prices, and participate in various cooperative marketing 
programs. We maintain estimated accruals and allowances for such business terms. However, distributors tend to have more limited 
financial resources than other resellers and end-user customers and therefore represent potential sources of increased credit risk, 
because they may be more likely to lack the reserve resources to meet payment obligations. Additionally, to the degree that turmoil 
in the credit markets makes it more difficult for some customers to obtain financing, those customers' ability to pay could be 
adversely impacted, which in turn could have a material adverse impact on our business, operating results, and financial condition. 


WE ARE EXPOSED TO FLUCTUATIONS IN THE MARKET VALUES OF OUR PORTFOLIO INVESTMENTS 
AND IN INTEREST RATES; IMPAIRMENT OF OUR INVESTMENTS COULD HARM OUR EARNINGS 


We maintain an investment portfolio of various holdings, types, and maturities. These securities are generally classified as 
available-for-sale and, consequently, are recorded on our Consolidated Balance Sheets at fair value with unrealized gains or 
losses reported as a component of accumulated other comprehensive income (loss), net of tax. Our portfolio includes fixed 
income securities and equity investments in publicly traded companies, the values of which are subject to market price volatility 
to the extent unhedged. If such investments suffer market price declines, as we experienced with some of our investments in 
the past, we may recognize in earnings the decline in the fair value of our investments below their cost basis when the decline 
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is judged to be other than temporary. For information regarding the sensitivity of and risks associated with the market value of 
portfolio investments and interest rates, refer to the section titled “Quantitative and Qualitative Disclosures About Market Risk.” 
Our investments in private companies are subject to risk of loss of investment capital. These investments are inherently risky 
because the markets for the technologies or products they have under development are typically in the early stages and may never 
materialize. We could lose our entire investment in these companies. 


WE ARE EXPOSED TO FLUCTUATIONS IN CURRENCY EXCHANGE RATES THAT COULD NEGATIVELY 
IMPACT OUR FINANCIAL RESULTS AND CASH FLOWS 


Because a significant portion of our business is conducted outside the United States, we face exposure to adverse movements 
in foreign currency exchange rates. These exposures may change over time as business practices evolve, and they could 
have a material adverse impact on our financial results and cash flows. Historically, our primary exposures have related to 
nondollar-denominated sales in Japan, Canada, and Australia and certain nondollar-denominated operating expenses and service 
cost of sales in Europe, Latin America, and Asia, where we sell primarily in U.S. dollars. Additionally, we have exposures to 
emerging market currencies, which can have extreme currency volatility. An increase in the value of the dollar could increase 
the real cost to our customers of our products in those markets outside the United States where we sell in dollars and a weakened 
dollar could increase the cost of local operating expenses and procurement of raw materials to the extent that we must purchase 
components in foreign currencies. 


Currently, we enter into foreign exchange forward contracts and options to reduce the short-term impact of foreign currency 
fluctuations on certain foreign currency receivables, investments, and payables. In addition, we periodically hedge anticipated 
foreign currency cash flows. Our attempts to hedge against these risks may result in an adverse impact on our net income. 


OUR PROPRIETARY RIGHTS MAY PROVE DIFFICULT TO ENFORCE 


We generally rely on patents, copyrights, trademarks, and trade secret laws to establish and maintain proprietary rights in our 
technology and products. Although we have been issued numerous patents and other patent applications are currently pending, 
there can be no assurance that any of these patents or other proprietary rights will not be challenged, invalidated, or circumvented 
or that our rights will, in fact, provide competitive advantages to us. Furthermore, many key aspects of networking technology 
are governed by industrywide standards, which are usable by all market entrants. In addition, there can be no assurance that 
patents will be issued from pending applications or that claims allowed on any patents will be sufficiently broad to protect our 
technology. In addition, the laws of some foreign countries may not protect our proprietary rights to the same extent as do the 
laws of the United States. The outcome of any actions taken in these foreign countries may be different than if such actions were 
determined under the laws of the United States. Although we are not dependent on any individual patents or group of patents for 
particular segments of the business for which we compete, if we are unable to protect our proprietary rights to the totality of the 
features (including aspects of products protected other than by patent rights) in a market, we may find ourselves at a competitive 
disadvantage to others who need not incur the substantial expense, time, and effort required to create innovative products that 
have enabled us to be successful. 


WE MAY BE FOUND TO INFRINGE ON INTELLECTUAL PROPERTY RIGHTS OF OTHERS 


Third parties, including customers, have in the past and may in the future assert claims or initiate litigation related to exclusive 
patent, copyright, trademark, and other intellectual property rights to technologies and related standards that are relevant to 
us. These assertions have increased over time as a result of our growth and the general increase in the pace of patent claims 
assertions, particularly in the United States. Because of the existence of a large number of patents in the networking field, the 
secrecy of some pending patents, and the rapid rate of issuance of new patents, it is not economically practical or even possible 
to determine in advance whether a product or any of its components infringes or will infringe on the patent rights of others. 
The asserted claims and/or initiated litigation can include claims against us or our manufacturers, suppliers, or customers, 
alleging infringement of their proprietary rights with respect to our existing or future products or components of those products. 
Regardless of the merit of these claims, they can be time-consuming, result in costly litigation and diversion of technical and 
management personnel, or require us to develop a non-infringing technology or enter into license agreements. Where claims are 
made by customers, resistance even to unmeritorious claims could damage customer relationships. There can be no assurance 
that licenses will be available on acceptable terms and conditions, if at all, or that our indemnification by our suppliers will be 
adequate to cover our costs if a claim were brought directly against us or our customers. Furthermore, because of the potential 
for high court awards that are not necessarily predictable, it is not unusual to find even arguably unmeritorious claims settled for 
significant amounts. If any infringement or other intellectual property claim made against us by any third party is successful, 
if we are required to indemnify a customer with respect to a claim against the customer, or if we fail to develop non-infringing 
technology or license the proprietary rights on commercially reasonable terms and conditions, our business, operating results, 
and financial condition could be materially and adversely affected. For additional information regarding our indemnification 
obligations, see Note 12(g) to the Consolidated Financial Statements contained in this report. 


26 


Our exposure to risks associated with the use of intellectual property may be increased as a result of acquisitions, as we 
have a lower level of visibility into the development process with respect to such technology or the care taken to safeguard 
against infringement risks. Further, in the past, third parties have made infringement and similar claims after we have acquired 
technology that had not been asserted prior to our acquisition. 


WE RELY ON THE AVAILABILITY OF THIRD-PARTY LICENSES 


Many of our products are designed to include software or other intellectual property licensed from third parties. It may be 
necessary in the future to seek or renew licenses relating to various aspects of these products. There can be no assurance that 
the necessary licenses would be available on acceptable terms, if at all. The inability to obtain certain licenses or other rights 
or to obtain such licenses or rights on favorable terms, or the need to engage in litigation regarding these matters, could have a 
material adverse effect on our business, operating results, and financial condition. Moreover, the inclusion in our products of 
software or other intellectual property licensed from third parties on a nonexclusive basis could limit our ability to protect our 
proprietary rights in our products. 


OUR OPERATING RESULTS MAY BE ADVERSELY AFFECTED AND DAMAGE TO OUR REPUTATION MAY 
OCCUR DUE TO PRODUCTION AND SALE OF COUNTERFEIT VERSIONS OF OUR PRODUCTS 


As is the case with leading products around the world, our products are subject to efforts by third parties to produce counterfeit 
versions of our products. While we work diligently with law enforcement authorities in various countries to block the manufacture 
of counterfeit goods and to interdict their sale, and to detect counterfeit products in customer networks, and have succeeded in 
prosecuting counterfeiters and their distributors, resulting in fines, imprisonment and restitution to us, there can be no guarantee 
that such efforts will succeed. While counterfeiters often aim their sales at customers who might not have otherwise purchased 
our products due to lack of verifiability of origin and service, such counterfeit sales, to the extent they replace otherwise 
legitimate sales, could adversely affect our operating results. 


OUR OPERATING RESULTS AND FUTURE PROSPECTS COULD BE MATERIALLY HARMED BY 
UNCERTAINTIES OF REGULATION OF THE INTERNET 


Currently, few laws or regulations apply directly to access or commerce on the Internet. We could be materially adversely 
affected by regulation of the Internet and Internet commerce in any country where we operate. Such regulations could include 
matters such as voice over the Internet or using IP, encryption technology, sales or other taxes on Internet product or service 
sales, and access charges for Internet service providers. The adoption of regulation of the Internet and Internet commerce could 
decrease demand for our products and, at the same time, increase the cost of selling our products, which could have a material 
adverse effect on our business, operating results, and financial condition. 


CHANGES IN TELECOMMUNICATIONS REGULATION AND TARIFFS COULD HARM OUR PROSPECTS 
AND FUTURE SALES 


Changes in telecommunications requirements, or regulatory requirements in other industries in which we operate, in the United 
States or other countries could affect the sales of our products. In particular, we believe that there may be future changes in U.S. 
telecommunications regulations that could slow the expansion of the service providers’ network infrastructures and materially 
adversely affect our business, operating results, and financial condition, including “net neutrality” rules to the extent they 
impact decisions on investment in network infrastructure. 


Future changes in tariffs by regulatory agencies or application of tariff requirements to currently untariffed services could affect 
the sales of our products for certain classes of customers. Additionally, in the United States, our products must comply with 
various requirements and regulations of the Federal Communications Commission and other regulatory authorities. In countries 
outside of the United States, our products must meet various requirements of local telecommunications and other industry 
authorities. Changes in tariffs or failure by us to obtain timely approval of products could have a material adverse effect on our 
business, operating results, and financial condition. 


FAILURE TO RETAIN AND RECRUIT KEY PERSONNEL WOULD HARM OUR ABILITY TO MEET 
KEY OBJECTIVES 


Our success has always depended in large part on our ability to attract and retain highly skilled technical, managerial, sales, and 
marketing personnel. Competition for these personnel is intense, especially in the Silicon Valley area of Northern California. 
Stock incentive plans are designed to reward employees for their long-term contributions and provide incentives for them to 
remain with us. Volatility or lack of positive performance in our stock price or equity incentive awards, or changes to our 
overall compensation program, including our stock incentive program, resulting from the management of share dilution and 
share-based compensation expense or otherwise, may also adversely affect our ability to retain key employees. As a result of 
one or more of these factors, we may increase our hiring in geographic areas outside the United States, which could subject us 
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to additional geopolitical and exchange rate risk. The loss of services of any of our key personnel; the inability to retain and 
attract qualified personnel in the future; or delays in hiring required personnel, particularly engineering and sales personnel, 
could make it difficult to meet key objectives, such as timely and effective product introductions. In addition, companies in our 
industry whose employees accept positions with competitors frequently claim that competitors have engaged in improper hiring 
practices. We have received these claims in the past and may receive additional claims to this effect in the future. 


ADVERSE RESOLUTION OF LITIGATION OR GOVERNMENTAL INVESTIGATIONS MAY HARM OUR 
OPERATING RESULTS OR FINANCIAL CONDITION 


We are a party to lawsuits in the normal course of our business. Litigation can be expensive, lengthy, and disruptive to normal 
business operations. Moreover, the results of complex legal proceedings are difficult to predict. For example, Brazilian authorities 
have investigated our Brazilian subsidiary and certain of its former employees, as well as a Brazilian importer of our products, 
and its affiliates and employees, relating to alleged evasion of import taxes and alleged improper transactions involving the 
subsidiary and the importer. Brazilian tax authorities have assessed claims against our Brazilian subsidiary based on a theory 
of joint liability with the Brazilian importer for import taxes, interest, and penalties. The asserted claims by Brazilian federal 
tax authorities which remain are for calendar years 2003 through 2007, and the asserted claims by the tax authorities from 
the state of Sao Paulo are for calendar years 2005 through 2007. The total asserted claims by Brazilian state and federal tax 
authorities aggregate to $258 million for the alleged evasion of import and other taxes, $1.5 billion for interest, and $1.2 billion 
for various penalties, all determined using an exchange rate as of July 29, 2017. We have completed a thorough review of the 
matters and believe the asserted claims against our Brazilian subsidiary are without merit, and we are defending the claims 
vigorously. While we believe there is no legal basis for the alleged liability, due to the complexities and uncertainty surrounding 
the judicial process in Brazil and the nature of the claims asserting joint liability with the importer, we are unable to determine 
the likelihood of an unfavorable outcome against our Brazilian subsidiary and are unable to reasonably estimate a range of loss, 
if any. We do not expect a final judicial determination for several years. An unfavorable resolution of lawsuits or governmental 
investigations could have a material adverse effect on our business, operating results, or financial condition. For additional 
information regarding certain of the matters in which we are involved, see Item 3, “Legal Proceedings,” contained in Part I of 
this report. 


CHANGES IN OUR PROVISION FOR INCOME TAXES OR ADVERSE OUTCOMES RESULTING FROM 
EXAMINATION OF OUR INCOME TAX RETURNS COULD ADVERSELY AFFECT OUR RESULTS 


Our provision for income taxes is subject to volatility and could be adversely affected by earnings being lower than anticipated in 
countries that have lower tax rates and higher than anticipated in countries that have higher tax rates; by changes in the valuation 
of our deferred tax assets and liabilities; by changes to domestic manufacturing deduction laws, regulations, or interpretations 
thereof; by expiration of or lapses in tax incentives; by transfer pricing adjustments, including the effect of acquisitions on our 
intercompany R&D cost sharing arrangement and legal structure; by tax effects of nondeductible compensation; by tax costs 
related to intercompany realignments; by changes in accounting principles; or by changes in tax laws and regulations, treaties, 
or interpretations thereof, including possible changes to the taxation of earnings of our foreign subsidiaries, the deductibility 
of expenses attributable to foreign income, or the foreign tax credit rules. Significant judgment is required to determine the 
recognition and measurement attribute prescribed in the accounting guidance for uncertainty in income taxes. The Organisation 
for Economic Co-operation and Development (OECD), an international association comprised of 35 countries, including the 
United States, has recently made changes to numerous long-standing tax principles. There can be no assurance that these 
changes, once adopted by countries, will not have an adverse impact on our provision for income taxes. Further, as a result 
of certain of our ongoing employment and capital investment actions and commitments, our income in certain countries is 
subject to reduced tax rates. Our failure to meet these commitments could adversely impact our provision for income taxes. In 
addition, we are subject to the continuous examination of our income tax returns by the Internal Revenue Service and other 
tax authorities. We regularly assess the likelihood of adverse outcomes resulting from these examinations to determine the 
adequacy of our provision for income taxes. There can be no assurance that the outcomes from these continuous examinations 
will not have an adverse effect on our operating results and financial condition. 


OUR BUSINESS AND OPERATIONS ARE ESPECIALLY SUBJECT TO THE RISKS OF EARTHQUAKES, 
FLOODS, AND OTHER NATURAL CATASTROPHIC EVENTS 


Our corporate headquarters, including certain of our research and development operations are located in the Silicon Valley 
area of Northern California, a region known for seismic activity. Additionally, a certain number of our facilities are located 
near rivers that have experienced flooding in the past. Also certain of our suppliers and logistics centers are located in regions 
that have been or may be affected by earthquake, tsunami and flooding activity which in the past has disrupted, and in the 
future could disrupt, the flow of components and delivery of products. A significant natural disaster, such as an earthquake, a 
hurricane, volcano, or a flood, could have a material adverse impact on our business, operating results, and financial condition. 
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MAN-MADE PROBLEMS SUCH AS CYBER-ATTACKS, DATA PROTECTION BREACHES, COMPUTER VIRUSES 
OR TERRORISM MAY DISRUPT OUR OPERATIONS, HARM OUR OPERATING RESULTS AND DAMAGE 
OUR REPUTATION, AND CYBER-ATTACKS OR DATA PROTECTION BREACHES ON OUR CUSTOMERS’ 
NETWORKS, OR IN CLOUD-BASED SERVICES PROVIDED BY OR ENABLED BY US, COULD RESULT IN 
LIABILITY FOR US, DAMAGE OUR REPUTATION OR OTHERWISE HARM OUR BUSINESS 


Despite our implementation of network security measures, the products and services we sell to customers, and our servers, 
data centers and the cloud-based solutions on which our data, and data of our customers, suppliers and business partners are 
stored, are vulnerable to cyber-attacks, data protection breaches, computer viruses, and similar disruptions from unauthorized 
tampering or human error. Any such event could compromise our networks or those of our customers, and the information 
stored on our networks or those of our customers could be accessed, publicly disclosed, lost or stolen, which could subject us 
to liability to our customers, suppliers, business partners and others, and could have a material adverse effect on our business, 
operating results, and financial condition and may cause damage to our reputation. Efforts to limit the ability of malicious third 
parties to disrupt the operations of the Internet or undermine our own security efforts may be costly to implement and meet 
with resistance, and may not be successful. Breaches of network security in our customers’ networks, or in cloud-based services 
provided by or enabled by us, regardless of whether the breach is attributable to a vulnerability in our products or services, could 
result in liability for us, damage our reputation or otherwise harm our business. 


In addition, the continued threat of terrorism and heightened security and military action in response to this threat, or any 
future acts of terrorism, may cause further disruptions to the economies of the United States and other countries and create 
further uncertainties or otherwise materially harm our business, operating results, and financial condition. Likewise, events 
such as loss of infrastructure and utilities services such as energy, transportation, or telecommunications could have similar 
negative impacts. To the extent that such disruptions or uncertainties result in delays or cancellations of customer orders or 
the manufacture or shipment of our products, our business, operating results, and financial condition could be materially and 
adversely affected. 


IF WE DO NOT SUCCESSFULLY MANAGE OUR STRATEGIC ALLIANCES, WE MAY NOT REALIZE THE 
EXPECTED BENEFITS FROM SUCH ALLIANCES AND WE MAY EXPERIENCE INCREASED COMPETITION 
OR DELAYS IN PRODUCT DEVELOPMENT 


We have several strategic alliances with large and complex organizations and other companies with which we work to offer 
complementary products and services and in the past have established a joint venture to market services associated with our 
Cisco Unified Computing System products. These arrangements are generally limited to specific projects, the goal of which is 
generally to facilitate product compatibility and adoption of industry standards. There can be no assurance we will realize the 
expected benefits from these strategic alliances or from the joint venture. If successful, these relationships may be mutually 
beneficial and result in industry growth. However, alliances carry an element of risk because, in most cases, we must compete in 
some business areas with a company with which we have a strategic alliance and, at the same time, cooperate with that company 
in other business areas. Also, if these companies fail to perform or if these relationships fail to materialize as expected, we 
could suffer delays in product development or other operational difficulties. Joint ventures can be difficult to manage, given the 
potentially different interests of joint venture partners. 


OUR STOCK PRICE MAY BE VOLATILE 


Historically, our common stock has experienced substantial price volatility, particularly as a result of variations between our 
actual financial results and the published expectations of analysts and as a result of announcements by our competitors and 
us. Furthermore, speculation in the press or investment community about our strategic position, financial condition, results of 
operations, business, security of our products, or significant transactions can cause changes in our stock price. In addition, the 
stock market has experienced extreme price and volume fluctuations that have affected the market price of many technology 
companies, in particular, and that have often been unrelated to the operating performance of these companies. These factors, 
as well as general economic and political conditions and the announcement of proposed and completed acquisitions or other 
significant transactions, or any difficulties associated with such transactions, by us or our current or potential competitors, 
may materially adversely affect the market price of our common stock in the future. Additionally, volatility, lack of positive 
performance in our stock price or changes to our overall compensation program, including our stock incentive program, may 
adversely affect our ability to retain key employees, virtually all of whom are compensated, in part, based on the performance 
of our stock price. 
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THERE CAN BE NO ASSURANCE THAT OUR OPERATING RESULTS AND FINANCIAL CONDITION WILL 
NOT BE ADVERSELY AFFECTED BY OUR INCURRENCE OF DEBT 


As of the end of fiscal 2017, we have senior unsecured notes outstanding in an aggregate principal amount of $30.5 billion that 
mature at specific dates from calendar year 2018 through 2040. We have also established a commercial paper program under 
which we may issue short-term, unsecured commercial paper notes on a private placement basis up to a maximum aggregate 
amount outstanding at any time of $10.0 billion, and we had $3.2 billion commercial paper notes outstanding under this program 
as of July 29, 2017. The outstanding senior unsecured notes bear fixed-rate interest payable semiannually, except $2.9 billion 
of the notes which bears interest at a floating rate payable quarterly. The fair value of the long-term debt is subject to market 
interest rate volatility. The instruments governing the senior unsecured notes contain certain covenants applicable to us and 
our wholly-owned subsidiaries that may adversely affect our ability to incur certain liens or engage in certain types of sale 
and leaseback transactions. In addition, we will be required to have available in the United States sufficient cash to service 
the interest on our debt and repay all of our notes on maturity. There can be no assurance that our incurrence of this debt or 
any future debt will be a better means of providing liquidity to us than would our use of our existing cash resources, including 
cash currently held offshore. Further, we cannot be assured that our maintenance of this indebtedness or incurrence of future 
indebtedness will not adversely affect our operating results or financial condition. In addition, changes by any rating agency to 
our credit rating can negatively impact the value and liquidity of both our debt and equity securities, as well as the terms upon 
which we may borrow under our commercial paper program or future debt issuances. 


Item 1B. Unresolved Staff Comments 
Not applicable. 
Item 2. Properties 


Our corporate headquarters are located at an owned site in San Jose, California, in the United States of America. The locations 
of our headquarters by geographic segment are as follows: 


Americas EMEA APJC 
San Jose, California, USA Amsterdam, Netherlands Singapore 


In addition to our headquarters site, we own additional sites in the United States, which include facilities in the surrounding areas 
of San Jose, California; Research Triangle Park, North Carolina; Richardson, Texas; Lawrenceville, Georgia; and Boxborough, 
Massachusetts. We also own land for expansion in some of these locations. In addition, we lease office space in many U.S. locations. 


Outside the United States our operations are conducted primarily in leased sites, such as our Globalisation Centre East campus 
in Bangalore, India. Other significant sites (in addition to the two non-U.S. headquarters locations) are located in Belgium, 
Canada, China, France, Germany, India, Israel, Japan, Poland, and the United Kingdom. 


We believe that our existing facilities, including both owned and leased, are in good condition and suitable for the conduct 
of our business. For additional information regarding obligations under operating leases, see Note 12 to the Consolidated 
Financial Statements. 


Item 3. Legal Proceedings 


Brazil Brazilian authorities have investigated our Brazilian subsidiary and certain of its former employees, as well as a Brazilian 
importer of our products, and its affiliates and employees, relating to alleged evasion of import taxes and alleged improper 
transactions involving the subsidiary and the importer. Brazilian tax authorities have assessed claims against our Brazilian 
subsidiary based on a theory of joint liability with the Brazilian importer for import taxes, interest, and penalties. In addition to 
claims asserted by the Brazilian federal tax authorities in prior fiscal years, tax authorities from the Brazilian state of Sao Paulo 
have asserted similar claims on the same legal basis in prior fiscal years. 


The asserted claims by Brazilian federal tax authorities that remain are for calendar years 2003 through 2007, and the asserted 
claims by the tax authorities from the state of Sao Paulo are for calendar years 2005 through 2007. The total asserted claims by 
Brazilian state and federal tax authorities aggregate to $258 million for the alleged evasion of import and other taxes, $1.5 billion 
for interest, and $1.2 billion for various penalties, all determined using an exchange rate as of July 29, 2017. We have completed 
a thorough review of the matters and believe the asserted claims against our Brazilian subsidiary are without merit, and we are 
defending the claims vigorously. While we believe there is no legal basis for the alleged liability, due to the complexities and 
uncertainty surrounding the judicial process in Brazil and the nature of the claims asserting joint liability with the importer, we 
are unable to determine the likelihood of an unfavorable outcome against our Brazilian subsidiary and are unable to reasonably 
estimate a range of loss, if any. We do not expect a final judicial determination for several years. 
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SRI International On September 4, 2013, SRI International, Inc. (“SRI”) asserted patent infringement claims against us in the 
U.S. District Court for the District of Delaware, accusing our products and services in the area of network intrusion detection 
of infringing two U.S. patents. SRI sought monetary damages of at least a reasonable royalty and enhanced damages. The trial 
on these claims began on May 2, 2016 and on May 12, 2016, the jury returned a verdict finding willful infringement of the 
asserted patents. The jury awarded SRI damages of $23.7 million. On May 25, 2017, the Court awarded SRI enhanced damages 
and attorneys’ fees, entered judgment in the new amount of $57.0 million, and ordered an ongoing royalty of 3.5% through the 
expiration of the patents in 2018. We have appealed to the United States Court of Appeals for the Federal Circuit on various 
grounds. We believe we have strong arguments to overturn the jury verdict and/or reduce the damages award. While the ultimate 
outcome of the case may still result in a loss, we do not expect it to be material. 


SSL SSL Services, LLC (“SSL”) has asserted claims for patent infringement against us in the U.S. District Court for the Eastern 
District of Texas. The proceeding was instituted on March 25, 2015. SSL alleges that our AnyConnect products that include 
Virtual Private Networking functions infringed a U.S. patent owned by SSL. SSL seeks money damages from us. On August 
18, 2015, we petitioned the Patent Trial and Appeal Board (““PTAB”) of the United States Patent and Trademark Office to review 
whether the patent SSL has asserted against us is valid over prior art. On February 23, 2016, a PTAB multi-judge panel found 
a reasonable likelihood that we would prevail in showing that SSL’s patent claims are unpatentable and instituted proceedings. 
On June 28, 2016, in light of the PTAB’s decision to review the patent's validity, the district court issued an order staying the 
district court case pending the final written decision from the PTAB. On February 22, 2017, following a hearing, the PTAB 
issued its Final Written Decision that the patent's claims are unpatentable. SSL has filed a notice that it intends to appeal this 
decision to the Court of Appeals for the Federal Circuit. We believe we have strong arguments that our products do not infringe 
and the patent is invalid. If we do not prevail and a jury were to find that our AnyConnect products infringe, we believe damages, 
as appropriately measured, would be immaterial. Due to uncertainty surrounding patent litigation processes, we are unable to 
reasonably estimate the ultimate outcome of this litigation at this time. 


Straight Path On September 24, 2014, Straight Path IP Group, Inc. (“Straight Path") asserted patent infringement claims against 
us in the U.S. District Court for the Northern District of California, accusing our 9971 IP Phone, Unified Communications 
Manager working in conjunction with 9971 IP Phones, and Video Communication Server products of infringement. All of the 
asserted patents have expired, so Straight Path seeks monetary damages for the alleged past infringement. We believe we have 
strong non-infringement and other defenses. A jury trial is scheduled for December 4, 2017. If we do not prevail and a jury were 
to find that our products infringe, we believe damages, as appropriately measured, would be immaterial. Due to uncertainty 
surrounding patent litigation processes, we are unable to reasonably estimate the ultimate outcome of this litigation at this time. 


DXC Technology On August 21, 2015, Cisco and Cisco Systems Capital Corporation (“Cisco Capital") filed an action 
in Santa Clara County Superior Court for declaratory judgment and breach of contract against HP Inc. (“HP”) regarding a 
services agreement for management services of a third party's network. HP prepaid the service agreement through a financing 
arrangement with Cisco Capital. HP terminated its agreement with us, and pursuant to the terms of the service agreement with 
HP, we determined the credit HP was entitled to receive under the agreement. HP disputed our credit calculation and contended 
that we owe a larger credit to HP than we had calculated. In December 2015, we filed an amended complaint which dropped the 
breach of contract claim in light of HP's continuing payments to Cisco Capital under the financing arrangement. On January 
19, 2016, HP Inc. filed a counterclaim for breach of contract simultaneously with its answer to the amended complaint. The 
court has set a trial date of November 6, 2017. DXC Technology Corporation (*DXC") reported that it is the party in interest in 
this matter pursuant to the Separation and Distribution Agreement between the then Hewlett-Packard Co. and Hewlett Packard 
Enterprise Company (*HPE") and the subsequent Separation and Distribution Agreement between HPE and DXC. On August 
30, 2017, Cisco and DXC attended a court ordered mediation and, on September 1, 2017, the parties jointly informed the court 
that they are continuing to discuss the details of a business resolution to the dispute. We are unable to reasonably estimate the 
ultimate outcome of this litigation due to uncertainty surrounding the litigation process. However, we do not anticipate that our 
obligation, if any, regarding the final outcome of the dispute would be material. 


In addition, we are subject to legal proceedings, claims, and litigation arising in the ordinary course of business, including 
intellectual property litigation. While the outcome of these matters is currently not determinable, we do not expect that the 
ultimate costs to resolve these matters will have a material adverse effect on our consolidated financial position, results of 
operations, or cash flows. For additional information regarding intellectual property litigation, see “Part II, Item 1A. Risk 
Factors-We may be found to infringe on intellectual property rights of others" herein. 


Item 4. Mine Safety Disclosures 


Not applicable. 


PART II 


Item 5. Market for Registrant’s Common Equity, Related Stockholder Matters, and Issuer Purchases of 
Equity Securities 


(a) Cisco common stock is traded on the NASDAQ Global Select Market under the symbol CSCO. Information regarding 
quarterly cash dividends declared on Cisco’s common stock during fiscal 2017 and 2016 may be found in Supplementary 
Financial Data on page 118 of this report. There were 42,344 registered shareholders as of September 1, 2017. The high and 
low common stock sales prices per share for each period were as follows: 


FISCAL 2017 FISCAL 2016 
Fiscal Quarter High Low High Low 
First Quarter i psuenieecbiso RE RSRP-N4 ed NUN p EAR HE eus $ 3195 $ 29.886 $ 2938 $ 23.03 
Second quarter |... iile ae sese kann inan rer Roms Ron n Rc b diosa $ 3189 $ 29.12 $ 29.49 $ 22.47 
Tiburd quartet; codeereces reto EE pee Cet ERA HU deb Bapt do d duca $ 3453 $ 3042 $ 28.70 $ 22.46 
Fourtli quarter: «cbr 24 vente werk per4 43 n peer epus cena $ 3460 $ 3037 $ 23115 $ 25.81 


(b) Not applicable. 
(c) Issuer purchases of equity securities (in millions, except per-share amounts): 


Approximate Dollar 
Value of Shares 


Total Total Number of Shares That May Yet 
Number of Purchased as Part of Be Purchased 

Shares Average Price Paid Publicly Announced Under the Plans or 
Period Purchased per Share Plans or Programs Programs 
April 30, 2017 to May 27, 2017. ........ isses. 5 $ 31.64 5 $ 12,747 
May 28, 2017 to June 24, 2017... 2.0... ee eee 16 $ 31.67 16 $ 12,222 
June 25, 2017 to July 29, 2017. ....... lesse eese. 17 $ 31.55 17 $ 11,697 
Total; L4 eser RR EE EE EI 38 $ 31.61 38 


On September 13, 2001, we announced that our Board of Directors had authorized a stock repurchase program. As of July 29, 
2017, our Board of Directors had authorized the repurchase of up to $112 billion of common stock under this program. During 
fiscal 2017, we repurchased and retired 118 million shares of our common stock at an average price of $31.38 per share for an 
aggregate purchase price of $3.7 billion. As of July 29, 2017, we had repurchased and retired 4.7 billion shares of our common 
stock at an average price of $21.30 per share for an aggregate purchase price of $100.3 billion since inception of the stock 
repurchase program, and the remaining authorized amount for stock repurchases under this program was $11.7 billion with no 
termination date. 


For the majority of restricted stock units granted, the number of shares issued on the date the restricted stock units vest is net of 
shares withheld to meet applicable tax withholding requirements. Although these withheld shares are not issued or considered 
common stock repurchases under our stock repurchase program and therefore are not included in the preceding table, they are 
treated as common stock repurchases in our financial statements as they reduce the number of shares that would have been 
issued upon vesting (see Note 13 to the Consolidated Financial Statements). 
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Stock Performance Graph 


The information contained in this Stock Performance Graph section shall not be deemed to be “soliciting material” or “ filed” 
or incorporated by reference in future filings with the SEC, or subject to the liabilities of Section 18 of the Securities Exchange 
Act of 1934, except to the extent that Cisco specifically incorporates it by reference into a document filed under the Securities 
Act of 1933 or the Securities Exchange Act of 1934. 


The following graph shows a five-year comparison of the cumulative total shareholder return on Cisco common stock with the 
cumulative total returns of the S&P 500 Index, and the S&P Information Technology Index. The graph tracks the performance 
of a $100 investment in the Company’s common stock and in each of the indexes (with the reinvestment of all dividends) on the 
date specified. Shareholder returns over the indicated period are based on historical data and should not be considered indicative 
of future shareholder returns. 


Comparison of 5-Year Cumulative Total Return Among Cisco Systems, Inc., 
the S&P 500 Index, and the S&P Information Technology Index 
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July 2012 July 2013 July 2014 July 2015 July 2016 July 2017 
—H- Cisco Systems, Inc. -—- S&P 500 -© - S&P Information Technology 
July 2012 July 2013 July 2014 July 2015 July 2016 July 2017 
Cisco Systems, Inc ................05. $ 10000 $ 16741 $ 175.84 $ 198.08 $ 220.38 $ 235.57 
S&P 500 55e sa seed ace oka $ 100.00 $ 12481 $ 149.03 $ 159.89 $ 170.86 $ 198.42 
S&P Information Technology........... $ 10000 $ 111.14 $ 145.84 $ 160.62 $ 176.85 $ 230.20 
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Item 6. Selected Financial Data 


Five Years Ended July 29, 2017 (in millions, except per-share amounts) 


Years Ended July 29,2017 July 30,2016 July 25,2015 0 — July 26,2014 July 27, 2013 ® 
RCV ETUC cubos a odor OE oc ees $ 48,005 $ 49247 $ 49,161 $ 47,142 $ 48,607 
Net income: «.22-l16eeeBReveRIL E ERIDCCRREEYS $ 9,609 $ 10,739 $ 8981 $ 7,853 $ 9,983 
Net income per share—basic............... $ 1.92 $ 243 $ 1.76 $ 1.50 $ 1.87 
Net income per share—diluted.............. $ 1.90 $ 2.11 $ 1.75 $ 1.49 $ 1.86 
Shares used in per-share calculation— basic . . . 5,010 5,053 5,104 5,234 5,329 
Shares used in per-share calculation— diluted. . . 5,049 5,088 5,146 5,281 5,380 
Cash dividends declared per common share... $ 1.10 $ 0.94 $ 0.80 $ 0.72 $ 0.62 
Net cash provided by operating activities ..... $ 13,876 $ 13,570 $ 12,52 $ 12,332 $ 12,894 


July 29, 2017 


July 30, 2016 


July 25, 2015 


July 26, 2014 


July 27, 2013 


Cash and cash equivalents and investments.... $ 70,492 $ 65,756 $ 60,416 $ 52,074 $ 50,610 
Total assets eri aena eee $ 129,818 $ 121,652 $ 113,373 $ 105,070 $ 101,138 
Deb: cte  E $ 33,717 $ 28,643 $ 25354 $ 20,845 $ 16,158 
Deferred revenue .......... 00000 cece eee $ 18,494 $ 16472 $ 15,83 $ 14,142 $ 13,423 


®© In the second quarter of fiscal 2016, Cisco completed the sale of the SP Video CPE Business. As a result, revenue from this portion of 
the Service Provider Video product category will not recur in future periods. The sale resulted in a pre-tax gain of $253 million net of 
certain transaction costs. The years ended July 30, 2016 and July 25, 2015 include SP Video CPE Business revenue of $504 million and 
$1,846 million, respectively. 


© [n fiscal 2016 Cisco recognized total tax benefits of $593 million for the following: i) the Internal Revenue Service (IRS) and Cisco settled 
all outstanding items related to Cisco's federal income tax returns for fiscal 2008 through fiscal 2010, as a result of which Cisco recorded a net 
tax benefit of $367 million ii) the Protecting Americans from Tax Hikes Act of 2015 reinstated the U.S. federal R&D tax credit permanently, 
as a result of which Cisco recognized tax benefits of $226 million of which $81 million related to fiscal 2015 R&D expenses. 


© In the second quarter of fiscal 2014, Cisco recorded a pre-tax charge of $655 million to product cost of sales, which corresponds to 
$526 million, net of tax, for the expected remediation cost for certain products sold in prior fiscal years containing memory components 
manufactured by a single supplier between 2005 and 2010. See Note 12(f) to the Consolidated Financial Statements. 


Tn the second quarter of fiscal 2013, the IRS and Cisco settled all outstanding items related to Cisco's federal income tax returns for fiscal 
2002 through fiscal 2007. As a result of the settlement, Cisco recorded a net tax benefit of $794 million. Also during the second quarter of 
fiscal 2013, the American Taxpayer Relief Act of 2012 reinstated the U.S. federal R&D tax credit, retroactive to January 1, 2012. As a result, 
Cisco recognized tax benefits of $184 million in fiscal 2013, of which $72 million related to fiscal 2012 R&D expenses. 


No other factors materially affected the comparability of the information presented above. 
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Item 7. Management’s Discussion and Analysis of Financial Condition and Results of Operations 


Forward-Looking Statements 


This Annual Report on Form 10-K, including this Management’s Discussion and Analysis of Financial Condition and Results of 
Operations, contains forward-looking statements regarding future events and our future results that are subject to the safe harbors 
created under the Securities Act of 1933 (the “Securities Act”) and the Securities Exchange Act of 1934 (the “Exchange Act”). 
All statements other than statements of historical facts are statements that could be deemed forward-looking statements. These 
statements are based on current expectations, estimates, forecasts, and projections about the industries in which we operate and 
the beliefs and assumptions of our management. Words such as “expects,” “anticipates,” “targets,” “goals,” “projects,” “intends,” 
“plans,” “believes,” “momentum,” “seeks,” “estimates,” “continues,” “endeavors,” “strives,” “may,” variations of such words, 
and similar expressions are intended to identify such forward-looking statements. In addition, any statements that refer to 
projections of our future financial performance, our anticipated growth and trends in our businesses, and other characterizations 
of future events or circumstances are forward-looking statements. Readers are cautioned that these forward-looking statements 
are only predictions and are subject to risks, uncertainties, and assumptions that are difficult to predict, including those under 
“Part I, Item 1A. Risk Factors,” and elsewhere herein. Therefore, actual results may differ materially and adversely from those 
expressed in any forward-looking statements. We undertake no obligation to revise or update any forward-looking statements 
for any reason. 


99 66 29 66 39 cc 
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OVERVIEW 


Cisco designs and sells a broad range of technologies that have been powering the Internet since 1984. Across networking, 
security, collaboration and the cloud, our evolving intent-based technologies are constantly learning and adapting to provide 
customers with a highly secure, intelligent platform for their digital business. 


A summary of our results is as follows (in millions, except percentages and per-share amounts): 


Three Months Ended Years Ended 
July 29, July 30, July 29, July 30, 

2017 2016 Variance 2017 2016 Variance 
Revenue). sa eeosssseseRRI EE wkd 4 $ 12,133 $ 12,638 (4.0)% $ 48,005 $ 49,247 (2.5)% 
Gross margin percentage .............. 62.2% 63.1% (0.9) pts 63.0% 62.9% 0.1 pts 
Research and development............. $ 1,499 $  L601 (6.4)96 $ 6,059 $ 6,296 (3.8)% 
Sales and marketing.................. $ 2,318 $ 2443 (5.1)% $ 9,184 $ 9,619 (4.5)% 
General and administrative ............ $ 495 $ 533 (7.1)% $ 1,993 $ 1,814 9.9% 
Total R&D, sales and marketing, 
general and administrative............. $ 4,312 $ 4,577 (5.8)% $ 17,236 $ 17,729 (2.8)% 
Total as a percentage of revenue......... 35.5% 36.2% (0.7) pts 35.994 36.0% (0.1) pts 
Amortization of purchased intangible 
assets included in operating expenses .... $ 58 $ 82 (29.3996 $ 259 $ 303 (14.5)% 
Restructuring and other charges 
included in operating expenses ......... $ 142 $ 13 992.3% $ 756 $ 268 182.196 
Operating income as a percentage 
Of feVehues 24 seu CHR ebbe 25.0% 26.1% (1.1) pts 24.9% 25.7% (0.8) pts 
Income tax percentage ................ 23.8% 17.1% 6.7 pts 21.8% 16.9% 4.9 pts 
Netincome; 22:2 RII ERIDESSES $ 2,24 $ 2,813 (13.8)% $ 9,609 $ 10,739 (10.5)% 
Net income as a percentage of revenue ... 20.0% 22.3% (2.3) pts 20.0% 21.8% (1.8) pts 
Earnings per share—diluted ........... $ 048 $ 0.56 (14.3)% $ 1.90 $ 2.11 (10.0)% 


®© During the second quarter of fiscal 2016, we completed the sale of the Customer Premises Equipment portion of our Service Provider 
Video Connected Devices business (“SP Video CPE Business”). As a result, revenue from this portion of the Service Provider Video product 
category will not recur in future periods. The year ended July 30, 2016 included SP Video CPE Business revenue of $504 million. 
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Fiscal 2017 Compared with Fiscal 2016—Financial Performance 


In fiscal 2017 we delivered solid profitability and strong operating cash flows. We remain focused on accelerating innovation 
across our portfolio, and we believe that we have made continued progress on our strategic priorities. We continue to operate in a 
challenging and highly competitive environment, which has impacted, in particular, our NGN Routing and Switching areas. We 
saw weakness in the service provider customer market and we expect ongoing uncertainty in that area. In addition, we continued 
to see weakness in emerging countries in the aggregate. We experienced solid revenue growth in Security and Wireless, and 
we continued to make progress in the transition of our business model to increased software and subscriptions which is part 
of our strategy. While the overall environment remains uncertain, we continue to aggressively invest in priority areas to drive 
profitable growth over the long term. 


Total revenue decreased by 3% compared with fiscal 2016. Within total revenue, product revenue decreased 4% while service 
revenue increased by 3%. In the second quarter of fiscal 2016, we completed the sale of our SP Video CPE Business. Total 
company revenue for fiscal 2017 decreased 2% not including revenue from SP Video CPE products for fiscal 2016. Additionally, 
fiscal 2017 had 52 weeks, compared with 53 weeks in fiscal 2016, thus our results for fiscal 2017 reflect one less week compared 
with fiscal 2016. We estimate that the additional revenue associated with the extra week was approximately $265 million. Total 
gross margin increased by 0.1 percentage points. As a percentage of revenue, research and development, sales and marketing, 
and general and administrative expenses, collectively, decreased by 0.1 percentage points. Operating income as a percentage 
of revenue decreased by 0.8 percentage points, driven primarily by an increase in restructuring and other charges related to the 
restructuring action announced in August 2016. Diluted earnings per share decreased by 1096, driven by an 1196 decrease in net 
income. Net income was impacted by a higher effective tax rate, as compared with fiscal 2016, primarily due to the recognition 
of $448 million of net benefits to the provision for income taxes in fiscal 2016. These benefits were comprised of a settlement 
with the IRS of outstanding items related to the audit of our federal income tax returns covering the period from fiscal 2008 
through fiscal 2010 and the permanent reinstatement of the U.S. federal R&D tax credit. 


In terms of our geographic segments, revenue from the Americas decreased $1.0 billion, driven in large part by lower product 
revenue in the Unites States. EMEA revenue decreased by $0.3 billion, led by a product revenue decline in the United Kingdom. 
Revenue in our APJC segment increased by $0.1 billion, led by service revenue growth in this segment. We saw revenue declines 
in many emerging countries across the world during fiscal 2017. The *BRICM" countries experienced a product revenue decline 
of 7% in the aggregate, driven by declines in the emerging countries of Mexico, China and Brazil of 28%, 12% and 7%, 
respectively, partially offset by increased product revenue in Russia and India of 20% and 11%, respectively. 


From a customer market standpoint, we experienced product revenue declines in the service provider and the public sector 
markets and, to a lesser extent, in the commercial market. Product revenue in the enterprise market was flat. The decline in the 
service provider market was driven in part by the sale ofthe SP Video CPE Business as well as ongoing weakness in the service 
provider market. 


From a product category perspective, total company product revenue decreased 4%. This decrease was led by product revenue 
decreases in Switching and NGN Routing of 5% and 4%, respectively. The decline in sales of our Switching products was 
primarily due to lower sales of switches used in campus environments, which comprise the majority of our Switching portfolio. 
We believe the decline in sales of Switching products used in campus environments was driven both by uncertainty in the macro 
environment, which led to a slowdown in customer spending, as well as by a highly competitive landscape. Product revenue 
from Service Provider Video, Data Center and Collaboration decreased by 45%, 4% and 2%, respectively. Partially offsetting 
these decreases was product revenue growth in Security and Wireless, which grew by 9% and 5%, respectively. 
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Fourth Quarter Snapshot 


For the fourth quarter of fiscal 2017, as compared with the fourth quarter of fiscal 2016, total revenue decreased by 4%. Within 
the total revenue, product revenue decreased 5% while service revenue increased by 1%. With regard to our geographic segment 
performance, on a year-over-year basis, revenue in the Americas and EMEA each decreased by 6%, while APJC had revenue 
growth of 6%. From a product category perspective, total product revenue decrease was driven by revenue decreases from 
Switching and NGN Routing products, with each decreasing 9% year over year. Total gross margin decreased by 0.9 percentage 
points. As a percentage of revenue, research and development, sales and marketing, and general and administrative expenses 
collectively decreased by 0.7 percentage points. Operating income as a percentage of revenue decreased by 1.1 percentage 
points. Diluted earnings per share decreased by 14% from the prior year, primarily as a result of a 14% decrease in net income. 


Strategy and Priorities 


As our customers add billions of new connections to their enterprises, we believe the network is becoming more critical than 
ever. We believe that our customers are looking for intelligent networks that provide meaningful business value through 
automation, security, and analytics. Our vision is to deliver a highly secure, intelligent, platform for digital businesses. Our 
strategic priorities include accelerating our pace of innovation, increasing the value of the network, and delivering technology 
the way our customers want to consume it. 


For a full discussion of our strategy and focus areas, see Item 1. Business. 


Other Key Financial Measures 


The following is a summary of our other key financial measures for fiscal 2017 compared with fiscal 2016 (in millions, except 
annualized inventory turns): 


Fiscal 2017 Fiscal 2016 


Cash and cash equivalents and investments... 0.2.0... 00 cece cent eens $ 70,492 $ 65,756 
Cash provided by operating activities... 0... Lice eee e $ 13,876 $ 13,570 
Deferred revente 3 s2rs9 inest Pa hee eI bs Pee ORR Eos ba G4 re E T Bek as $ 18,494 $ 16,472 
Repurchases of common stock—stock repurchase program... ......... 00. eese $ 3,706 $ 3,918 
IDE TREE RTI $ 5,511 $ 4,750 
Inventori ES neones ech ce Sea sat M LEM ELM EM ORE $ 1,616 $ 1,217 
Annualized inventory turns .. 0.0... eect hn 12.3 14.6 
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CRITICAL ACCOUNTING ESTIMATES 


The preparation of financial statements and related disclosures in conformity with accounting principles generally accepted 
in the United States requires us to make judgments, assumptions, and estimates that affect the amounts reported in the 
Consolidated Financial Statements and accompanying notes. Note 2 to the Consolidated Financial Statements describes the 
significant accounting policies and methods used in the preparation of the Consolidated Financial Statements. The accounting 
policies described below are significantly affected by critical accounting estimates. Such accounting policies require significant 
judgments, assumptions, and estimates used in the preparation of the Consolidated Financial Statements, and actual results 
could differ materially from the amounts reported based on these policies. 


Revenue Recognition 


Revenue is recognized when all of the following criteria have been met: 


. Persuasive evidence of an arrangement exists. Contracts, Internet commerce agreements, and customer purchase orders 
are generally used to determine the existence of an arrangement. 


. Delivery has occurred. Shipping documents and customer acceptance, when applicable, are used to verify delivery. For 
software, delivery is considered to have occurred upon unrestricted license access and license term commencement, 
when applicable. 


. The fee is fixed or determinable. We assess whether the fee is fixed or determinable based on the payment terms associated 
with the transaction and whether the sales price is subject to refund or adjustment. 


. Collectibility is reasonably assured. We assess collectibility based primarily on the creditworthiness of the customer as 
determined by credit checks and analysis, as well as the customer's payment history. 


In instances where final acceptance of the product, system, or solution is specified by the customer, revenue is deferred until all 
acceptance criteria have been met. When a sale involves multiple deliverables, such as sales of products that include services, the 
multiple deliverables are evaluated to determine the unit of accounting, and the entire fee from the arrangement is allocated to 
each unit of accounting based on the relative selling price. Revenue is recognized when the revenue recognition criteria for each 
unit of accounting are met. For hosting arrangements, we recognize revenue ratably over the hosting period, while usage revenue 
is recognized based on utilization. Software subscription revenue is deferred and recognized ratably over the subscription term 
upon delivery of the first product and commencement of the term. 


The amount of revenue recognized in a given period is affected by our judgment as to whether an arrangement includes multiple 
deliverables and, if so, our valuation of the units of accounting. Our multiple element arrangements may contain only deliverables 
within the scope of Accounting Standards Codification (ASC) 605, Revenue Recognition, deliverables within the scope of ASC 985- 
605, Software-Revenue Recognition, or a combination of both. According to the accounting guidance prescribed in ASC 605, we 
use vendor-specific objective evidence of selling price (VSOE) for each of those units, when available. We determine VSOE based 
on our normal pricing and discounting practices for the specific product or service when sold separately. In determining VSOE, 
we require that a substantial majority of the historical standalone transactions have the selling prices for a product or service fall 
within a reasonably narrow pricing range, generally evidenced by approximately 8096 of such historical standalone transactions 
falling within plus or minus 15% of the median rates. When VSOE does not exist, we apply the selling price hierarchy to applicable 
multiple-deliverable arrangements. Under the selling price hierarchy, third-party evidence of selling price (TPE) will be considered 
if VSOE does not exist, and estimated selling price (ESP) will be used if neither VSOE nor TPE is available. Generally, we are not 
able to determine TPE because our go-to-market strategy differs from that of others in our markets, and the extent of our proprietary 
technology varies among comparable products or services from those of our peers. In determining ESP, we apply significant 
judgment as we weigh a variety of factors, based on the characteristics of the deliverable. We typically arrive at an ESP for a product 
or service that is not sold separately by considering company-specific factors such as geographies, competitive landscape, internal 
costs, profitability objectives, pricing practices used to establish bundled pricing, and existing portfolio pricing and discounting. 


As our business and offerings evolve over time, our pricing practices may be required to be modified accordingly, which could 
result in changes in selling prices, including both VSOE and ESP, in subsequent periods. There were no material impacts during 
fiscal 2017, nor do we currently expect a material impact in the next 12 months on our revenue recognition due to any changes 
in our VSOE, TPE, or ESP. 


We make sales to distributors which we refer to as two-tier sales to the end customer. Revenue from two-tier distributors 
is recognized based on a sell-through method using point-of-sale information provided by these distributors. Distributors 
participate in various cooperative marketing and other incentive programs, and we maintain estimated accruals and allowances 
for these programs. If actual credits received by distributors under these programs were to deviate significantly from our 
estimates, which are based on historical experience, our revenue could be adversely affected. 
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Allowances for Receivables and Sales Returns 


The allowances for receivables were as follows (in millions, except percentages): 


July 29, 2017 July 30, 2016 


Allowance for doubtful accounts: sses csetsressisre sssri ters ise tter E ESTRE ETE R $ 211 $ 249 
Percentage of gross accounts receivable........ cesses 3.9% 4.1% 
Allowance for credit loss—lease receivables. ... 0.0... llle $ 162 $ 230 
Percentage of gross lease receivables) 0... ccce 5.5% 6.6% 
Allowance for credit loss—loan receivables ...... nnn 00... eee $ 103 $ 97 
Percentage of gross loan receivables. 0.0.0.0. cssc 2.3% 2.8% 


“ Calculated as allowance for credit loss on lease receivables as a percentage of gross lease receivables and residual value before unearned 
income. 


The allowance for doubtful accounts is based on our assessment of the collectibility of customer accounts. We regularly review 
the adequacy of these allowances by considering internal factors such as historical experience, credit quality and age of the 
receivable balances as well as external factors such as economic conditions that may affect a customer’s ability to pay as well as 
historical and expected default frequency rates, which are published by major third-party credit-rating agencies and are updated 
on a quarterly basis. We also consider the concentration of receivables outstanding with a particular customer in assessing the 
adequacy of our allowances for doubtful accounts. If a major customer’s creditworthiness deteriorates, if actual defaults are 
higher than our historical experience, or if other circumstances arise, our estimates of the recoverability of amounts due to us 
could be overstated, and additional allowances could be required, which could have an adverse impact on our operating results. 


The allowance for credit loss on financing receivables is also based on the assessment of collectibility of customer accounts. We 
regularly review the adequacy of the credit allowances determined either on an individual or a collective basis. When evaluating 
the financing receivables on an individual basis, we consider historical experience, credit quality and age of receivable balances, 
and economic conditions that may affect a customer's ability to pay. When evaluating financing receivables on a collective basis, 
we use expected default frequency rates published by a major third-party credit-rating agency as well as our own historical 
loss rate in the event of default, while also systematically giving effect to economic conditions, concentration of risk and 
correlation. Determining expected default frequency rates and loss factors associated with internal credit risk ratings, as well as 
assessing factors such as economic conditions, concentration of risk, and correlation, are complex and subjective. Our ongoing 
consideration of all these factors could result in an increase in our allowance for credit loss in the future, which could adversely 
affect our operating results. Both accounts receivable and financing receivables are charged off at the point when they are 
considered uncollectible. 


A reserve for future sales returns is established based on historical trends in product return rates. The reserve for future sales 
returns as of July 29, 2017 and July 30, 2016 was $122 million and $126 million, respectively, and was recorded as a reduction 
of our accounts receivable and revenue. If the actual future returns were to deviate from the historical data on which the reserve 
had been established, our revenue could be adversely affected. 


Inventory Valuation and Liability for Purchase Commitments with Contract Manufacturers and Suppliers 


Inventory is written down based on excess and obsolete inventories, determined primarily by future demand forecasts. Inventory 
write-downs are measured as the difference between the cost of the inventory and market, based upon assumptions about future 
demand, and are charged to the provision for inventory, which is a component of our cost of sales. At the point of the loss 
recognition, a new, lower cost basis for that inventory is established, and subsequent changes in facts and circumstances do not 
result in the restoration or increase in that newly established cost basis. 


We record a liability for firm, noncancelable, and unconditional purchase commitments with contract manufacturers and suppliers 
for quantities in excess of our future demand forecasts consistent with the valuation of our excess and obsolete inventory. As of 
July 29, 2017, the liability for these purchase commitments was $162 million, compared with $159 million as of July 30, 2016, 
and was included in other current liabilities. 


Our provision for inventory was $74 million, $65 million, and $54 million in fiscal 2017, 2016, and 2015, respectively. The provision 
for the liability related to purchase commitments with contract manufacturers and suppliers was $124 million, $134 million, and 
$102 million in fiscal 2017, 2016, and 2015, respectively. If there were to be a sudden and significant decrease in demand for our 
products, or if there were a higher incidence of inventory obsolescence because of rapidly changing technology and customer 
requirements, we could be required to increase our inventory write-downs, and our liability for purchase commitments with 
contract manufacturers and suppliers, and accordingly our profitability, could be adversely affected. We regularly evaluate our 
exposure for inventory write-downs and the adequacy of our liability for purchase commitments. 
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Inventory and supply chain management remain areas of focus as we balance the need to maintain supply chain flexibility to 
help ensure competitive lead times with the risk of inventory obsolescence, particularly in light of current macroeconomic 
uncertainties and conditions and the resulting potential for changes in future demand forecast. 


Loss Contingencies and Product Warranties 


We are subject to the possibility of various losses arising in the ordinary course of business. We consider the likelihood of 
impairment of an asset or the incurrence of a liability, as well as our ability to reasonably estimate the amount of loss, in 
determining loss contingencies. An estimated loss contingency is accrued when it is probable that an asset has been impaired or 
a liability has been incurred and the amount of loss can be reasonably estimated. We regularly evaluate information available to 
us to determine whether such accruals should be made or adjusted and whether new accruals are required. 


Third parties, including customers, have in the past and may in the future assert claims or initiate litigation related to exclusive 
patent, copyright, trademark, and other intellectual property rights to technologies and related standards that are relevant to us. 
These assertions have increased over time as a result of our growth and the general increase in the pace of patent claims assertions, 
particularly in the United States. If any infringement or other intellectual property claim made against us by any third party 
is successful, or if we fail to develop non-infringing technology or license the proprietary rights on commercially reasonable 
terms and conditions, our business, operating results, and financial condition could be materially and adversely affected. 


In fiscal 2014, we recorded a charge to product cost of sales of $655 million resulting from failures related to products containing 
memory components manufactured by a single supplier between 2005 and 2010. We perform regular assessments of the 
sufficiency of this liability and reduced the amount by $74 million and $164 million in fiscal 2016 and fiscal 2015, respectively 
based on updated analyses. During the second quarter of fiscal 2017, we further reduced the liability by $141 million to reflect 
lower than expected defects, actual usage history, and estimated lower future remediation costs as more of the impacted products 
age and near the end of the support period covered by the remediation program. In addition, during the second quarter of 
fiscal 2017, we recorded a $125 million charge to product cost of sales related to the expected remediation costs for anticipated 
failures in future periods of a widely-used component sourced from a third party which is included in several of our products. 
The liabilities related to the supplier component remediation matters as of July 29, 2017 and July 30, 2016 was $174 million and 
$276 million, respectively. 


Estimating these liabilities is complex and subjective, and if we experience changes in a number of underlying assumptions and 
estimates such as a change in claims compared with our expectations, or if the cost of servicing these claims is different than 
expected, our estimated liabilities for these matters may be impacted. 


Our products are generally covered by a warranty for periods ranging from 90 days to five years, and for some products we 
provide a limited lifetime warranty. We accrue for warranty costs as part of our cost of sales based on associated material costs, 
technical support labor costs, and associated overhead. Material cost is estimated based primarily upon historical trends in the 
volume of product returns within the warranty period and the cost to repair or replace the equipment. Technical support labor 
cost is estimated based primarily upon historical trends in the rate of customer cases and the cost to support the customer cases 
within the warranty period. Overhead cost is applied based on estimated time to support warranty activities. 


If we experience an increase in warranty claims compared with our historical experience, or if the cost of servicing warranty 
claims is greater than expected, our profitability could be adversely affected. 


Fair Value Measurements 


Our fixed income and publicly traded equity securities, collectively, are reflected in the Consolidated Balance Sheets at a 
fair value of $58.8 billion as of July 29, 2017, compared with $58.1 billion as of July 30, 2016. Our fixed income investment 
portfolio, as of July 29, 2017, consisted primarily of high quality investment-grade securities. See Note 8 to the Consolidated 
Financial Statements. 


As described more fully in Note 2 to the Consolidated Financial Statements, a valuation hierarchy is based on the level of 
independent, objective evidence available regarding the value of the investments. It encompasses three classes of investments: 
Level 1 consists of securities for which there are quoted prices in active markets for identical securities; Level 2 consists of 
securities for which observable inputs other than Level | inputs are used, such as quoted prices for similar securities in active 
markets or quoted prices for identical securities in less active markets and model-derived valuations for which the variables are 
derived from, or corroborated by, observable market data; and Level 3 consists of securities for which there are unobservable 
inputs to the valuation methodology that are significant to the measurement of the fair value. 
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Our Level 2 securities are valued using quoted market prices for similar instruments or nonbinding market prices that are 
corroborated by observable market data. We use inputs such as actual trade data, benchmark yields, broker/dealer quotes, and 
other similar data, which are obtained from independent pricing vendors, quoted market prices, or other sources to determine 
the ultimate fair value of our assets and liabilities. We use such pricing data as the primary input, to which we have not made 
any material adjustments during fiscal 2017 and 2016, to make our assessments and determinations as to the ultimate valuation 
of our investment portfolio. We are ultimately responsible for the financial statements and underlying estimates. 


The inputs and fair value are reviewed for reasonableness, may be further validated by comparison to publicly available 
information, and could be adjusted based on market indices or other information that management deems material to its estimate 
of fair value. The assessment of fair value can be difficult and subjective. However, given the relative reliability of the inputs 
we use to value our investment portfolio, and because substantially all of our valuation inputs are obtained using quoted market 
prices for similar or identical assets, we do not believe that the nature of estimates and assumptions affected by levels of 
subjectivity and judgment was material to the valuation of the investment portfolio as of July 29, 2017. Level 3 assets do not 
represent a significant portion of our total assets measured at fair value on a recurring basis as of July 29, 2017 and July 30, 2016. 


Other-than-Temporary Impairments 


We recognize an impairment charge when the declines in the fair values of our fixed income or publicly traded equity securities 
below their cost basis are judged to be other than temporary. The ultimate value realized on these securities, to the extent 
unhedged, is subject to market price volatility until they are sold. 


If the fair value of a debt security is less than its amortized cost, we assess whether the impairment is other than temporary. An 
impairment is considered other than temporary if (1) we have the intent to sell the security, (ii) it is more likely than not that we 
will be required to sell the security before recovery of its entire amortized cost basis, or (iii) we do not expect to recover the 
entire amortized cost of the security. If an impairment is considered other than temporary based on (1) or (i1) described in the 
prior sentence, the entire difference between the amortized cost and the fair value of the security is recognized in earnings. If 
an impairment is considered other than temporary based on condition (iii), the amount representing credit loss, defined as the 
difference between the present value of the cash flows expected to be collected and the amortized cost basis of the debt security, 
will be recognized in earnings, and the amount relating to all other factors will be recognized in other comprehensive income 
(OCI). In estimating the amount and timing of cash flows expected to be collected, we consider all available information, 
including past events, current conditions, the remaining payment terms of the security, the financial condition of the issuer, 
expected defaults, and the value of underlying collateral. 


For publicly traded equity securities, we consider various factors in determining whether we should recognize an impairment 
charge, including the length of time and extent to which the fair value has been less than our cost basis, the financial condition 
and near-term prospects of the issuer, and our intent and ability to hold the investment for a period of time sufficient to allow for 
any anticipated recovery in market value. 


We also have investments in privately held companies, some of which are in the startup or development stages. As of July 29, 
2017, our investments in privately held companies were $983 million, compared with $1,003 million as of July 30, 2016, and were 
included in other assets. We monitor these investments for events or circumstances indicative of potential impairment, and we 
make appropriate reductions in carrying values if we determine that an impairment charge is required, based primarily on the 
financial condition and near-term prospects of these companies. These investments are inherently risky because the markets for 
the technologies or products these companies are developing are typically in the early stages and may never materialize. 


Goodwill and Purchased Intangible Asset Impairments 


Our methodology for allocating the purchase price relating to purchase acquisitions is determined through established valuation 
techniques. Goodwill represents a residual value as of the acquisition date, which in most cases results in measuring goodwill 
as an excess of the purchase consideration transferred plus the fair value of any noncontrolling interest in the acquired company 
over the fair value of net assets acquired, including contingent consideration. We perform goodwill impairment tests on an annual 
basis in the fourth fiscal quarter and between annual tests in certain circumstances for each reporting unit. The assessment of 
fair value for goodwill and purchased intangible assets is based on factors that market participants would use in an orderly 
transaction in accordance with the new accounting guidance for the fair value measurement of nonfinancial assets. 


The goodwill recorded in the Consolidated Balance Sheets as of July 29, 2017 and July 30, 2016 was $29.8 billion and $26.6 billion, 
respectively. The increase in goodwill during fiscal 2017 was due in large part to our acquisition of AppDynamics. In response to 
changes in industry and market conditions, we could be required to strategically realign our resources and consider restructuring, 
disposing of, or otherwise exiting businesses, which could result in an impairment of goodwill. There was no impairment of goodwill 
in fiscal 2017, 2016, and 2015. For the annual impairment testing in fiscal 2017, the excess of the fair value over the carrying value for 
each of our reporting units was $46.8 billion for the Americas, $25.1 billion for EMEA, and $20.9 billion for APJC. 
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During the fourth quarter of fiscal 2017, we performed a sensitivity analysis for goodwill impairment with respect to each of 
our respective reporting units and determined that a hypothetical 10% decline in the fair value of each reporting unit would not 
result in an impairment of goodwill for any reporting unit. 


The fair value of acquired technology and patents, as well as acquired technology under development, is determined at acquisition 
date primarily using the income approach, which discounts expected future cash flows to present value. The discount rates used 
in the present value calculations are typically derived from a weighted-average cost of capital analysis and then adjusted to 
reflect risks inherent in the development lifecycle as appropriate. We consider the pricing model for products related to these 
acquisitions to be standard within the high-technology communications industry, and the applicable discount rates represent the 
rates that market participants would use for valuation of such intangible assets. 


We make judgments about the recoverability of purchased intangible assets with finite lives whenever events or changes in 
circumstances indicate that an impairment may exist. Recoverability of purchased intangible assets with finite lives is measured 
by comparing the carrying amount of the asset to the future undiscounted cash flows the asset is expected to generate. We 
review indefinite-lived intangible assets for impairment annually or whenever events or changes in circumstances indicate 
that the asset might be impaired. If the asset is considered to be impaired, the amount of any impairment is measured as 
the difference between the carrying value and the fair value of the impaired asset. Assumptions and estimates about future 
values and remaining useful lives of our purchased intangible assets are complex and subjective. They can be affected by a 
variety of factors, including external factors such as industry and economic trends, and internal factors such as changes in our 
business strategy and our internal forecasts. Our impairment charges related to purchased intangible assets were $47 million, 
$74 million, and $175 million during fiscal 2017, 2016, and 2015, respectively. Our ongoing consideration of all the factors 
described previously could result in additional impairment charges in the future, which could adversely affect our net income. 


Income Taxes 


We are subject to income taxes in the United States and numerous foreign jurisdictions. Our effective tax rates differ from the 
statutory rate, primarily due to the tax impact of state taxes, foreign operations, R&D tax credits, domestic manufacturing 
deductions, tax audit settlements, nondeductible compensation, international realignments, and transfer pricing adjustments. 
Our effective tax rate was 21.8%, 16.9%, and 19.8% in fiscal 2017, 2016, and 2015, respectively. 


Significant judgment is required in evaluating our uncertain tax positions and determining our provision for income taxes. 
Although we believe our reserves are reasonable, no assurance can be given that the final tax outcome of these matters will not 
be different from that which is reflected in our historical income tax provisions and accruals. We adjust these reserves in light of 
changing facts and circumstances, such as the closing of a tax audit or the refinement of an estimate. To the extent that the final 
tax outcome of these matters is different than the amounts recorded, such differences will impact the provision for income taxes 
in the period in which such determination is made. The provision for income taxes includes the impact of reserve provisions and 
changes to reserves that are considered appropriate, as well as the related net interest and penalties. 


Significant judgment is also required in determining any valuation allowance recorded against deferred tax assets. In assessing 
the need for a valuation allowance, we consider all available evidence, including past operating results, estimates of future 
taxable income, and the feasibility of tax planning strategies. In the event that we change our determination as to the amount of 
deferred tax assets that can be realized, we will adjust our valuation allowance with a corresponding impact to the provision for 
income taxes in the period in which such determination is made. 


Our provision for income taxes is subject to volatility and could be adversely impacted by earnings being lower than anticipated in 
countries that have lower tax rates and higher than anticipated in countries that have higher tax rates; by changes in the valuation of 
our deferred tax assets and liabilities; by changes to domestic manufacturing deduction laws, regulations, or interpretations thereof; 
by expiration of or lapses in tax incentives; by transfer pricing adjustments, including the effect of acquisitions on our intercompany 
R&D cost-sharing arrangement and legal structure; by tax effects of nondeductible compensation; by tax costs related to intercompany 
realignments; by changes in accounting principles; or by changes in tax laws and regulations, treaties, or interpretations thereof, 
including possible changes to the taxation of earnings of our foreign subsidiaries, the deductibility of expenses attributable to foreign 
income, or the foreign tax credit rules. Significant judgment is required to determine the recognition and measurement attributes 
prescribed in the accounting guidance for uncertainty in income taxes. The Organisation for Economic Co-operation and Development 
(OECD), an international association comprised of 35 countries, including the United States, has recently made changes to numerous 
long-standing tax principles. There can be no assurance that these changes, once adopted by countries, will not have an adverse impact 
on our provision for income taxes. As a result of certain of our ongoing employment and capital investment actions and commitments, 
our income in certain countries is subject to reduced tax rates. Our failure to meet these commitments could adversely impact our 
provision for income taxes. In addition, we are subject to the continuous examination of our income tax returns by the Internal Revenue 
Service (IRS) and other tax authorities. We regularly assess the likelihood of adverse outcomes resulting from these examinations 
to determine the adequacy of our provision for income taxes. There can be no assurance that the outcomes from these continuous 
examinations will not have an adverse impact on our operating results and financial condition. 
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RESULTS OF OPERATIONS 


Revenue 


The following table presents the breakdown of revenue between product and service (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Revenue: 
Product. o.o... $ 35705 $ 37,254 $ 37,750 $ (1549 (4.2% $ (49) (13) 
Percentage of revenue..... 74.4% 75.6% 76.8% 
Service e cvi e s 12,300 11,993 11,411 307 2.6% 582 5.1% 
Percentage of revenue..... 25.6% 24.4% 23.2% 
Total 42e dorus $ 48,005 $ 49247 $ 49161 $ (1,242) (2.5)% $ 86 0.2% 


We manage our business primarily on a geographic basis, organized into three geographic segments. Our revenue, which 
includes product and service for each segment, is summarized in the following table (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Revenue: 
Americas ............-- $ 28351 $ 29,392 $ 29,26 $ (1,041) (3.5% $ (234) (0.895 
Percentage of revenue.... 59.1% 59.7% 60.3% 
EMEA ..;2 0263055 usi 12,004 12,302 12,348 (298) (2.4)% (46) (0.4)% 
Percentage of revenue.... 25.0% 25.0% 25.1% 
API C ei — 7,650 7,553 7,187 97 1.3% 366 5.1% 
Percentage of revenue.... 15.9% 15.3% 14.6% 
Total i. ee eee ee $ 48,005 $ 49247 $ 49,161 $ (1,242) (2.5)% $ 86 0.2% 


Fiscal 2017 Compared with Fiscal 2016 


Total revenue decreased by 3%. Total company revenue not including SP Video CPE products decreased 2%. Product revenue 
decreased by 4% while service revenue increased by 3%. Fiscal 2017 had 52 weeks, compared with 53 weeks in fiscal 2016, 
thus our results for fiscal 2017 reflect one less extra week. We estimate that the additional revenue associated with the extra 
week was approximately $265 million, $200 million of which was from our services subscriptions, and $65 million from our 
SaaS offerings such as WebEx, and a small amount from product distribution. Our total revenue declined in the Americas and 
EMEA geographic segments, while revenue grew in our APJC geographic segment. The emerging countries of BRICM, in the 
aggregate, experienced a 7% product revenue decline, with revenue declines in Mexico, China, and Brazil partially offset by 
increases in the other two BRICM countries. 


In addition to the impact of macroeconomic factors, including a reduced IT spending environment and reductions in spending 
by government entities, revenue by segment in a particular period may be significantly impacted by several factors related to 
revenue recognition, including the complexity of transactions such as multiple-element arrangements; the mix of financing 
arrangements provided to channel partners and customers; and final acceptance of the product, system, or solution, among other 
factors. In addition, certain customers tend to make large and sporadic purchases, and the revenue related to these transactions 
may also be affected by the timing of revenue recognition, which in turn would impact the revenue of the relevant segment. As 
has been the case in certain emerging countries from time to time, customers require greater levels of financing arrangements, 
service, and support, and these activities may occur in future periods, which may also impact the timing of the recognition 
of revenue. 
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Fiscal 2016 Compared with Fiscal 2015 


Total revenue was flat. Total company revenue not including SP Video CPE products increased 3%. Product revenue decreased 
by 1% in total, but increased by 2% for product revenue not including SP Video CPE products. Service revenue increased by 
5%. Fiscal 2016 had 53 weeks, compared with 52 weeks in fiscal 2015, thus our results for fiscal 2016 reflect an extra week, 
the impact of which is discussed above. Our total revenue grew in our APJC geographic segment, while revenue declined in 
the Americas and EMEA geographic segments. The emerging countries of BRICM, in the aggregate, experienced 3% product 
revenue growth, with growth in China, India and Mexico, partially offset by decreases in the other two BRICM countries. Our 
revenue in fiscal 2016 was adversely affected by the depreciation of certain currencies relative to the U.S. dollar and especially 
currencies in certain emerging countries, although the indirect effects are difficult to measure. 


Product Revenue by Segment 


The following table presents the breakdown of product revenue by segment (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Product revenue: 
Americas o.o. oooi $ 20487 $ 21,663 $ 22231 $ (1176) (54% $ (568) (2.6% 
Percentage of product revenue .... 57.4% 58.1% 58.9% 
EMEA: m 9,369 9.682 9,882 (313)  (3.2)96 (200)  (2.0)96 
Percentage of product revenue .... 26.2% 26.0% 26.2% 
APIC seh cee hene bas De eas vs 5,849 5,909 5,637 (60) (1.0)% 272 4.8% 
Percentage of product revenue .... 16.4% 15.9% 14.9% 
Total 43e etre detainee $ 35,705 $ 37254 $ 37,750 $ (1,549) (4.2)% $ (496) (1.396 


During the second quarter of fiscal 2016, we completed the sale of our SP Video CPE Business. As a result, revenue from this 
portion of the Service Provider Video product category will not recur in future periods. SP Video CPE Business revenue was 
$504 million and $1,846 million for fiscal 2016 and 2015, respectively. 


Americas 


Fiscal 2017 Compared with Fiscal 2016 


The 5% decrease in product revenue in the Americas segment was driven by declines in the service provider, public sector and 
commercial markets. Product revenue in the enterprise market was flat. The product revenue decrease in the service provider 
market was driven in large part by the absence of product sales related to our SP Video CPE Business in fiscal 2017. We had 
$378 million in product sales related to our SP Video CPE Business in fiscal 2016 in this segment. The product revenue decline 
in the public sector market was due primarily to lower sales to state and local governments and to the U.S. federal government. 
From a country perspective, product revenue decreased by 5% in the United States, 28% in Mexico and 7% in Brazil, partially 
offset by an increase of 2% in Canada. 


Fiscal 2016 Compared with Fiscal 2015 


The decrease in product revenue for the Americas segment was driven by a decline of $1,146 million in product sales related to 
our SP Video CPE Business. Product revenue not including SP Video CPE products increased for the Americas segment. From 
a customer markets perspective, the decrease in product revenue in the Americas segment of 3% was led by a significant decline 
in the service provider market driven by the sale of the SP Video CPE Business. We experienced product revenue growth in the 
commercial, public sector and enterprise markets. The product revenue growth in the public sector market was due primarily 
to higher sales to state and local governments, partially offset by lower sales to the U.S. federal government. From a country 
perspective, product revenue decreased by 34% in Brazil and 24% in Canada partially offset by a slight increase in the United 
States and an increase of 3% in Mexico. 
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EMEA 


Fiscal 2017 Compared with Fiscal 2016 


Product revenue in the EMEA segment decreased by 3%, driven by a decline in the service provider market and, to a lesser 
extent, declines in the public sector and enterprise markets. Product revenue in the commercial market was flat. The product 
revenue decrease in the service provider market was driven in part by the absence of product sales related to our SP Video 
CPE Business in fiscal 2017. We had $108 million in product sales related to our SP Video CPE Business in fiscal 2016 in this 
segment. Product revenue from emerging countries within EMEA and product revenue for the remainder of the EMEA segment 
each decreased by 3%. 


Fiscal 2016 Compared with Fiscal 2015 


The decrease in product revenue of 2%, or $200 million, for the EMEA segment was driven by a decline of $164 million in 
product sales related to our SP Video CPE Business. From a customer market perspective, the decrease was driven by product 
revenue declines in the service provider, public sector and enterprise markets, partially offset by product revenue growth in 
the commercial market. The decline in sales to the service provider market was due primarily to the sale of the SP Video CPE 
Business. Product revenue from emerging countries within EMEA decreased by 11%, led by a decline in Russia of 31%. Product 
revenue for the remainder of the EMEA segment, which primarily consists of countries in Western Europe, increased by 1%. 


APJC 


Fiscal 2017 Compared with Fiscal 2016 


Product revenue in the APJC segment decreased by 1%. The product revenue decrease was led by declines in the service 
provider and public sector markets, partially offset by product revenue growth in the commercial market. Product revenue in 
the enterprise market was flat. From a country perspective, product revenue decreased by 12% in China, driven by a decrease 
in sales of Service Provider Video software and solutions products, while product revenue increased by 11% in India, 9% in 
Australia and 2% in Japan. Product sales for this geographic segment were adversely impacted by an $18 million decrease in 
product sales related to the absence of our SP Video CPE Business. 


Fiscal 2016 Compared with Fiscal 2015 


The increase in product revenue in the APJC segment of 5% was led by solid growth in the service provider market and, to a 
lesser extent, growth in the enterprise, public sector and commercial markets. From a country perspective, product revenue 
increased by 22% in China, driven by an increase in sales of Service Provider Video software and solutions products, and 18% 
in India, partially offset by product revenue decreases of 7% in Japan and 5% in Australia. Product revenue for this geographic 
segment was adversely impacted by a $32 million decrease in product revenue related to the sale of our SP Video CPE Business. 
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Product Revenue by Groups of Similar Products 


In addition to the primary view on a geographic basis, we also prepare financial information related to groups of similar 
products and customer markets for various purposes. Our product categories consist of the following categories: Switching; 
NGN Routing; Collaboration; Data Center; Wireless; Security; Service Provider Video; and Other Products. 


The following table presents revenue for groups of similar products (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Product revenue: 
Switching... le leeie eR $ 13,949 $ 14700 $ 14712 $ (751 (5.1)% $ (12) (0.1)96 
Percentage of product revenue .... 39.1% 39.4% 39.0% 
NGN Routing. ................. 7,831 8,133 8,343 (302) (3.7)% (210) (2.5)% 
Percentage of product revenue .... 21.9% 21.8% 22.1% 
Collaboration ................4. 4,278 4,352 4,004 (74) (1.7)% 348 8.7% 
Percentage of product revenue .... 12.0% 11.7% 10.6% 
Data. Center «i goa tee 3,228 3,365 3,219 (137) (4.1)% 146 4.5% 
Percentage of product revenue .... 9.0% 9.0% 8.5% 
Wireless s coc 00.0... ce eee eee 2,766 2,640 2,551 126 4.8% 89 3.5% 
Percentage of product revenue .... 7.7% 7.1% 6.8% 
SECUMILY RR 2,153 1,969 1,747 184 9.3% 222 12.7% 
Percentage of product revenue .... 6.0% 5.3% 4.6% 
Service Provider Video 0 ......... 946 1,734 2,941 (788) (45.4)% (1,207) (41.0)% 
Percentage of product revenue .... 2.7% 4.7% 7.8% 
Other. cioe ster pr ER ERRORES 554 361 233 193 53.596 128 54.9% 
Percentage of product revenue .... 1.6% 1.0% 0.6% 


$ 35,705 $ 37254 $ 37,750 $ (1549) (4.2)% $ (496) (1.396 


(? During the second quarter of fiscal 2016, we completed the sale of the SP Video CPE Business. As a result, fiscal 2016 includes only four 
months of product revenue from SP Video CPE Business. SP Video CPE Business revenue was $504 million and $1,846 million for fiscal 
2016 and 2015, respectively. 


Certain reclassifications have been made to the prior period amounts to conform to the current period's presentation. 


Switching 
Fiscal 2017 Compared with Fiscal 2016 


The decrease in revenue in our Switching product category of 596, or $751 million, was driven primarily by a decrease in sales 
of Switching products used 1n campus environments, which comprise the majority of our Switching portfolio. We believe this 
was driven both by the uncertainty in the macro environment which led to a slowdown in customer spending, as well as by a 
highly competitive landscape. These impacts were partially offset by an increase in sales of our ACI portfolio which is included 
in our data center switching portfolio. 


In terms of subcategories, the decrease in revenue from our modular switches of 18%, or $784 million and the decrease in sales of 
storage products of 22%, or $95 million were partially offset by increased revenue from our LAN fixed-configuration switches 
of 196, or $128 million. Revenue from our modular switches decreased driven by lower sales of most of the Cisco Catalyst 
Series Switches and Cisco Nexus 7000 Series Switches, partially offset by growth in Cisco Nexus 9500 Series Switches within 
this product category. Revenue from LAN fixed-configuration switches increased due to higher sales of our Cisco Nexus 9300 
Series Switches, Cisco Catalyst 3650 Series Switches and Cisco Catalyst 3850 Series Switches, partially offset by a decrease in 
sales of certain other products in this portfolio. 
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Fiscal 2016 Compared with Fiscal 2015 


We believe the flat revenue in our Switching product category was driven in large part by the uncertainty in the macro 
environment which led to a slowdown in customer spending. This led to flat revenue in our Switching products used in campus 
environments which comprise the majority of revenue within this product category. We also experienced decreased revenue 
from storage products. 


These impacts were offset by an increase in sales of our Switching products used in data centers, reflecting strength in our 
ACI portfolio. 


In terms of subcategories, the increase in revenue from LAN fixed-configuration switches of 5%, or $452 million was 
substantially offset by decreased revenue from our modular switches of 8%, or $375 million, and the decreased revenue from 
storage products of 17%, or $89 million. Revenue from our LAN-fixed configuration switches increased due primarily to higher 
sales of our Cisco Catalyst 3850 Series Switches, Cisco Catalyst 3650 Series Switches, Cisco Nexus 9300 Series Switches and 
Cisco Nexus 3000 Series Switches, partially offset by a decrease in sales of certain other products in this portfolio. Decreased 
revenue from our modular switches was due primarily to lower sales of most of our Cisco Catalyst Series Switches and also due 
to lower sales of our Cisco Nexus 7000 Series Switches, partially offset by sales growth in Cisco Nexus 9500 Series Switches 
within this product category. 


NGN Routing 


Fiscal 2017 Compared with Fiscal 2016 

Revenue in our NGN Routing product category decreased by 4%, or $302 million, driven by an 8%, or $211 million, decrease 
in revenue from our midrange and low-end router products and a 5%, or $208 million, decrease in revenue from our high-end 
router products. These declines were partially offset by a 10%, or $117 million, increase in revenue from other NGN Routing 
products. Revenue from our midrange and low-end router products decreased due to lower sales of our Cisco ISR products 
and certain of our access router products. The decrease in revenue from high-end router products was driven by a decrease in 
revenue from our mobility products within our ASRs and from our CRS products. Revenue from other NGN Routing products 
increased due to higher sales of cable access products and certain optical networking products. 


Fiscal 2016 Compared with Fiscal 2015 

We believe a cautious service provider capital expenditure spending environment negatively impacted sales in NGN Routing. 
Revenue in this product category decreased by 3%, or $210 million, driven by an 8%, or $378 million, decrease in revenue from 
our high-end router products partially offset by a 12%, or $126 million, increase in revenue from what we categorize as other 
NGN Routing products and a 2%, or $42 million, increase in revenue from our mid-range and low-end router products. Revenue 
from high-end router products decreased due to a decrease in revenue from most of our high-end router products, partially offset 
by higher sales of our CRS-X products. Revenue from other NGN Routing products increased due to higher sales of optical 
networking products. The revenue increase in the mid-range and low-end routers was primarily driven by higher sales of Cisco 
ISR products. 


Collaboration 


Fiscal 2017 Compared with Fiscal 2016 

Revenue from our Collaboration product category decreased by 2%, or $74 million, driven by a decrease in sales of Cisco 
Unified Communications and Cisco TelePresence products, partially offset by continued growth in Conferencing revenue. The 
decrease in Unified Communications revenue was driven primarily by decreased revenue from phones. Revenue from Cisco 
TelePresence products declined due to lower revenue from endpoint products. The growth in Conferencing revenue resulted 
from higher usage and recurring SaaS revenue from WebEx, which we include as product revenue in this category. We continue 
to increase the amount of deferred revenue and the proportion of recurring revenue related to our Collaboration product category. 


Fiscal 2016 Compared with Fiscal 2015 

Revenue from our Collaboration product category increased by 9%, or $348 million, driven by growth across the various 
subcategories within this product category. The growth in Conferencing revenue resulted from higher usage and recurring 
revenue from WebEx. Revenue from Cisco TelePresence products grew due to higher revenue in infrastructure and endpoint 
products as a result of new product introductions. The increase in Unified Communications revenue was driven by higher 
software revenue. 
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Data Center 


Fiscal 2017 Compared with Fiscal 2016 

Revenue in our Data Center product category decreased by 4%, or $137 million, driven by a decrease in sales of our Cisco 
Unified Computing System products, with declines in the commercial, enterprise and public sector markets partially offset by 
growth in the service provider market. We believe that both the uncertainty in the macro environment and the continued market 
transition with computing workloads shifting from blade server systems to rack-based systems continued to affect customer 
spending. The decrease in sales of our Cisco Unified Computing System products was partially offset by an increase in sales of 
our hyperconverged offering, HyperFlex. 


Fiscal 2016 Compared with Fiscal 2015 

The increase in revenue in our Data Center product category of 5%, or $146 million, was primarily driven by an increase 
in sales of our Cisco Unified Computing System products, with growth across all geographic segments and most of the 
customer markets. We believe the uncertainty in the macro environment led to a slowdown of customer spending for 
products in this category and we are seeing a market transition with computing workloads shifting from blade server 
systems to rack-based systems. 


Wireless 


Fiscal 2017 Compared with Fiscal 2016 

Revenue in our Wireless product category increased by 5%, or $126 million, due primarily to continued growth in sales of 
Meraki products within this product category, and an increase in sales of certain of our access point products, partially offset 
by a decrease in sales of our controller products. We continue to increase the amount of deferred revenue and the proportion of 
recurring revenue related to our Wireless product category. 


Fiscal 2016 Compared with Fiscal 2015 
Revenue in our Wireless product category increased by 3%, or $89 million, due primarily to continued growth in sales of Meraki 
products within this category, partially offset by a decrease in sales of our controllers products. 


Security 


Fiscal 2017 Compared with Fiscal 2016 

Revenue in our Security product category increased 9%, or $184 million, driven by higher sales of unified threat management 
products, advanced threat security products, and web security products. We continue to increase the amount of deferred revenue 
and the proportion of recurring revenue related to our Security product category. 


Fiscal 2016 Compared with Fiscal 2015 
Revenue in our Security product category increased 13%, or $222 million, driven by higher sales of advanced threat security, 
web security and unified threat management products. 


Service Provider Video 


Fiscal 2017 Compared with Fiscal 2016 

The decrease in revenue from our Service Provider Video product category of 45%, or $788 million, was driven by a decrease 
in product sales of $504 million related to our SP Video CPE Business and a decrease in revenue from our video software and 
solutions products, particularly in China. 


Fiscal 2016 Compared with Fiscal 2015 

The decrease in revenue from our Service Provider Video product category of 41%, or $1,207 million, was driven by a decrease 
in product sales of $1,342 million related to our SP Video CPE Business which we sold during the second quarter of fiscal 2016. 
This decrease was partially offset by an increase in revenue from certain cable access products and an increase in revenue from 
our video software and solutions products, particularly in China. 


Other Products 

The increase in revenue in our Other Products category for fiscal 2017 was in large part due to increased revenue from our 
IoT products, driven by our fiscal 2016 Jasper acquisition. The acquisition of AppDynamics in the third quarter of fiscal 
2017 also contributed to the increase in revenue in this product category. The increase in revenue for fiscal 2016 was due to 
increased revenue from data and analytics offerings, from our cloud-related offerings and from our IoT products, driven by our 
Jasper acquisition. 
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Service Revenue by Segment 


The following table presents the breakdown of service revenue by segment (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
Years Ended 2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Service revenue: 

Aumericás ais us sd aiea $ 7,864 $ 7,729 $ 7395 $ 135 1.7% $ 334 4.5% 
Percentage of service revenue... . 63.9% 64.4% 64.8% 

EMEA .. eee ES RR 2,635 2,620 2,466 15 0.6% 154 6.2% 
Percentage of service revenue... . 21.4% 21.9% 21.6% 

API Cs a ivan ———— 1,801 1,644 1,550 157 9.5% 94 6.1% 
Percentage of service revenue... . 14.7% 13.7% 13.6% 

Total... sve erreti $ 12,300 $ 11,993 $ 11,411 $ 307 2.6% $ 582 5.196 


Fiscal 2017 Compared with Fiscal 2016 

Service revenue grew 3%. Excluding the $200 million of additional revenue as a result of the extra week in fiscal 2016, service 
revenue grew 4%. Service revenue grew across all of our geographic segments. Technical support services revenue increased 
by 3% and advanced services revenue increased by 1%. Technical support services revenue increased across all geographic 
segments. The increase in technical support services revenue was driven by contract initiations and renewals associated with 
product sales and an increase in software support offerings. Advanced services revenue, which relates to professional services 
for specific customer network needs, had solid revenue growth in our APJC segment, declined slightly in our EMEA segment 
and was flat in our Americas segment. 


Fiscal 2016 Compared with Fiscal 2015 

Service revenue grew 5%, which includes a $200 million, or 2%, year-over-year increase as a result of the impact of the extra 
week in fiscal 2016. Service revenue had solid growth across all of our geographic segments. Technical support services revenue 
increased by 5% and advanced services revenue increased by 7%. Technical support services revenue increased across all 
geographic segments. Renewals and technical support service contract initiations associated with product sales provided an 
installed base of equipment being serviced which, in concert with new service offerings, were the primary factors driving the 
revenue increases. Advanced services revenue grew across all geographic segments. 


Gross Margin 


The following table presents the gross margin for products and services (in millions, except percentages): 


AMOUNT PERCENTAGE 
Years Ended July 29,2017 July 30,2016 July 25,2015  July29,2017 July 30,2016 July 25, 2015 
Gross margin: 
Product serere reri r hoes eee eka: $ 22,006 $ 23,093 $ 22,373 61.6% 62.0% 59.3% 
DCLVICE Cose Cos ois ae ous woes 8,218 7,867 7,308 66.8% 65.6% 64.0% 
Total «onze beer Re een $ 30224 $ 30,960 $ 29,681 63.0% 62.9% 60.4% 
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Product Gross Margin 
Fiscal 2017 Compared with Fiscal 2016 


The following table summarizes the key factors that contributed to the change in product gross margin percentage from fiscal 
2016 to fiscal 2017: 


Product 

Gross Margin 

Percentage 

Fiscal 2016 0.555 54:2 Bee ek SEP ee PRENSA bes PE ecb eb ba RE gE DEG DEAN ES RIT AB EIER VERRE ESE 62.0% 
Prodüctpricinp o osos epi os oad abs Gdns Sige db eae Deans d ae ales e dare Sek EIE oe weed (2.1)% 
Mix of products Sold s sucess cosas seh 4 4 a e oae E EE E d eere dua dor ec qd e a y EES (0.3)% 
Supplier component remediation adjustment ............ 0.0.0... eee ens (0.1)% 
iD TTE REEL (0.1)% 

Productivity Va- eis secre. seed EA ens GA RRA Bae a Rd ed DG eh dG ds Sede a ee 1.4% 

Muapaunraxe dosis 0.8% 

Fiscal 2017 oeste M DR UE bs obses e Rut ELM eee Eee irte i eur inS. 61.6% 


® Productivity includes overall manufacturing-related costs, such as component costs, warranty expense, provision for inventory, freight, 
logistics, shipment volume, and other items not categorized elsewhere. 


Product gross margin decreased by 0.4 percentage points as compared with fiscal 2016. The decrease in product gross margin 
was largely due to unfavorable impacts from product pricing, lower productivity benefits, and unfavorable product mix, partially 
offset by a benefit from the divestiture of the lower margin SP Video CPE business in fiscal 2016. 


The negative pricing impact was driven by typical market factors and impacted each of our geographic segments and customer 
markets. While productivity was positive to overall product gross margin, the benefit was lower than the prior year as these 
improvements were adversely impacted by an increase in the cost of certain memory components which are currently constrained. 
We expect the higher costs related to the constraint on these memory components to continue to impact productivity in the near 
term. In addition, productivity was negatively impacted by decreases in core routing and switching revenue which limited our 
ability to generate cost savings. Productivity improvements were driven by value engineering efforts (e.g. component redesign, 
board configuration, test processes, and transformation processes), lower warranty expenses and continued operational efficiency 
in manufacturing operations. The decrease in product gross margin was also due to an unfavorable mix of products sold driven 
by negative mix impacts from our NGN Routing, Switching and IoT products. 


Fiscal 2016 Compared with Fiscal 2015 


The following table summarizes the key factors that contributed to the change in product gross margin percentage from fiscal 
2015 to fiscal 2016: 


Product 

Gross Margin 

Percentage 

Fiscal 2015: 55 eo nC eM uude ML Rr d M Les 59.3% 
Productivity) RC" 3.3% 
SP Video CPE BüsinesS impact... ics REPERI t ehit esena EXER ee bees tad od PAGS ERIS VE uet eS 1.5% 
Amortization of purchased intangible assets... secese cuci ete e 0.6% 
Rockstar patent portfolio: charge: sri 4i.40cc eon eere eese RET ERE eda DE RE ER bbe e ens 0.5% 
PrTOOUCEDEICIBS oy 5.3, seer aap eececahig. aah si caben ee Le me uta seers Decet MEA aa Re (2.2)% 
Mix: of products SOld 25.22 2e ecran CREE eat Sea and Ss ie ahd Badd ed Baa dee (0.8)% 
Supplier component remediation charge/adjustment... 0.0... eect teeta (0.2)% 
jte au rcr 62.0% 


Product gross margin increased by 2.7 percentage points compared with fiscal 2015. The increase in product gross margin was 
due in large part to productivity improvements, which were driven primarily by value engineering efforts; favorable component 
pricing; and continued operational efficiency in manufacturing operations. Our product gross margin also benefited from the 
sale during the second quarter of fiscal 2016 of our lower margin SP Video CPE Business, lower amortization expense and 
impairment charges related to acquisition-related intangible assets, and a $188 million charge to product cost of sales recorded 
in the first quarter of fiscal 2015 related to the Rockstar Consortium patent portfolio. 
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The various factors contributing to the product gross margin increase were partially offset by unfavorable impacts from product 
pricing, which were driven by typical market factors and impacted each of our geographic segments and customer markets, an 
unfavorable mix of products sold and the lower supplier component remediation adjustment. The unfavorable mix of products 
sold was due to a negative mix impact from our Cisco Unified Computing System products, higher sales of Service Provider 
Video products (not including the CPE Business) and an unfavorable mix within Switching products. 


Service Gross Margin 


Fiscal 2017 Compared with Fiscal 2016 


Our service gross margin percentage increased by 1.2 percentage points due to higher sales volume, decreased delivery costs, 
favorable mix and, to a lesser extent, lower share-based compensation expense. These benefits to service gross margin were 
partially offset by increased headcount-related costs. 


Our service gross margin normally experiences some fluctuations due to various factors such as the timing of contract initiations 
in our renewals, our strategic investments in headcount, and the resources we deploy to support the overall service business. 
Other factors include the mix of service offerings, as the gross margin from our advanced services is typically lower than the 
gross margin from technical support services. 


Fiscal 2016 Compared with Fiscal 2015 


Service gross margin percentage increased by 1.6 percentage points due to higher sales volume and decreased headcount- 
related costs. These benefits to gross margin were partially offset by increased partner delivery costs and increased outside 
services costs. 


Gross Margin by Segment 


The following table presents the total gross margin for each segment (in millions, except percentages): 


AMOUNT PERCENTAGE 
Years Ended July 29, 2017 July 30, 2016 July 25, 2015 July 29,2017 July 30,2016 July 25, 2015 
Gross margin: 
AMETICAS. pospe neg aad e ees $ 18,284 $ 18,986 $ 18,638 64.5% 64.6% 62.9% 
EMEA (oe ER ye esaet 7,855 7,998 7,731 65.4% 65.0% 62.6% 
API Co "PPS 4,741 4,620 4,313 62.0% 61.2% 60.0% 
Segment total.................0.. 30,880 31,604 30,682 64.3% 64.2% 62.4% 
Unallocated corporate items ....... (656) (644) (1,001) 
Totali scie ER LEER ES $ 30224 $ 30,960 $ 29,681 63.0% 62.9% 60.4% 


W The unallocated corporate items include the effects of amortization and impairments of acquisition-related intangible assets, share-based 
compensation expense, significant litigation and other contingencies, charges related to asset impairments and restructurings, and certain 
other charges. We do not allocate these items to the gross margin for each segment because management does not include such information 
in measuring the performance of the operating segments. 


Fiscal 2017 Compared with Fiscal 2016 


The Americas segment experienced a slight gross margin percentage decrease due to negative impacts from pricing and product 
mix, partially offset by productivity improvements and the sale of the lower margin SP Video CPE Business. The unfavorable 
mix impact was driven by NGN Routing, Switching and IoT products. 


The gross margin percentage increase in our EMEA segment was due primarily to higher service gross margin. Product gross 
margin in this segment also increased slightly due to the impact of productivity improvements, the sale of the lower margin 
SP Video CPE Business and a favorable product mix, partially offset by unfavorable impacts from pricing. 


The APJC segment gross margin percentage increased due primarily to higher service gross margin. Product gross margin in 
this segment decreased due to negative impacts from pricing and product mix, partially offset by productivity improvements. 
The unfavorable mix impact was driven by our Cisco Unified Computing System products. 


The gross margin percentage for a particular segment may fluctuate, and period-to-period changes in such percentages may or 
may not be indicative of a trend for that segment. 
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Fiscal 2016 Compared with Fiscal 2015 


The Americas segment experienced a gross margin percentage increase due primarily to the sale of the lower margin SP Video 
CPE Business. In this geographic segment, productivity improvements were substantially offset by unfavorable impacts from 
pricing and product mix. The unfavorable mix of products sold was due to increased revenue from our lower margin Cisco 
Unified Computing System products and an unfavorable mix within our NGN Routing products. 


The gross margin percentage increase in our EMEA segment was due primarily to the impact of productivity improvements in 
this geographic segment and the sale of the SP Video CPE Business. Partially offsetting these favorable impacts to gross margin 
were negative impacts from pricing and an unfavorable product mix. The unfavorable mix of products sold was due primarily 
to increased revenue from our lower margin Cisco Unified Computing System products. Higher service gross margin also 
contributed to the increase in the overall gross margin in this geographic segment. 


Our APJC segment gross margin percentage increased due to productivity improvements, partially offset by unfavorable impacts 
from pricing and mix. The mix impact was driven primarily by higher sales from our Service Provider Video products (not 
including the SP Video CPE Business) and unfavorable mix within our NGN Routing products. 


Research and Development (“R&D”), Sales and Marketing, and General and Administrative (“G&A”) Expenses 


R&D, sales and marketing, and G&A expenses are summarized in the following table (in millions, except percentages): 


Years Ended 2017 vs. 2016 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance Variance Variance 
2017 2016 2015 in Dollars in Percent in Dollars in Percent 
Research and development... $ 6,059 $ 6,296 $ 6,207 $ (237) (3.8)% $ 89 1.4% 
Percentage of revenue ...... 12.6% 12.8% 12.6% 
Sales and marketing ........ 9,184 9,619 9,821 (435) (4.5)% (202) (2.1)% 
Percentage of revenue ...... 19.1% 19.5% 20.0% 
General and administrative .. 1,993 1,814 2,040 179 9.9% (226) (11.1)% 
Percentage of revenue ...... 4.2% 3.7% 4.1% 
Total; ovis ocd esmero ues $ 17,236 $ 17,729 $ 18,068 $ (493) (2.895 $ (339) (1.9)% 
Percentage of revenue. ... 35.9% 36.0% 36.8% 


Our fiscal 2017 had one less week compared with fiscal 2016, which had an extra week. We estimate that the extra week in 
fiscal 2016 contributed approximately $116 million of the year-over-year decrease in total operating expenses (not including 
share-based compensation expense). 


R&D Expenses 
Fiscal 2017 Compared with Fiscal 2016 


R&D expenses decreased primarily due to lower contracted services, lower headcount-related expenses, lower discretionary 
spending and lower acquisition-related costs, partially offset by higher share-based compensation expense. Lower headcount- 
related expenses were due to efficiencies related to our restructuring actions and the extra week in fiscal 2016. 


We continue to invest in R&D in order to bring a broad range of products to market in a timely fashion. If we believe that we 
are unable to enter a particular market in a timely manner with internally developed products, we may purchase or license 
technology from other businesses, or we may partner with or acquire businesses as an alternative to internal R&D. 


Fiscal 2016 Compared with Fiscal 2015 


R&D expenses increased primarily due to higher headcount-related expenses attributable in part to the impact of the extra week 
in fiscal 2016 and, to a lesser extent, higher share-based compensation expense. These increases were partially offset by lower 
acquisition-related costs and lower discretionary spending. 


Sales and Marketing Expenses 


Fiscal 2017 Compared with Fiscal 2016 


Sales and marketing expenses decreased due to lower headcount-related expenses, lower contracted services, lower 
discretionary spending, lower acquisition-related costs and, to a lesser extent, lower share-based compensation expense. Lower 
headcount-related expenses were due to efficiencies related to our restructuring actions. The extra week in fiscal 2016 also 
contributed to the decrease in headcount-related expenses. 
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Fiscal 2016 Compared with Fiscal 2015 


Sales and marketing expenses decreased due to lower discretionary spending and lower headcount-related expenses. The 
aforementioned items benefited from foreign exchange rates during fiscal 2016. Lower share-based compensation expense also 
contributed to the decrease. 


G&A Expenses 
Fiscal 2017 Compared with Fiscal 2016 


G&A expenses increased primarily due to the $253 million pre-tax gain from the sale of our SP Video CPE Business recorded 
during fiscal 2016 and, to a lesser extent, higher share-based compensation expense. These increases were partially offset by 
lower headcount-related expenses and lower contracted services. The extra week in fiscal 2016 contributed to the decreased 
headcount-related expense. 


Fiscal 2016 Compared with Fiscal 2015 


G&A expenses decreased primarily due to the $253 million pre-tax gain from the sale of our SP Video CPE Business and, to 
a lesser extent, lower contracted services and lower share-based compensation expense, partially offset by higher headcount- 
related expenses. The extra week in fiscal 2016 contributed to the increased headcount-related expenses. 


Effect of Foreign Currency 


In fiscal 2017, foreign currency fluctuations, net of hedging, decreased the combined R&D, sales and marketing, and G&A 
expenses by approximately $77 million, or 0.4%, compared with fiscal 2016. In fiscal 2016, foreign currency fluctuations, net 
of hedging, decreased the combined R&D, sales and marketing, and G&A expenses by approximately $567 million, or 3.1%, 
compared with fiscal 2015. 


Share-Based Compensation Expense 


The following table presents share-based compensation expense (in millions): 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Cost of sales—product...... 00... cece cece re $ 85 $ 70 $ 50 
Cost of sales—service ....... llle 134 142 157 
Share-based compensation expense in cost of sales ............ 00.00.0000 219 212 207 
Research:and development... os vas cs e RI En C Re oe bee CE HL EX RY 529 470 448 
Sales and marketing «22. oret eee eevee dew RP IEERRRRE DE INS 542 545 559 
General and administrative .. 0.0... 0... ect e teenies 236 205 228 
Restructuring and other charges ...... 2... 0c cee cece eee eens 3 26 (2) 
Share-based compensation expense in operating expenses................-. 1,310 1,246 1,233 
Total share-based compensation expense. .......... 00 ccc cece cece eee eee $ 1,529 $ 1,458 $ 1,440 


The increase in share-based compensation expense for fiscal 2017, as compared with fiscal 2016, was due primarily to higher 
expense related to equity awards assumed with respect to our recent acquisitions. 


The increase in share-based compensation expense for fiscal 2016, as compared with fiscal 2015, was due primarily to the 
timing of restricted stock unit (RSU) grants and the impact of the extra week in fiscal 2016, partially offset by lower net expense 
associated with accelerated and modified awards. 


Amortization of Purchased Intangible Assets 


The following table presents the amortization of purchased intangible assets (in millions): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 
Amortization of purchased intangible assets: 
Costof sales... 2i. rrini eieiei EA E DUE ge hes sad ERG $ 556 $ 577 $ 814 
Operating expenses 
Amortization of purchased intangible assets..............0.-00 000+ 259 303 359 
Restructuring and other charges ....... 00.0... a A a 38 = a 
lotal 2.22 eee cee Re RR DERI REV G4 m ERR ERE TE EE $ 853 $ 880 $ 1,173 


Amortization of purchased intangible assets decreased in fiscal 2017, as compared with fiscal 2016, due to certain purchased 
intangible assets having become fully amortized and lower impairment charges in fiscal 2017, partially offset by amortization 
of purchased intangible assets from our recent acquisitions. 


Amortization of purchased intangible assets decreased in fiscal 2016 as compared with fiscal 2015, due to certain purchased 
intangible assets having become fully amortized or impaired, partially offset by amortization of purchased intangible assets 
from our recent acquisitions. Lower impairment charges in fiscal 2016 also contributed to the decrease. 


Restructuring and Other Charges 


In August 2016, we announced a restructuring plan that will impact up to 6,600 employees, with estimated pretax charges of 
approximately $850 million. In connection with this restructuring plan, we incurred charges of $756 million during fiscal 2017. 
These charges were related primarily to severance and other one-time termination benefits and other associated costs. We 
expect the restructuring action to be substantially completed by the end of the first quarter of fiscal 2018. We expect to reinvest 
substantially all of the cost savings from the restructuring action in our key priority areas such as security, IoT, collaboration, 
next generation data center and cloud. As a result, the overall cost savings from the restructuring action are not expected to be 
material for future periods. 


In connection with a restructuring action announced in August 2014, we incurred restructuring and other charges of $267 million 
and $489 million during fiscal 2016 and 2015, respectively. These charges were related primarily to severance and other one- 
time termination benefits and other associated costs. We completed this plan at the end of fiscal 2016. 


Operating Income 


The following table presents our operating income and our operating income as a percentage of revenue (in millions, 
except percentages): 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Operating INCOME psoe oss aes YER RITEGRRXUG Leeper ee waned $ 11,973 $ 12,660 $ 10,770 
Operating income as a percentage of revenue ........... 00.0. esses 24.9% 25.7% 21.9% 


For fiscal 2017, as compared with fiscal 2016, operating income decreased by 5%, and as a percentage of revenue operating 
income decreased by 0.8 percentage points. These decreases resulted primarily from an increase in restructuring and other 
charges related to the restructuring action announced in August 2016 and the $253 million pre-tax gain from the sale of our SP 
Video CPE Business recorded in fiscal 2016. 


For fiscal 2016, as compared with fiscal 2015, operating income increased by 18%, and as a percentage of revenue operating 
income increased by 3.8 percentage points. The increase resulted from the following: a gross margin percentage increase, driven 
in part by the sale of the lower margin SP Video CPE Business during fiscal 2016; the $253 million pre-tax gain from the sale 
of our SP Video CPE Business; and a decrease in restructuring and other charges related to the restructuring action announced 
in August 2014. 
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Interest and Other Income (Loss), Net 


Interest Income (Expense), Net The following table summarizes interest income and interest expense (in millions): 


Years Ended 2017 vs. 2016 — 2016 vs. 2015 
July 29, July 30, July 25, Variance Variance 
2017 2016 2015 in Dollars in Dollars 
Interest income o: ey cio ohye ie bbe deed deers beer AS $ 1,338 $ 1,005 $ 769 $ 333 $ 236 
Interest EXPENSE ok. vce ca cure x ebd pr D queer as (861) (676) (566) (185) (110) 
Interest income (expense), net...............00000- $ 477 $ 329 $ 203 $ 148 $ 126 


Fiscal 2017 Compared with Fiscal 2016 


Interest income increased driven by an increase in our portfolio of cash, cash equivalents, and fixed income investments as well 
as higher yields on our portfolio. The increase in interest expense was driven by higher average debt balances which includes 
commercial paper notes and the impact of higher effective interest rates on floating-rate senior notes and interest rate swaps 
associated with fixed-rate senior notes. 


Fiscal 2016 Compared with Fiscal 2015 


Interest income increased driven by an increase in our portfolio of cash, cash equivalents, and fixed income investments as well 
as higher yields on our portfolio of cash and investments. The increase in interest expense was driven by higher average debt 
balances and the impact of higher effective interest rates on floating-rate senior notes and interest rate swaps associated with 
fixed-rate senior notes. 


Other Income (Loss), Net The components of other income (loss), net, are summarized as follows (in millions): 


Years Ended 2017 vs. 2016 2016 vs. 2015 

July 29, July 30, July 25, Variance Variance 

2017 2016 2015 in Dollars in Dollars 

Gains (losses) on investments, net: 

Publicly traded equity securities................0.. $ (45) $ 33 $ 116 $ (78) $ (83) 
Fixed income securities ........... 00.00. e ee eee eee (42) (34) 41 (8) (75) 
Total available-for-sale investments...............0. (87) (1) 157 (86) (158) 
Privately held companies................0.0-0 005 (46) (35) 82 (11) (117) 
Net gains (losses) on investments ............... (133) (36) 239 (97) (275) 
Other gains (losses), net.... 2.2.0.0... cece lessen (30) (33) (11) 3 (22) 
Other income (loss), net.............0.00005 $ (163) $ (69) $ 228 $ (94) $ (297) 


Fiscal 2017 Compared with Fiscal 2016 


The change in total net gains (losses) on available-for-sale investments was driven by $74 million of impairment charges on 
publicly traded equity securities. 


The change in net gains (losses) on investments in privately held companies was primarily due to higher impairment charges on 
investments in privately held companies, partially offset by higher realized gains on investments in privately held companies. 


The change in other gains (losses), net was driven by lower donation expense partially offset by impacts from customer lease 
terminations, foreign exchange and equity derivatives. 


Fiscal 2016 Compared with Fiscal 2015 


The change in total net gains (losses) on available-for-sale investments was primarily attributable to lower realized gains on 
publicly traded equity securities and net losses on fixed income securities in fiscal 2016 compared to net gains in fiscal 2015 as 
a result of market conditions and the timing of sales of these securities. 


The change in net gains (losses) on investments in privately held companies was primarily due to a gain of $126 million related 
to the reorganization of our investment in VCE, which was recorded in fiscal 2015. 


The change in other gains (losses), net was driven by higher donation expenses and net unfavorable foreign exchange impacts, 
partially offset by higher gains from customer lease terminations. 
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Provision for Income Taxes 


Our provision for income taxes is subject to volatility and could be adversely impacted by earnings being lower than anticipated 
in countries that have lower tax rates, higher than anticipated in countries that have higher tax rates, and expiration of or lapses 
in tax incentives. Our provision for income taxes does not include provisions for U.S. income taxes and foreign withholding taxes 
associated with the repatriation of undistributed earnings of certain foreign subsidiaries that we intend to reinvest indefinitely 
in our foreign subsidiaries. If these earnings were distributed from the foreign subsidiaries to the United States in the form 
of dividends or otherwise, or if the shares of the relevant foreign subsidiaries were sold or otherwise transferred, we would 
be subject to additional U.S. income taxes (subject to an adjustment for foreign tax credits) and foreign withholding taxes. 
Further, as a result of certain of our ongoing employment and capital investment actions and commitments, our income in 
certain countries is subject to reduced tax rates. Our failure to meet these commitments could adversely impact our provision 
for income taxes. 


Fiscal 2017 Compared with Fiscal 2016 


The provision for income taxes resulted in an effective tax rate of 21.8% for fiscal 2017, compared with 16.9% for fiscal 2016. 
The net 4.9 percentage point increase in the effective tax rates was primarily due to the recognition of a net benefit to the 
provision for income taxes in fiscal 2016 related to our settlement with the IRS of all outstanding items covering fiscal 2008 
through fiscal 2010 and reinstatement of the U.S. federal R&D tax credit on December 18, 2015. 


For a full reconciliation of our effective tax rate to the U.S. federal statutory rate of 35% and for further explanation of our 
provision for income taxes, see Note 16 to the Consolidated Financial Statements. 


Fiscal 2016 Compared with Fiscal 2015 


The provision for income taxes resulted in an effective tax rate of 16.9% for fiscal 2016, compared with 19.8% for fiscal 2015. The 
net 2.9 percentage point decrease in the effective tax rates was primarily due to a non-recurring net tax benefit of $367 million, 
or 2.8 percentage points, related to a tax settlement with the IRS in fiscal 2016. 


LIQUIDITY AND CAPITAL RESOURCES 


The following sections discuss the effects of changes in our balance sheet, our capital allocation strategy including stock 
repurchase program and dividends, our contractual obligations, and certain other commitments and activities on our liquidity 
and capital resources. 


Balance Sheet and Cash Flows 


Cash and Cash Equivalents and Investments The following table summarizes our cash and cash equivalents and investments 
(in millions): 


Increase 
July 29, 2017 July 30, 2016 (Decrease) 
Cash and cash equivalents. ........ lesser $ 11708 $ 7,681 $ 4,077 
Fixed income Securities: v. cues oe Sider od os os BY a BN Oh dob C RUE PESE 57,077 56,621 456 
Publicly traded equity securities i. ice psa reete eden gae 1,707 1,504 203 
CU Otel sista sedent eie etas tua esee ttem et RUE C MI e duri $ 70492 $ 65,756 $ 4,736 


The net increase in cash and cash equivalents and investments from fiscal 2016 to fiscal 2017 was primarily the result of cash 
provided by operating activities of $13.9 billion and a net increase in debt of $5.3 billion. These sources of cash were partially 
offset by cash returned to shareholders in the form of cash dividends of $5.5 billion and repurchases of common stock of 
$3.7 billion under the stock repurchase program, net cash paid for acquisitions of $3.3 billion, the timing of settlements of 
investments and other of $1.1 billion and capital expenditures of $1.0 billion. 


Our total in cash and cash equivalents and investments held by various foreign subsidiaries was $67.5 billion and $59.8 billion as 
of July 29, 2017 and July 30, 2016, respectively. Under current tax laws and regulations, if these assets were to be distributed from 
the foreign subsidiaries to the United States in the form of dividends or otherwise, we would be subject to additional U.S. income 
taxes (subject to an adjustment for foreign tax credits) and foreign withholding taxes. The balance of cash and cash equivalents 
and investments available in the United States as of July 29, 2017 and July 30, 2016 was $3.0 billion and $5.9 billion, respectively. 
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We maintain an investment portfolio of various holdings, types, and maturities. We classify our investments as short-term 
investments based on their nature and their availability for use in current operations. We believe the overall credit quality of 
our portfolio is strong, with our cash equivalents and our fixed income investment portfolio consisting primarily of high quality 
investment-grade securities. We believe that our strong cash and cash equivalents and investments position allows us to use our 
cash resources for strategic investments to gain access to new technologies, for acquisitions, for customer financing activities, 
for working capital needs, and for the repurchase of shares of common stock and payment of dividends as discussed below. 


Free Cash Flow and Capital Allocation As part of our capital allocation strategy, we intend to return a minimum of 50% of our 
free cash flow annually to our shareholders through cash dividends and repurchases of common stock. 


We define free cash flow as net cash provided by operating activities less cash used to acquire property and equipment. The 
following table reconciles our net cash provided by operating activities to free cash flow (in millions): 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Net cash provided by operating activities 0.0.0... 0... c ccc eee eee eee $ 13,876 $ 13,570 $ 12,552 
Acquisition of property and equipment ........... 00... ccc ee eee (964) (1,146) (1,227) 
Free cash flow #5. cob eal eh Eur e RO ts do a eS Rad eee ees $ 12,912 $ 12,424 $ 11325 


We expect that cash provided by operating activities may fluctuate in future periods as a result of a number of factors, including 
fluctuations in our operating results, the rate at which products are shipped during the quarter (which we refer to as shipment 
linearity), the timing and collection of accounts receivable and financing receivables, inventory and supply chain management, 
deferred revenue, excess tax benefits resulting from share-based compensation, and the timing and amount of tax and other 
payments. For additional discussion, see “Part I, Item 1A. Risk Factors” in this report. 


We consider free cash flow to be a liquidity measure that provides useful information to management and investors because 
of our intent to return a stated percentage of free cash flow to shareholders in the form of dividends and stock repurchases. 
We further regard free cash flow as a useful measure because it reflects cash that can be used to, among other things, invest in 
our business, make strategic acquisitions, repurchase common stock, and pay dividends on our common stock, after deducting 
capital investments. A limitation of the utility of free cash flow as a measure of financial performance and liquidity is that 
the free cash flow does not represent the total increase or decrease in our cash balance for the period. In addition, we have 
other required uses of cash, including repaying the principal of our outstanding indebtedness. Free cash flow is not a measure 
calculated in accordance with U.S. generally accepted accounting principles and should not be regarded in isolation or as an 
alternative for net income provided by operating activities or any other measure calculated in accordance with such principles, 
and other companies may calculate free cash flow in a different manner than we do. 


The following table summarizes the dividends paid and stock repurchases (in millions, except per-share amounts): 


DIVIDENDS STOCK REPURCHASE PROGRAM TOTAL 
Weighted-Average 
Years Ended Per Share Amount Shares Price per Share Amount Amount 
July 29,2017... vire RES ee Fond BREE VRS $ 110 $ 5511 U8 $ 31.538 $ 3,706 $ 9,217 
Tily:3907 2016 reser hs east dan ents Sin ee setae e $ 094 $ 4,750 148 $ 2645 $ 3,918 $ 8,668 
JULY 295 2OUS id. sucer ERIS en $ 080 $ 4,086 155 $ 27.22 $ 4,234 $ 8,320 


Any future dividends are subject to the approval of our Board of Directors. 


Accounts Receivable, Net The following table summarizes our accounts receivable, net (in millions): 


Increase 
July 29,2017 July 30,2016 (Decrease) 
Accounts receivable; net. «1x vhs eme wetland a Vane dee d cde d v bone wes $ 5,146 $ 5,847 $ (701) 


Our accounts receivable net, as of July 29, 2017 decreased by approximately 12% compared with the end of fiscal 2016, primarily 
due to service and product billings being more linear in the fourth quarter of fiscal 2017 compared with the fourth quarter of 
fiscal 2016. 
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Inventory Supply Chain The following table summarizes our inventories and purchase commitments with contract manufacturers 
and suppliers (in millions, except annualized inventory turns): 


Increase 
July 29, 2017 July 30,2016 (Decrease) 
Inventories «a ere bane POOR Ek eS ot eni ed Dauid aas eei arte d Nds $ 1,616 $ 1,217 $ 399 
Annualized inventory WINS)... 05 cased eens divas dense ddan Ghee E EET IHRE EH 12.3 14.6 (2.3) 
Purchase commitments with contract manufacturers and suppliers................. $ 4,640 $ 3,896 $ 744 


Inventory as of July 29, 2017 increased by 33% from our inventory balance at the end of fiscal 2016, and for the same period 
purchase commitments with contract manufacturers and suppliers increased by approximately 19%. On a combined basis, 
inventories and purchase commitments with contract manufacturers and suppliers increased by 22% compared with the end of 
fiscal 2016. The increase in inventory was due to an increase in raw materials due to securing memory supply which is currently 
constrained and higher levels of manufactured finished goods in support of current order activity. The increase in purchase 
commitments with contract manufacturers and suppliers was due to securing memory supply and procuring key components for 
specific product areas. We believe our inventory and purchase commitments levels are in line with our current demand forecasts. 


Our finished goods consist of distributor inventory and deferred cost of sales and manufactured finished goods. Distributor 
inventory and deferred cost of sales are related to unrecognized revenue on shipments to distributors and retail partners as well 
as shipments to customers. Manufactured finished goods consist primarily of build-to-order and build-to-stock products. 


We purchase components from a variety of suppliers and use several contract manufacturers to provide manufacturing services 
for our products. During the normal course of business, in order to manage manufacturing lead times and help ensure adequate 
component supply, we enter into agreements with contract manufacturers and suppliers that allow them to procure inventory 
based upon criteria as defined by us or that establish the parameters defining our requirements and our commitment to securing 
manufacturing capacity. A significant portion of our reported purchase commitments arising from these agreements are firm, 
noncancelable, and unconditional commitments. In certain instances, these agreements allow us the option to cancel, reschedule, 
and adjust our requirements based on our business needs prior to firm orders being placed. Our purchase commitments are for 
short-term product manufacturing requirements as well as for commitments to suppliers to secure manufacturing capacity. 


Inventory and supply chain management remain areas of focus as we balance the need to maintain supply chain flexibility to 
help ensure competitive lead times with the risk of inventory obsolescence because of rapidly changing technology and customer 
requirements. We believe the amount of our inventory and purchase commitments is appropriate for our revenue levels. 


Financing Receivables and Guarantees The following table summarizes our financing receivables (in millions): 


Increase 
July 29, 2017 July 30, 2016 (Decrease) 
Lease receivables, Net... occ. ccs cece bet eb ERLEBEN ERE EET ES $ 2,650 $ 3,070 $ (420) 
Loan receivables, net cli acl sa sae cd PERE RNA UUPXZ EEA 4,457 3,349 1,108 
Financed service contracts, net ...... 0.0... cette eee nee 2,487 2,011 476 
Totale ees aar aee re TIT ——————x a $ 9,594 $ 8430 $ 1.164 


Financing Receivables Our financing arrangements include leases, loans, and financed service contracts. Lease receivables 
include sales-type and direct-financing leases. Arrangements related to leases are generally collateralized by a security interest 
in the underlying assets. Our loan receivables include customers financing purchases of our hardware, software and services 
and also may include additional funds for other costs associated with network installation and integration of our products and 
services. We also provide financing to certain qualified customers for long-term service contracts, which primarily relate to 
technical support services. The majority of the revenue from these financed service contracts is deferred and is recognized 
ratably over the period during which the services are performed. Financing receivables increased by 14% primarily due to a 33% 
increase in loan receivables driven by an increase in financing for software arrangements. We expect to continue to expand the 
use of our financing programs in the near term. 


Financing Guarantees In the normal course of business, third parties may provide financing arrangements to our customers 
and channel partners under financing programs. The financing arrangements to customers provided by third parties are related 
to leases and loans and typically have terms of up to three years. In some cases, we provide guarantees to third parties for these 
lease and loan arrangements. The financing arrangements to channel partners consist of revolving short-term financing provided 
by third parties, generally with payment terms ranging from 60 to 90 days. In certain instances, these financing arrangements 
result in a transfer of our receivables to the third party. The receivables are derecognized upon transfer, as these transfers qualify 
as true sales, and we receive payments for the receivables from the third party based on our standard payment terms. 
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The volume of channel partner financing was $27.0 billion, $26.9 billion, and $25.9 billion in fiscal 2017, 2016, and 2015, 
respectively. These financing arrangements facilitate the working capital requirements of the channel partners, and in some 
cases, we guarantee a portion of these arrangements. The balance of the channel partner financing subject to guarantees was 
$1.0 billion and $1.1 billion as of July 29, 2017 and July 30, 2016, respectively. We could be called upon to make payments under 
these guarantees in the event of nonpayment by the channel partners or end-user customers. Historically, our payments under 
these arrangements have been immaterial. Where we provide a guarantee, we defer the revenue associated with the channel 
partner and end-user financing arrangement in accordance with revenue recognition policies, or we record a liability for the 
fair value of the guarantees. In either case, the deferred revenue is recognized as revenue when the guarantee is removed. As 
of July 29, 2017, the total maximum potential future payments related to these guarantees was approximately $314 million, of 
which approximately $134 million was recorded as deferred revenue. 


Borrowings 


Senior Notes The following table summarizes the principal amount of our senior notes (in millions): 


Maturity Date July 29, 2017 July 30, 2016 
Senior notes: 
Floating-rate notes: 
Three-month LIBOR plus 0.2896. ...........0 0.0 e eee March 3, 2017 @ $ — $ 1,000 
Three-month LIBOR plus 0.60%.................004 February 21, 2018 1,000 1,000 
Three-month LIBOR plus 0.31%... 1.0.0... 000.0020 ee June 15, 2018 900 900 
Three-month LIBOR plus 0.50%. ............ 000000 0+ March 1, 2019 500 500 
Three-month LIBOR plus 0.34%... 2.0.0.0... 00.2 eee ee September 20, 2019 @) 500 — 
Fixed-rate notes: 

I Emm March 3, 2017 0) — 2,400 
c a ee EE March 14, 2017 @ — 750 
1:4095 i. Liv ee ERR EU Per heh hone bi BSS February 28, 2018 1.250 1,250 
LO oes ig, 02 es ace oto ecco tne Src PIDEN June 15, 2018 1,600 1,600 
BOD DM" bascordie-d soaks E T N E E E anaes February 15, 2019 2,000 2,000 
EOE E T ebur ru Es c Sx e eee February 28, 2019 1,000 1,000 
DVD OY: siete EE EE eT Ad et qd NEA Baro ee AE March 1, 2019 1,750 1,750 
1:409 a oie aeter eee ded deste se t E September 20, 2019 o 1,500 — 
2d 4550. eas dox aii ene d to ttem ei A exces qr January 15, 2020 2,500 2,500 
2.43590 Lev Ru ee ee ee I A June 15, 2020 1,500 1,500 
2.2090... e prb beOUOHERRT REP PROPRE POPE PRESA February 28, 2021 2,500 2,500 
2:009 0. 2: i rs cegu ed opes EL Ls March 4, 2021 500 500 
ls "nm September 20, 2021 o 2,000 — 
BQO Mois secs e Raed ae Ade Ales ae Bale Me MEO Xd June 15, 2022 500 500 
200 orato a LS cites cam eae bebe ien be Beane tutus February 28, 2023 500 500 
2209/0 o ste re eo ed ees Ose ape cct September 20, 2023 @) 750 — 
3.6259 0 ades deti v esa does Quid qa d orsa Na PER qu March 4, 2024 1,000 1,000 
3:5090 i. Relbec cbe RRERUCePRI. e RP OUPPECHELRES eR: June 15, 2025 500 500 
2.9590 vo ees EIER Pme ep RT CN EP EE TS February 28, 2026 750 750 
DDO 0 N E EN EEA A EE September 20, 2026 o 1,500 — 
RT February 15, 2039 2,000 2,000 
lr "TUTTI January 15, 2040 2,000 2,000 
TOA "T $ 30,00 $ 28,400 


®© In March 2017, we repaid senior notes with an aggregate principal amount of $4.15 billion upon maturity. 
[n September 2016, we issued senior notes for an aggregate principal amount of $6.25 billion. 


Interest is payable semiannually on each class of the senior fixed-rate notes, each of which is redeemable by us at any time, 
subject to a make-whole premium. Interest is payable quarterly on the floating-rate notes. We were in compliance with all debt 
covenants as of July 29, 2017. 
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Commercial Paper Effective March 31, 2017, we increased our borrowing capacity under our commercial paper program from 
$3.0 billion to $10.0 billion. We use the proceeds from the issuance of commercial paper notes for general corporate purposes. 
We had $3.2 billion and no commercial paper notes outstanding as of July 29, 2017 and July 30, 2016, respectively. 


Credit Facilities On May 15, 2015, we entered into a credit agreement with certain institutional lenders that provides for a 
$3.0 billion unsecured revolving credit facility that is scheduled to expire on May 15, 2020. Any advances under the credit 
agreement will accrue interest at rates that are equal to, based on certain conditions, either (i) the highest of (a) the Federal Funds 
rate plus 0.50%, (b) Bank of America’s “prime rate" as announced from time to time, or (c) LIBOR, or a comparable or successor 
rate that is approved by the Administrative Agent (“Eurocurrency Rate"), for an interest period of one month plus 1.00%, or 
(11) the Eurocurrency Rate, plus a margin that is based on our senior debt credit ratings as published by Standard & Poor's 
Financial Services, LLC and Moody's Investors Service, Inc., provided that in no event will the Eurocurrency Rate be less 
than zero. We may also, upon the agreement of either the then-existing lenders or additional lenders not currently parties to the 
agreement, increase the commitments under the credit facility by up to an additional $2.0 billion and/or extend the expiration 
date of the credit facility up to May 15, 2022. 


In addition, on March 30, 2017 we entered into a 364-Day credit agreement with certain institutional lenders that provides for a 
$2.0 billion unsecured revolving credit facility that is scheduled to expire on March 29, 2018. The credit agreement also provides 
us the option to, for a fee, convert any borrowings outstanding thereunder on March 29, 2018 to a term loan maturing no later 
than March 29, 2019. The interest rate applicable to outstanding balances under the credit agreement will be based on either 
(i) the higher of (a) the rates on overnight Federal Funds transactions with members of the Federal Reserve System (i.e., Federal 
Funds rate) plus 0.50%, (b) Bank of America's “prime rate" as announced from time to time or (c) LIBOR for an interest period 
of one month plus 1.00%, or (ii) LIBOR plus a margin that is based on our senior debt credit ratings as published by S&P Global 
Rating, a business unit of Standard & Poor's Financial Services LLC, and Moody's Investors Service, Inc. 


These credit agreements require that we comply with certain covenants, including that we maintain interest coverage ratios as 
defined in these agreements. As of July 29, 2017, we were in compliance with the required interest coverage ratios and the other 
covenants, and we had not borrowed any funds under these credit facilities. 


Deferred Revenue The following table presents the breakdown of deferred revenue (in millions): 


Increase 
July 29,2017 July 30, 2016 (Decrease) 
SOLVIGE seu edes dee buu mere E ine wy ase a c UE Meee E $ 11,302 $ 10,621 $ 681 
Product: 
Deferred revenue related to recurring software and subscription offers .......... 4,971 3,308 1,663 
Other product deferred revenue. ....... llle esee 2.221 2,543 (322) 
Total product deferred revenue ........ 00... eee tees 7,192 5,851 1,341 
Total MM $ 18,494 $ 16,472 $ 2,022 
Reported as: 
(Gg PRETI RETRO $ 10,821 $ 10,155 $ 666 
Noncurreniosser endesi ets es, au tts ly e has BR a E Aes 7,673 6,317 1,356 
Total a a iat iR Re $ 18,494 $ 16472 $ 2,022 


Total deferred revenue increased 12% in fiscal 2017. Deferred product revenue increased 23% primarily due to increased 
deferrals related to recurring software and subscription offers. The portion of product deferred revenue related to recurring 
software and subscription offers grew 50%, to $5.0 billion, as of July 29, 2017. Wireless, Security, and Collaboration were the 
key product category contributors to this product deferred revenue growth during the fiscal year. Deferred service revenue 
increased 6% driven by the timing and amount of multiyear arrangements and our focus on contract renewals and service 
contract attach rates. 
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Contractual Obligations 


The impact of contractual obligations on our liquidity and capital resources in future periods should be analyzed in conjunction 
with the factors that impact our cash flows from operations discussed previously. In addition, we plan for and measure our 
liquidity and capital resources through an annual budgeting process. The following table summarizes our contractual obligations 
at July 29, 2017 (in millions): 


PAY MENTS DUE BY PERIOD 
Less than 1 1to3 3to5 More than 

July 29, 2017 Total Year Years Years 5 Years 
Operating leases ........ csse $ 12237 $ 417 $ 467 $ 210 $ 143 
Purchase commitments with contract manufacturers 
and.suppliérs usse du see a ace pO E ded 4,640 4,620 20 — — 
Other purchase obligations ..................0005 1,987 750 867 284 86 
Senior NOES RT 30,500 4,750 11,250 5,500 9,000 
Other long-term liabilities....................04. 1,179 — 209 99 871 

Total by period... eee eben $ 39,543 $ 10537 $ 12,813 $ 6,093 $ 10,100 
Other long-term liabilities (uncertainty in the timing 
of future payments) ....... 00.0... cee eee eee 1,521 

Total EHMNPOLHTEP PPP PPEPOPEF CDS $ 41,064 


Operating Leases For more information on our operating leases, see Note 12 to the Consolidated Financial Statements. 


Purchase Commitments with Contract Manufacturers and Suppliers We purchase components from a variety of suppliers and 
use several contract manufacturers to provide manufacturing services for our products. A significant portion of our reported 
estimated purchase commitments arising from these agreements are firm, noncancelable, and unconditional commitments. 
We record a liability for firm, noncancelable, and unconditional purchase commitments for quantities in excess of our future 
demand forecasts consistent with the valuation of our excess and obsolete inventory. See further discussion in “Inventory Supply 
Chain." As of July 29, 2017, the liability for these purchase commitments was $162 million and is recorded in other current 
liabilities and is not included in the preceding table. 


Other Purchase Obligations Other purchase obligations represent an estimate of all contractual obligations in the ordinary 
course of business, other than operating leases and commitments with contract manufacturers and suppliers, for which we 
have not received the goods or services. Purchase orders are not included in the preceding table as they typically represent our 
authorization to purchase rather than binding contractual purchase obligations. 


Long-Term Debt The amount of long-term debt in the preceding table represents the principal amount of the respective debt 
instruments. See Note 10 to the Consolidated Financial Statements. 


Other Long-Term Liabilities Other long-term liabilities primarily include noncurrent income taxes payable, accrued liabilities 
for deferred compensation, deferred tax liabilities, and certain other long-term liabilities. Due to the uncertainty in the timing 
of future payments, our noncurrent income taxes payable of approximately $1,250 million and deferred tax liabilities of 
$271 million were presented as one aggregated amount in the total column on a separate line in the preceding table. Noncurrent 
income taxes payable include uncertain tax positions (see Note 16 to the Consolidated Financial Statements). 


Other Commitments 


In connection with our acquisitions, we have agreed to pay certain additional amounts contingent upon the achievement of 
certain agreed-upon technology, development, product, or other milestones or the continued employment with us of certain 
employees of the acquired entities. See Note 12 to the Consolidated Financial Statements. 


Insieme Networks, Inc. In fiscal 2012, we made an investment in Insieme, an early stage company focused on research and 
development in the data center market. This investment included $100 million of funding and a license to certain of our 
technology. During fiscal 2014, we acquired the remaining interests in Insieme, at which time the former noncontrolling interest 
holders became eligible to receive up to two milestone payments, which were determined using agreed-upon formulas based 
primarily on revenue for certain of Insieme’s products. The former noncontrolling interest holders earned the maximum amount 
related to these two milestone payments and were paid approximately $441 million and $389 million during fiscal 2017 and 
fiscal 2016, respectively. During fiscal 2017, 2016, and 2015, we recorded compensation expense of $47 million, $160 million 
and $207 million, respectively, related to these milestone payments. We do not expect a material amount of future compensation 
expense or further milestone payments related to this acquisition. 
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Other Funding Commitments We also have certain funding commitments primarily related to our investments in privately held 
companies and venture funds, some of which are based on the achievement of certain agreed-upon milestones, and some of 
which are required to be funded on demand. The funding commitments were $216 million as of July 29, 2017, compared with 
$222 million as of July 30, 2016. 


Off-Balance Sheet Arrangements 


We consider our investments in unconsolidated variable interest entities to be off-balance sheet arrangements. In the ordinary 
course of business, we have investments in privately held companies including venture funds and provide financing to certain 
customers. Certain of these investments are considered to be variable interest entities. We evaluate on an ongoing basis our 
investments in these privately held companies and customer financings, and we have determined that as of July 29, 2017 there 
were no material unconsolidated variable interest entities. 


On an ongoing basis, we reassess our investments in privately held companies and customer financings to determine if they are 
variable interest entities and 1f we would be regarded as the primary beneficiary pursuant to the applicable accounting guidance. 
As a result of this ongoing assessment, we may be required to make additional disclosures or consolidate these entities. Because 
we may not control these entities, we may not have the ability to influence these events. 


We provide financing guarantees, which are generally for various third-party financing arrangements extended to our channel 
partners and end-user customers. We could be called upon to make payments under these guarantees in the event of nonpayment 
by the channel partners or end-user customers. See the previous discussion of these financing guarantees under “Financing 
Receivables and Guarantees." 


Securities Lending 


We periodically engage in securities lending activities with certain of our available-for-sale investments. These transactions 
are accounted for as a secured lending of the securities, and the securities are typically loaned only on an overnight basis. The 
average daily balance of securities lending for fiscal 2017 and 2016 was $0.7 billion and $0.6 billion, respectively. We require 
collateral equal to at least 102% of the fair market value of the loaned security and that the collateral be in the form of cash or 
liquid, high-quality assets. We engage in these secured lending transactions only with highly creditworthy counterparties, and 
the associated portfolio custodian has agreed to indemnify us against collateral losses. As of July 29, 2017 and July 30, 2016, 
we had no outstanding securities lending transactions. We believe these arrangements do not present a material risk or impact 
to our liquidity requirements. 


Liquidity and Capital Resource Requirements 


Based on past performance and current expectations, we believe our cash and cash equivalents, investments, cash generated 
from operations, and ability to access capital markets and committed credit lines will satisfy, through at least the next 
12 months, our liquidity requirements, both in total and domestically, including the following: working capital needs, capital 
expenditures, investment requirements, stock repurchases, cash dividends, contractual obligations, commitments, principal and 
interest payments on debt, pending acquisitions, future customer financings, and other liquidity requirements associated with 
our operations. There are no other transactions, arrangements, or relationships with unconsolidated entities or other persons that 
are reasonably likely to materially affect the liquidity and the availability of, as well as our requirements for, capital resources. 


Item 7A. Quantitative and Qualitative Disclosures About Market Risk 


Our financial position is exposed to a variety of risks, including interest rate risk, equity price risk, and foreign currency 
exchange risk. 


Interest Rate Risk 


Fixed Income Securities We maintain an investment portfolio of various holdings, types, and maturities. Our primary objective 
for holding fixed income securities is to achieve an appropriate investment return consistent with preserving principal and 
managing risk. At any time, a sharp rise in market interest rates could have a material adverse impact on the fair value of 
our fixed income investment portfolio. Conversely, declines in interest rates, including the impact from lower credit spreads, 
could have a material adverse impact on interest income for our investment portfolio. We may utilize derivative instruments 
designated as hedging instruments to achieve our investment objectives. We had no outstanding hedging instruments for our 
fixed income securities as of July 29, 2017. Our fixed income investments are held for purposes other than trading. Our fixed 
income investments are not leveraged as of July 29, 2017. We monitor our interest rate and credit risks, including our credit 
exposures to specific rating categories and to individual issuers. We believe the overall credit quality of our portfolio is strong. 
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The following tables present the hypothetical fair values of our fixed income securities, including the hedging effects when 
applicable, as a result of selected potential market decreases and increases in interest rates. The market changes reflect immediate 
hypothetical parallel shifts in the yield curve of plus or minus 50 basis points (“BPS”), plus 100 BPS, and plus 150 BPS. Due to 
the low interest rate environment at the end of fiscal 2016, we did not believe a parallel shift of minus 100 BPS or minus 150 BPS 
was relevant. The hypothetical fair values as of July 29, 2017 and July 30, 2016 are as follows (in millions): 


VALUATION OF SECURITIES VALUATION OF SECURITIES 
GIVEN AN INTEREST RATE FAIR VALUE GIVEN AN INTEREST RATE 
DECREASE OF X BASIS POINTS AS OF INCREASE OF X BASIS POINTS 
(150 BPS)  (100BPS)  (S50BPS) JULY 29,2017 50BPS 100 BPS 150 BPS 
Fixed income securities ............ $58,728 $58,177 $57,627 $57,077 $56,527 $55,977 $55,426 
VALUATION OF SECURITIES VALUATION OF SECURITIES 
GIVEN AN INTEREST RATE FAIR VALUE GIVEN AN INTEREST RATE 
DECREASE OF X BASIS POINTS AS OF INCREASE OF X BASIS POINTS 
(150 BPS)  (100BPS) (50BPS) JULY 30,2016 50 BPS 100 BPS 150 BPS 
Fixed income securities ............ N/A N/A $57,074 $56,621 $56,168 $55,715 $55,262 


Financing Receivables As of July 29, 2017, our financing receivables had a carrying value of $9.6 billion, compared with 
$8.4 billion as of July 30, 2016. As of July 29, 2017, a hypothetical 50 BPS increase or decrease in market interest rates would 
change the fair value of our financing receivables by a decrease or increase of approximately $0.1 billion, respectively. 


Debt As of July 29, 2017, we had $30.5 billion in principal amount of senior notes outstanding, which consisted of $2.9 billion 
floating-rate notes and $27.6 billion fixed-rate notes. The carrying amount of the senior notes was $30.5 billion, and the related 
fair value based on market prices was $32.1 billion. As of July 29, 2017, a hypothetical 50 BPS increase or decrease in market 
interest rates would change the fair value of the fixed-rate debt, excluding the $6.8 billion of hedged debt, by a decrease or 
increase of approximately $0.6 billion, respectively. However, this hypothetical change in interest rates would not impact the 
interest expense on the fixed-rate debt that is not hedged. 


Equity Price Risk 


The fair value of our equity investments in publicly traded companies is subject to market price volatility. We may hold equity 
securities for strategic purposes or to diversify our overall investment portfolio. Our equity portfolio consists of securities with 
characteristics that most closely match the Standard & Poor's 500 Index or NASDAQ Composite Index. These equity securities 
are held for purposes other than trading. To manage our exposure to changes in the fair value of certain equity securities, we 
may enter into equity derivatives designated as hedging instruments. 


Publicly Traded Equity Securities The following tables present the hypothetical fair values of publicly traded equity securities 
as a result of selected potential decreases and increases in the price of each equity security in the portfolio, excluding hedged 
equity securities, if any. Potential fluctuations in the price of each equity security in the portfolio of plus or minus 1096, 2096, 
and 30% were selected based on potential near-term changes in those security prices. The hypothetical fair values as of July 
29, 2017 and July 30, 2016 are as follows (in millions): 


VALUATION OF VALUATION OF 
SECURITIES SECURITIES 
GIVEN AN X% GIVEN AN X% 
DECREASE IN FAIR VALUE INCREASE IN 
EACH STOCK'S PRICE AS OF EACH STOCK’S PRICE 
GO% (20)% (10)% JULY 29, 2017 10% 20% 30% 
Publicly traded equity securities ..... $1,195 $1,366 $1,536 $1,707 $1,878 $2,048 $2,219 
VALUATION OF VALUATION OF 
SECURITIES SECURITIES 
GIVEN AN X% GIVEN AN X% 
DECREASE IN FAIR VALUE INCREASE IN 
EACH STOCK’S PRICE AS OF EACH STOCK’S PRICE 
(30)% (20)% (10)% JULY 30, 2016 10% 20% 30% 
Publicly traded equity securities ..... $1,053 $1,203 $1,354 $1,504 $1,654 $1,805 $1,955 
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Investments in Privately Held Companies We have also invested in privately held companies. These investments are recorded in 
other assets in our Consolidated Balance Sheets and are accounted for using primarily either the cost or the equity method. As of 
July 29, 2017, the total carrying amount of our investments in privately held companies was $983 million, compared with $1,003 
million at July 30, 2016. Some of the privately held companies in which we invested are in the startup or development stages. 
These investments are inherently risky because the markets for the technologies or products these companies are developing are 
typically in the early stages and may never materialize. We could lose our entire investment in these companies. Our evaluation 
of investments in privately held companies is based on the fundamentals of the businesses invested in, including, among other 
factors, the nature of their technologies and potential for financial return. 


Foreign Currency Exchange Risk 


Our foreign exchange forward and option contracts outstanding at fiscal year-end are summarized in U.S. dollar equivalents as 
follows (in millions): 


July 29, 2017 July 30, 2016 


Notional Amount Fair Value Notional Amount Fair Value 


Forward contracts: 


Purchased.iiliyillàeillhybebbeieb EE T $ 2,562 $ 39 $ 3,079 $ (41) 

ND "——————————— $ 729 $ Q) $ 651 $ — 
Option contracts: 

Purchased. . 1.2.2.0... 0c cece cece cent en $ 528 $ 7 § 688 $ 4 

SOld. s Sut han ep EERSSENESRUFEPIM Mis Ue IU IN aha. $ 486 $ (a) $ 620 $ (10) 


We conduct business globally in numerous currencies. The direct effect of foreign currency fluctuations on revenue has not 
been material because our revenue is primarily denominated in U.S. dollars. However, if the U.S. dollar strengthens relative to 
other currencies, such strengthening could have an indirect effect on our revenue to the extent it raises the cost of our products 
to non-U.S. customers and thereby reduces demand. A weaker U.S. dollar could have the opposite effect. However, the precise 
indirect effect of currency fluctuations is difficult to measure or predict because our revenue is influenced by many factors in 
addition to the impact of such currency fluctuations. 


Approximately 70% of our operating expenses are U.S.-dollar denominated. In fiscal 2017, foreign currency fluctuations, net 
of hedging, decreased our combined R&D, sales and marketing, and G&A expenses by approximately $77 million, or 0.4%, as 
compared with fiscal 2016. In fiscal 2016, foreign currency fluctuations, net of hedging, decreased our combined R&D, sales 
and marketing, and G&A expenses by approximately $567 million, or 3.1%, as compared with fiscal 2015. To reduce variability 
in operating expenses and service cost of sales caused by non-U.S.-dollar denominated operating expenses and costs, we hedge 
certain forecasted foreign currency transactions with currency options and forward contracts. These hedging programs are not 
designed to provide foreign currency protection over long time horizons. In designing a specific hedging approach, we consider 
several factors, including offsetting exposures, significance of exposures, costs associated with entering into a particular hedge 
instrument, and potential effectiveness of the hedge. The gains and losses on foreign exchange contracts mitigate the effect of 
currency movements on our operating expenses and service cost of sales. 


We also enter into foreign exchange forward and option contracts to reduce the short-term effects of foreign currency fluctuations 
on receivables and payables that are denominated in currencies other than the functional currencies of the entities. The market 
risks associated with these foreign currency receivables, investments, and payables relate primarily to variances from our 
forecasted foreign currency transactions and balances. We do not enter into foreign exchange forward or option contracts for 
speculative purposes. 
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Report of Independent Registered Public Accounting Firm 


To the Board of Directors and Shareholders of Cisco Systems, Inc.: 


In our opinion, the accompanying consolidated balance sheets and the related consolidated statements of operations, of 
comprehensive income, of cash flows and of equity present fairly, in all material respects, the financial position of Cisco Systems, 
Inc. and its subsidiaries at July 29, 2017 and July 30, 2016, and the results of their operations and their cash flows for each of the 
three years in the period ended July 29, 2017 in conformity with accounting principles generally accepted in the United States 
of America. In addition, in our opinion, the financial statement schedule appearing under Item 15(a)(2) presents fairly, in all 
material respects, the information set forth therein when read in conjunction with the related consolidated financial statements. 
Also in our opinion, the Company maintained, in all material respects, effective internal control over financial reporting as 
of July 29, 2017, based on criteria established in /nternal Control—Integrated Framework (2013) issued by the Committee 
of Sponsoring Organizations of the Treadway Commission (COSO). The Company's management is responsible for these 
financial statements and financial statement schedule, for maintaining effective internal control over financial reporting and 
for its assessment of the effectiveness of internal control over financial reporting, included in the accompanying Management's 
Report on Internal Control over Financial Reporting. Our responsibility is to express opinions on these financial statements, 
on the financial statement schedule, and on the Company's internal control over financial reporting based on our integrated 
audits. We conducted our audits in accordance with the standards of the Public Company Accounting Oversight Board (United 
States). Those standards require that we plan and perform the audits to obtain reasonable assurance about whether the financial 
statements are free of material misstatement and whether effective internal control over financial reporting was maintained 
in all material respects. Our audits of the financial statements included examining, on a test basis, evidence supporting the 
amounts and disclosures in the financial statements, assessing the accounting principles used and significant estimates made by 
management, and evaluating the overall financial statement presentation. Our audit of internal control over financial reporting 
included obtaining an understanding of internal control over financial reporting, assessing the risk that a material weakness 
exists, and testing and evaluating the design and operating effectiveness of internal control based on the assessed risk. Our 
audits also included performing such other procedures as we considered necessary in the circumstances. We believe that our 
audits provide a reasonable basis for our opinions. 


A company's internal control over financial reporting is a process designed to provide reasonable assurance regarding the 
reliability of financial reporting and the preparation of financial statements for external purposes in accordance with generally 
accepted accounting principles. A company's internal control over financial reporting includes those policies and procedures that 
(1) pertain to the maintenance of records that, in reasonable detail, accurately and fairly reflect the transactions and dispositions 
of the assets of the company; (11) provide reasonable assurance that transactions are recorded as necessary to permit preparation 
of financial statements in accordance with generally accepted accounting principles, and that receipts and expenditures of the 
company are being made only in accordance with authorizations of management and directors of the company; and (111) provide 
reasonable assurance regarding prevention or timely detection of unauthorized acquisition, use, or disposition of the company's 
assets that could have a material effect on the financial statements. 


Because of its inherent limitations, internal control over financial reporting may not prevent or detect misstatements. Also, 
projections of any evaluation of effectiveness to future periods are subject to the risk that controls may become inadequate 
because of changes in conditions, or that the degree of compliance with the policies or procedures may deteriorate. 


Ppicewatertorse ropes LLP 
San Jose, California 
September 7, 2017 
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Reports of Management 
Statement of Management’s Responsibility 


Cisco’s management has always assumed full accountability for maintaining compliance with our established financial 
accounting policies and for reporting our results with objectivity and the highest degree of integrity. It is critical for investors 
and other users of the Consolidated Financial Statements to have confidence that the financial information that we provide is 
timely, complete, relevant, and accurate. Management is responsible for the fair presentation of Cisco’s Consolidated Financial 
Statements, prepared in accordance with accounting principles generally accepted in the United States of America, and has full 
responsibility for their integrity and accuracy. 


Management, with oversight by Cisco’s Board of Directors, has established and maintains a strong ethical climate so that our 
affairs are conducted to the highest standards of personal and corporate conduct. Management also has established an effective 
system of internal controls. Cisco’s policies and practices reflect corporate governance initiatives that are compliant with the 
listing requirements of NASDAQ and the corporate governance requirements of the Sarbanes-Oxley Act of 2002. 


We are committed to enhancing shareholder value and fully understand and embrace our fiduciary oversight responsibilities. 
We are dedicated to ensuring that our high standards of financial accounting and reporting, as well as our underlying system 
of internal controls, are maintained. Our culture demands integrity, and we have the highest confidence in our processes, our 
internal controls and our people, who are objective in their responsibilities and who operate under the highest level of ethical 
standards. 


Management’s Report on Internal Control over Financial Reporting 


Management is responsible for establishing and maintaining adequate internal control over financial reporting for Cisco. Internal 
control over financial reporting is a process designed to provide reasonable assurance regarding the reliability of financial 
reporting and the preparation of financial statements for external purposes in accordance with generally accepted accounting 
principles. Internal control over financial reporting includes those policies and procedures that (i) pertain to the maintenance 
of records that in reasonable detail accurately and fairly reflect the transactions and dispositions of the assets of the Company; 
(ii) provide reasonable assurance that transactions are recorded as necessary to permit preparation of financial statements in 
accordance with generally accepted accounting principles and that receipts and expenditures of the Company are being made 
only in accordance with authorizations of management and directors of the Company; and (iii) provide reasonable assurance 
regarding prevention or timely detection of unauthorized acquisition, use, or disposition of the Company’s assets that could have 
a material effect on the financial statements. 


Because of its inherent limitations, internal control over financial reporting may not prevent or detect misstatements. Also, 
projections of any evaluation of effectiveness to future periods are subject to the risk that controls may become inadequate 
because of changes in conditions or that the degree of compliance with the policies or procedures may deteriorate. 


Management (with the participation of the principal executive officer and principal financial officer) conducted an evaluation 
of the effectiveness of Cisco’s internal control over financial reporting based on the framework in /nternal Control— 
Integrated Framework (2013) issued by the Committee of Sponsoring Organizations of the Treadway Commission. Based 
on this evaluation, management concluded that Cisco's internal control over financial reporting was effective as of July 29, 
2017. PricewaterhouseCoopers LLP, an independent registered public accounting firm, has audited the effectiveness of Cisco's 
internal control over financial reporting and has issued a report on Cisco’s internal control over financial reporting, which is 
included in their report on the preceding page. 


AL a HL Gd ph 


Charles H. Robbins Kelly A. Kramer 
Chief Executive Officer and Director Executive Vice President and Chief Financial Officer 
September 7, 2017 September 7, 2017 
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CISCO SYSTEMS, INC. 
Consolidated Balance Sheets 
(in millions, except par value) 


July 29, 2017 July 30, 2016 


ASSETS 
Current assets: 
Cash and cash equivalents... liiis $ 11,708 $ 7,631 
[have SEIHOTIES: 3-4 as. dec ates et ens Rt DN t et Bey ent aes St keto, he URP ERO TATE hg 58,784 58,125 
Accounts receivable, net of allowance for doubtful accounts 
of $211 at July 29, 2017 and $249 at July 30, 2016... 2... cee 5,146 5,847 
InyentoPleS. oe oce trahendo ha Los ak a REN EE MI LEM 1,616 1,217 
Financing receivables, net |... ninina beaa a a e E U E AA a a a EE a Be a Ei 4,856 4,272 
Other current 35868... «us nose irr TE ae dat HEUS UDINE RS d Magne TUE RA 1,593 1,627 
Totaleurrent assets. ies oss eee oak ew hic eee etia s Re Se a tlie TT EE 83,703 78,719 
Property aiid equipment, net 0.64.5 .0he llc ls bokeh Re Or ad bb eee ed eee edd 3,322 3,506 
Financing receivables net «« 3.6 edr be a Re ERR a eh eee eee ee 4,738 4,158 
Goodwill 1 cos RS4 6 obs bev ed ee head Gatch oe ay ERR WRI C ARIES EMEN Pene be I A vs 29,766 26,625 
Purchased intangible assets, net... 0... ketene ene enn eae 2,539 2,501 
Deferreditax assets: os etes sn. 3. cect bys ett auci ates Seat a d d REL eere ted es eee teres 4,239 4,299 
Oher.assels- osos ea ay tate ni e LM LL sees d i E 1,511 1,844 
TOTAL. ASSETS 6:56 33 Fe. nace ines oe Bee eee HERE ORCL PSO EE eee ES EUER $ 129,818 $ 121,652 
LIABILITIES AND EQUITY 
Current liabilities: 
Short-term debt oa; sce fee v err o SR en e o IRSE o Wh e E ee RU $ 7,992 $ 4,160 
Accounts payable; iss restek piee i i E EARE EEEE EE EEEE E EEEE 1,385 1,056 
Income taxes payables riren tersi erm ele RR E dk RR eR EA EEE EY eo 98 517 
Accrued compensation. .......... 0.0 ccc eee hes 2,895 2,951 
Deferred revenue... sse sek eh ee dy er OE UR ERR SACR hobo A asda a Perche 10,821 10,155 
Other current làbilities....—.2 xui ete tme P IS RISUS pU tee Rede EARS 4,392 6,072 
Totalcurrent abilities. sers zar cree vA ERR ECRIRE OR EE Eee ete ees 27,583 24,911 
Long-term debt «35.6 ¢s034 ache Re ean ee UR eee ode ued eee Rem Rx RENT REN ees 25,725 24,483 
Income taxes payable. siise Fic bos ae idee ep eda Ra Meda wees de bende ee Sade 1,250 925 
Deferred revenue |... bi eid} ede heb ako aes Ha iee eine. Gee Sead Geb ees ERAEN ES 7,673 6,317 
Other long-term liabilities... 0... cece III ENE 1,450 1,431 
PO tala MS Seea acetate pact ta pde scent’ r N Paspile s ductu p putes burst aes 63,681 58,067 
Commitments and contingencies (Note 12) 
Equity: 
Cisco shareholders’ equity: 
Preferred stock, no par value: 5 shares authorized; none issued and outstanding .......... — — 


Common stock and additional paid-in capital, $0.001 par value: 20,000 shares 
authorized; 4,983 and 5,029 shares issued and outstanding at July 29, 2017 and 


July 30,2016; tespectively:. eas acd eet bep eh deett eot ee uar Va dares 45,253 44,516 
Retained earnings 2.1222 bec e eee REID LRL EK EV EUG RR we REG PR A eed 20,838 19,396 
Accumulated other comprehensive income (loss). ......... lisse eese 46 (326) 
Total Cisco shareholders’ equity siisi saaa eect eh 66,137 63,586 
Noncontrolling interests... sels i nehm E e dore oer edem Rome REOR — (1) 
Totaléquity. 054.60 cena uri RE OE CX S ecebyerbe SE peed PRO OPERE Uis 66,137 63,585 
TOTAL LIABILITIES AND EQUITY...............sessssseee ees $ 129818 $ 121,652 


See Notes to Consolidated Financial Statements. 
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CISCO SYSTEMS, INC. 
Consolidated Statements of Operations 
(in millions, except per-share amounts) 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
REVENUE: 
cnn Pcr $ 35,705 $ 37254 $ 37,750 
NEL VICE PI TI a E E E E A 12,300 11,993 11,411 
Totalreyente 2 ax vus Les y ea iras rd eese E e Pe ie 48,005 49,247 49,161 
COST OF SALES: 
PPO MUG ETE 13,699 14,161 15,377 
sinu c p T" Gees Ot cae a eee one Saree Ges ee ee epee eG 4,082 4,126 4,103 
Total cost of sales... ria 4s oe bk EaR hh COP RI DO Ne 17,781 18,287 19,480 
GROSS MARGIN ...... 0... eh a 30,224 30,960 29,681 
OPERATING EXPENSES: 
Research and development... ......... 00.00 c cece eens 6,059 6,296 6,207 
Sales.and.marketing i. cca ead Sets wed br ad where ages eda RE SLE 9,184 9,619 9,821 
General and administrative ..... 0.0... llle 1,993 1,814 2,040 
Amortization of purchased intangible assets........... 0.0.00 e eee eee eee 259 303 359 
Restructuring and other charges csse 0.2.0... eee eee eee ene 756 268 484 
Total operating expenses .. 1.0... eee ene eee 18,251 18,300 18,911 
OPERATINGINCOME.................. sees tenes 11,973 12,660 10,770 
Interest income; siio ueber REG RE LUDESS ERES UNSERES SER 1,338 1,005 769 
Interest experse-. i. eed Low beo eaa organ au ep ERN a cR qu dede (861) (676) (566) 
Other 13come-(l085); netz cesi Bos Le ers SHES SERRA LN EEE ORE (163) (69) 228 
Interest and other income (loss), Nets cse 0.0... eee eee eee 314 260 431 
INCOME BEFORE PROVISION FOR INCOME TAXES ................ 12,287 12,920 11,201 
Provision for INCOME TAXES ™ 2e eins pe bes ea EROR dood GE QUE WO 2,678 2,181 2,220 
NET INCOME oo. occ eck ssa bbe REGAT A A aS $ 9,600 $ 10,739 $ 8,981 
Net income per share: 
DLP --—————————————— $ 192 $ 24.3 $ 1.76 
Diluted si ects "E $ 190 $ 211 $ 1.75 
Shares used in per-share calculation: 
ASIC 3 eea e ear Sterns a e tane Le te E E 5,010 5,053 5,104 
Diluted sareen tots ares cess S aa aa a N a 5,049 5,088 5,146 
Cash dividends declared per common share... illie esses. $ 1.10 $ 094 $ 0.80 


See Notes to Consolidated Financial Statements. 
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CISCO SYSTEMS, INC. 
Consolidated Statements of Comprehensive Income 
(in millions) 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Nétancome:.. i olb$ n doh Ses. Ga de bat Shade Silk Bald Gow RGR ERS ee bake $ 9,609 $ 10,739 $ 8,981 
Available-for-sale investments: 
Change in net unrealized gains and losses, net of tax benefit (expense) 


of $74, $(49), and $14 for fiscal 2017, 2016, and 2015, respectively........ (89) 92 (12) 

Net (gains) losses reclassified into earnings, net of tax expense (benefit) 

of $(37), $0, and $57 for fiscal 2017, 2016, and 2015, respectively ........ 50 1 (100) 
(39) 93 (112) 


Cash flow hedging instruments: 
Change in unrealized gains and losses, net of tax benefit (expense) 


of $(5), $7, and $19 for fiscal 2017, 2016, and 2015, respectively ......... 17 (59) (140) 

Net (gains) losses reclassified into earnings, net of tax (benefit) expense 

of $(5), $(4), and $(18) for fiscal 2017, 2016, and 2015, respectively....... 74 16 136 
91 (43) (4) 


Net change in cumulative translation adjustment and actuarial 
gains and losses, net of tax benefit (expense) of $(13), $(42), 


and $63 for fiscal 2017, 2016, and 2015, respectively ..............0..0005 321 (447) (498) 
Other comprehensive income (loss) ........... 00 0c cece eee teen ee 373 (397) (614) 
Comprehensive INCOME «x». 20426 oc Qaeda gen bea RIS EFE LE oy eae eee 9,982 10,342 8,367 
Comprehensive (income) loss attributable to noncontrolling interests........... (1) 10 (2) 
Comprehensive income attributable to Cisco Systems, Inc.................... $ 9981 $ 10,352 $ 8,365 


See Notes to Consolidated Financial Statements. 


70 


Years Ended 
Cash flows from operating activities: 


Néetineome:. vice aly ete 


CISCO SYSTEMS, INC. 


Consolidated Statements of Cash Flows 


(in millions) 


Adjustments to reconcile net income to net cash 


provided by operating activities: 


Depreciation, amortization, and other..............0.0 00 eee eee 
Share-based compensation expense............. 000 c eee eee eee 


Provision for receivables 


Deferred income taxes........ 
Excess tax benefits from share-based compensation 


(Gains) losses on divestitures, investments and other, net.............. 
Change in operating assets and liabilities, net of effects 


of acquisitions and divestitures: 


Accounts receivable .......... 


Inventories 


Financing receivables......... 


Other assets 


Accounts payable ............ 


Income taxes, net 


Accrued compensation. ....... 


Deferred revenue 


Other liabilities.............. 
Net cash provided by operating activities 


Cash flows from investing activities: 


Purchases of investments......... 


Acquisition of businesses, net of cash and cash equivalents acquired 


Proceeds from business divestiture 


Cash flows from financing activities: 


Issuances of common stock....... 


Net cash used in investing activities 


Repurchases of common stock - repurchase program.................45. 
Shares repurchased for tax withholdings on vesting 


of restricted stock units 


Short-term borrowings, original maturities less than 90 days, net.......... 


Issuances of debt 


Net cash used in financing activities 
Net increase in cash and cash equivalents 
Cash and cash equivalents, beginning of fiscal year 


Cash and cash equivalents, end of fiscal year...... 00.0... eee eee eee 


Supplemental cash flow information: 


Cash paid for interest............... 
Cash paid for income taxes, net....... 


See Notes to Consolidated Financial Statements. 


July 29, 2017 July 30, 2016 July 25, 2015 
$ 9,609 $ 10,739 $ 8,981 
2,286 2,150 2,442 
1,526 1,458 1,440 
(8) (9) 134 
(124) (194) (23) 
(153) (129) (128) 
154 (317) (258) 
756 (404) (413) 
(394) 315 (116) 
(1,038) (150) (634) 
15 (37) (370) 
311 (65) 87 
60 (300) 53 
(110) (101) 7 
1,683 1,219 1,275 
(697) (605) 75 
13,876 13,570 12,552 
(42,702) (46,760) (43,975) 
28,827 28,778 20,237 
12,143 14,115 15,293 
(3,324) (3,161) (326) 
— 372 — 
Q22) (256) (222) 
203 91 288 
(964) (1,146) (1,227) 
7 41 22 
39 (191) (178) 
(5,993) (8,117) (10,088) 
708 1,127 2,016 
(3,685) (3,909) (4,324) 
(619) (557) (502) 
2,497 (4) (4) 
6,980 6,978 4,981 
(4,151) (3,863) (508) 
153 129 128 
(5,511) (4,750) (4,086) 
(178) 150 (14) 
(3,806) (4,699) (2,313) 
4,077 754 151 
7,631 6,877 6,726 
$ 11,708 $ 7,681 $ 6,877 
$ 897 $ 859 $ 760 
$ 2,/42 $ 2,075 $ 2,190 


CISCO SYSTEMS, INC. 
Consolidated Statements of Equity 
(in millions, except per-share amounts) 


Common Stock Accumulated 
Shares of and Other Total Cisco Non- 
Common Additional Retained | Comprehensive Shareholders’ controlling 

Stock Paid-In Capital Earnings Income (Loss) Equity Interests Total Equity 
BALANCE AT JULY 26, 2014 .......... 5,107 $ 41,884 $ 14,093 $ 677 $ 56,654 $ 7 $ 56,661 
Net INCOME aei dh ese Dada v od ede 8,981 8,981 8,981 
Other comprehensive income (loss)....... (616) (616) 2 (614) 
Issuance of common stock.............. 153 2,016 2,016 2,016 
Repurchase of common stock ........... (155) (1,291) (2,943) (4,234) (4,234) 
Shares repurchased for tax withholdings 
on vesting of restricted stock units ....... (20) (502) (502) (502) 
Cash dividends declared ($0.80 per 
common share)........... 0000 0e eee aee (4,086) (4,086) (4,086) 
Tax effects from employee stock 
incentive plans ................0000005 41 41 41 
Share-based compensation.............. 1,440 1,440 1,440 
Purchase acquisitions and other.......... 4 i 4 
BALANCE AT JULY 25,2015 .......... 5,085 $ 43,592 $ 16,045 $ 61 $ 59,698 $ 9 $ 59,707 
Net income .............0 002 ce eee eee 10,739 10,739 10,739 
Other comprehensive income (loss)....... (387) (387) (10) (397) 
Issuance of common stock.............. 113 1,127 1,127 1,127 
Repurchase of common stock ........... (148) (1,280) (2,638) (3,918) (3,918) 
Shares repurchased for tax withholdings 
on vesting of restricted stock units ....... (21) (557) (557) (557) 
Cash dividends declared ($0.94 per 
common share)..............2000-e eee (4,750) (4,750) (4,750) 
Tax effects from employee stock 
incentive plans ssor cre csscsscsn eissis 30 30 30 
Share-based compensation.............. 1,458 1,458 1,458 
Purchase acquisitions and other.......... 146 146 146 
BALANCE AT JULY 30, 2016......... 5,029 $ 44,516 $ 19,396 $ (326) $ 63,586 $ (1) $ 63,585 
Net income..................0.0 eee ee 9,609 9,609 9,609 
Other comprehensive income (loss) ..... 372 372 1 373 
Issuance of common stock............. 92 708 708 708 
Repurchase of common stock .......... (118) (1,050) (2,656) (3,706) (3,706) 
Shares repurchased for tax withholdings 
on vesting of restricted stock units...... (20) (619) (619) (619) 
Cash dividends declared ($1.10 per 
common share) ..................+045 (5,511) (5,511) (5,511) 
Tax effects from employee stock 
incentive plans....................... (10) (10) (10) 
Share-based compensation ............ 1,540 1,540 1,540 
Purchase acquisitions and other........ 168 168 168 
BALANCE AT JULY 29,2017 ......... 4,9983 $ 45253 $ 20,838 $ 46 $ 66,137 $ — $ 66,37 


Supplemental Information 


In September 2001, the Company’s Board of Directors authorized a stock repurchase program. As of July 29, 2017, the Company’s 
Board of Directors had authorized an aggregate repurchase of up to $112 billion of common stock under this program with no 
termination date. For additional information regarding stock repurchase, see Note 13 to the Consolidated Financial Statements. 
The stock repurchases since the inception of this program and the related impacts on Cisco shareholders’ equity are summarized 
in the following table (in millions): 


Shares of Common Stock Total Cisco 
Common and Additional Retained Shareholders’ 
Stock Paid-In Capital Earnings Equity 
Repurchases of common stock under the repurchase program ...... 4,709 $ 24,945 $ 75,358 $ 100,303 


See Notes to Consolidated Financial Statements. 
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CISCO SYSTEMS, INC. 
Notes to Consolidated Financial Statements 


1. Basis of Presentation 


The fiscal year for Cisco Systems, Inc. (the “Company” or “Cisco”) is the 52 or 53 weeks ending on the last Saturday in July. 
Fiscal 2017 and fiscal 2015 were each 52-week fiscal years, while fiscal 2016 was a 53-week fiscal year. The Consolidated 
Financial Statements include the accounts of Cisco and its subsidiaries. All intercompany accounts and transactions have been 
eliminated. The Company conducts business globally and is primarily managed on a geographic basis in the following three 
geographic segments: the Americas; Europe, Middle East, and Africa (EMEA); and Asia Pacific, Japan, and China (APJC). 


The Company consolidates its investments in a venture fund managed by SOFTBANK Corp. and its affiliates (““SSOFTBANK”) 
as this is a variable interest entity and the Company is the primary beneficiary. The noncontrolling interests attributed to 
SOFTBANK are presented as a separate component from the Company’s equity in the equity section of the Consolidated 
Balance Sheets. SOFTBANK’s share of the earnings in the venture fund are not presented separately in the Consolidated 
Statements of Operations as these amounts are not material for any of the fiscal periods presented. 


Certain reclassifications have been made to the amounts for prior years in order to conform to the current year’s presentation. 
The Company has evaluated subsequent events through the date that the financial statements were issued. 


2. Summary of Significant Accounting Policies 


(a) Cash and Cash Equivalents The Company considers all highly liquid investments purchased with an original or remaining 
maturity of three months or less at the date of purchase to be cash equivalents. Cash and cash equivalents are maintained with 
various financial institutions. 


(b) Available-for-Sale Investments The Company classifies its investments in both fixed income securities and publicly traded 
equity securities as available-for-sale investments. Fixed income securities primarily consist of U.S. government securities, U.S. 
government agency securities, non-U.S. government and agency securities, corporate debt securities, and U.S. agency mortgage- 
backed securities. These available-for-sale investments are primarily held in the custody of a major financial institution. A 
specific identification method is used to determine the cost basis of fixed income and public equity securities sold. These 
investments are recorded in the Consolidated Balance Sheets at fair value. Unrealized gains and losses on these investments, 
to the extent the investments are unhedged, are included as a separate component of accumulated other comprehensive income 
(AOCD), net of tax. The Company classifies its investments as current based on the nature of the investments and their availability 
for use in current operations. 


(c) Other-than-Temporary Impairments on Investments When the fair value of a debt security is less than its amortized cost, it 


is deemed impaired, and the Company will assess whether the impairment is other than temporary. An impairment is considered 
other than temporary if (i) the Company has the intent to sell the security, (ii) it is more likely than not that the Company will be 
required to sell the security before recovery of the entire amortized cost basis, or (iii) the Company does not expect to recover 
the entire amortized cost basis of the security. If impairment is considered other than temporary based on condition (i) or 
(ii) described earlier, the entire difference between the amortized cost and the fair value of the debt security is recognized in 
earnings. If an impairment is considered other than temporary based on condition (iii), the amount representing credit losses 
(defined as the difference between the present value of the cash flows expected to be collected and the amortized cost basis 
of the debt security) will be recognized in earnings, and the amount relating to all other factors will be recognized in other 
comprehensive income (OCI). 


The Company recognizes an impairment charge on publicly traded equity securities when a decline in the fair value of a security 
below the respective cost basis is judged to be other than temporary. The Company considers various factors in determining 
whether a decline in the fair value of these investments is other than temporary, including the length of time and extent to which 
the fair value of the security has been less than the Company’s cost basis, the financial condition and near-term prospects of the 
issuer, and the Company’s intent and ability to hold the investment for a period of time sufficient to allow for any anticipated 
recovery in market value. 


Investments in privately held companies are included in other assets in the Consolidated Balance Sheets and are accounted for 
using either the cost or equity method. The Company monitors these investments for impairments and makes reductions in 
carrying values if the Company determines that an impairment charge is required based primarily on the financial condition 
and near-term prospects of these companies. 
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(d) Inventories Inventories are stated at the lower of cost or market. Cost is computed using standard cost, which approximates 
actual cost, on a first-in, first-out basis. The Company provides inventory write-downs based on excess and obsolete inventories 
determined primarily by future demand forecasts. The write-down is measured as the difference between the cost of the 
inventory and market based upon assumptions about future demand and charged to the provision for inventory, which is a 
component of cost of sales. At the point of the loss recognition, a new, lower cost basis for that inventory is established, and 
subsequent changes in facts and circumstances do not result in the restoration or increase in that newly established cost basis. 
In addition, the Company records a liability for firm, noncancelable, and unconditional purchase commitments with contract 
manufacturers and suppliers for quantities in excess of the Company’s future demand forecasts consistent with its valuation of 
excess and obsolete inventory. 


(e) Allowance for Doubtful Accounts The allowance for doubtful accounts is based on the Company's assessment of the 
collectibility of customer accounts. The Company regularly reviews the allowance by considering factors such as historical 
experience, credit quality, age of the accounts receivable balances, economic conditions that may affect a customer’s ability to 
pay, and expected default frequency rates. Trade receivables are written off at the point when they are considered uncollectible. 


(f) Financing Receivables and Guarantees The Company provides financing arrangements, including leases, financed service 
contracts, and loans, for certain qualified end-user customers to build, maintain, and upgrade their networks. Lease receivables 
primarily represent sales-type and direct-financing leases. Leases have on average a four-year term and are usually collateralized 
by a security interest in the underlying assets. Loan receivables include customers financing purchases of the Company’s 
hardware, software and services and also may include additional funds for other costs associated with network installation 
and integration of the Company’s products and services. Loan receivables generally have terms of up to three years. Financed 
service contracts typically have terms of one to three years and primarily relate to technical support services. 


The Company determines the adequacy of its allowance for credit loss by assessing the risks and losses inherent in its financing 
receivables by portfolio segment. The portfolio segment is based on the types of financing offered by the Company to its 
customers: lease receivables, loan receivables, and financed service contracts. 


The Company assesses the allowance for credit loss related to financing receivables on either an individual or a collective 
basis. The Company considers various factors in evaluating lease and loan receivables and the earned portion of financed 
service contracts for possible impairment on an individual basis. These factors include the Company’s historical experience, 
credit quality and age of the receivable balances, and economic conditions that may affect a customer’s ability to pay. When 
the evaluation indicates that it is probable that all amounts due pursuant to the contractual terms of the financing agreement, 
including scheduled interest payments, are unable to be collected, the financing receivable is considered impaired. All such 
outstanding amounts, including any accrued interest, are assessed and fully reserved at the customer level. The Company’s 
internal credit risk ratings are categorized as 1 through 10, with the lowest credit risk rating representing the highest quality 
financing receivables. Typically, the Company also considers financing receivables with a risk rating of 8 or higher to be 
impaired and will include them in the individual assessment for allowance. The Company evaluates the remainder of its financing 
receivables portfolio for impairment on a collective basis and records an allowance for credit loss at the portfolio segment level. 
When evaluating the financing receivables on a collective basis, the Company uses historical default rates and expected default 
frequency rates published by major third-party credit-rating agencies as well as its own historical loss rate in the event of default, 
while also systematically giving effect to economic conditions, concentration of risk, and correlation. 


Expected default frequency rates and historical default rates are published quarterly by major third-party credit-rating agencies, 
and the internal credit risk rating is derived by taking into consideration various customer-specific factors and macroeconomic 
conditions. These factors, which include the strength of the customer’s business and financial performance, the quality of the 
customer’s banking relationships, the Company’s specific historical experience with the customer, the performance and outlook 
of the customer’s industry, the customer’s legal and regulatory environment, the potential sovereign risk of the geographic 
locations in which the customer is operating, and independent third-party evaluations, are updated regularly or when facts and 
circumstances indicate that an update is deemed necessary. 


Financing receivables are written off at the point when they are considered uncollectible, and all outstanding balances, including 
any previously earned but uncollected interest income, will be reversed and charged against the allowance for credit loss. The 
Company does not typically have any partially written-off financing receivables. 


Outstanding financing receivables that are aged 31 days or more from the contractual payment date are considered past due. The 
Company does not accrue interest on financing receivables that are considered impaired or more than 90 days past due unless 
either the receivable has not been collected due to administrative reasons or the receivable is well secured and in the process of 
collection. Financing receivables may be placed on nonaccrual status earlier if, in management’s opinion, a timely collection 
of the full principal and interest becomes uncertain. After a financing receivable has been categorized as nonaccrual, interest 
will be recognized when cash is received. A financing receivable may be returned to accrual status after all of the customer’s 
delinquent balances of principal and interest have been settled, and the customer remains current for an appropriate period. 
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The Company facilitates arrangements for third-party financing extended to channel partners, consisting of revolving short-term 
financing, generally with payment terms ranging from 60 to 90 days. In certain instances, these financing arrangements result 
in a transfer of the Company’s receivables to the third party. The receivables are derecognized upon transfer, as these transfers 
qualify as true sales, and the Company receives a payment for the receivables from the third party based on the Company’s 
standard payment terms. These financing arrangements facilitate the working capital requirements of the channel partners, and, 
in some cases, the Company guarantees a portion of these arrangements. The Company also provides financing guarantees for 
third-party financing arrangements extended to end-user customers related to leases and loans, which typically have terms of up 
to three years. The Company could be called upon to make payments under these guarantees in the event of nonpayment by the 
channel partners or end-user customers. Deferred revenue relating to these financing arrangements is recorded in accordance 
with revenue recognition policies or for the fair value of the financing guarantees. 


(g) Depreciation and Amortization Property and equipment are stated at cost, less accumulated depreciation or amortization, 
whenever applicable. Depreciation and amortization expenses for property and equipment were approximately $1.1 billion, 
$1.0 billion, and $1.1 billion for fiscal 2017, 2016, and 2015, respectively. Depreciation and amortization are computed using the 
straight-line method, generally over the following periods: 


Asset Category Period 

Buildings. iiM eg RARE RES PR R Per PEGS AR ES Y Yd 25 years 

Building improvements ............ 0.00 cece cette teens 10 years 

Leasehold improvements ............. 00 0c eee eee eee ees Shorter of remaining lease term or up to 10 years 
Computer equipment and related software............ 0.000000 eee 30 to 36 months 

Production, engineering, and other equipment .................... Up to 5 years 

Operating lease 488818... ERE ESAE ESAE E UU RR DP Es ak Based on lease term 

Pürnitüre and fixtures: 544. eer RE eher b SURE ERR e a pos 5 years 


(h) Business Combinations The Company allocates the fair value ofthe purchase consideration of its acquisitions to the tangible 
assets, liabilities, and intangible assets acquired, including in-process research and development (IPR&D), based on their 
estimated fair values. The excess of the fair value of purchase consideration over the fair values of these identifiable assets and 
liabilities is recorded as goodwill. IPR&D is initially capitalized at fair value as an intangible asset with an indefinite life and 
assessed for impairment thereafter. When an IPR&D project is completed, the IPR&D is reclassified as an amortizable purchased 
intangible asset and amortized over the asset's estimated useful life. Acquisition-related expenses and related restructuring costs 
are recognized separately from the business combination and are expensed as incurred. 


(i) Goodwill and Purchased Intangible Assets Goodwill is tested for impairment on an annual basis in the fourth fiscal quarter 
and, when specific circumstances dictate, between annual tests. When impaired, the carrying value of goodwill is written down 
to fair value. The goodwill impairment test involves a two-step process. The first step, identifying a potential impairment, 
compares the fair value of a reporting unit with its carrying amount, including goodwill. If the carrying value of the reporting 
unit exceeds its fair value, the second step would need to be conducted; otherwise, no further steps are necessary as no potential 
impairment exists. If necessary, the second step to measure the impairment loss would be to compare the implied fair value 
of the reporting unit goodwill with the carrying amount of that goodwill. Any excess of the reporting unit goodwill carrying 
value over the respective implied fair value is recognized as an impairment loss. Purchased intangible assets with finite lives are 
carried at cost, less accumulated amortization. Amortization is computed over the estimated useful lives of the respective assets. 
See “Long-Lived Assets" for the Company's policy regarding impairment testing of purchased intangible assets with finite lives. 
Purchased intangible assets with indefinite lives are assessed for potential impairment annually or when events or circumstances 
indicate that their carrying amounts might be impaired. 


(J) Long-Lived Assets Long-lived assets that are held and used by the Company are reviewed for impairment whenever 
events or changes in circumstances indicate that the carrying amount of such assets may not be recoverable. Determination of 
recoverability of long-lived assets is based on an estimate of the undiscounted future cash flows resulting from the use of the 
asset and its eventual disposition. Measurement of an impairment loss for long-lived assets that management expects to hold and 
use is based on the difference between the fair value of the asset and its carrying value. Long-lived assets to be disposed of are 
reported at the lower of carrying amount or fair value less costs to sell. 


(k) Fair Value Fair value is defined as the price that would be received from selling an asset or paid to transfer a liability in an 
orderly transaction between market participants at the measurement date. When determining the fair value measurements for 
assets and liabilities required or permitted to be either recorded or disclosed at fair value, the Company considers the principal 
or most advantageous market in which it would transact, and it also considers assumptions that market participants would use 
when pricing the asset or liability. 
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The accounting guidance for fair value measurement requires an entity to maximize the use of observable inputs and minimize 
the use of unobservable inputs when measuring fair value. The standard establishes a fair value hierarchy based on the level 
of independent, objective evidence surrounding the inputs used to measure fair value. A financial instrument’s categorization 
within the fair value hierarchy is based upon the lowest level of input that is significant to the fair value measurement. The fair 
value hierarchy is as follows: 


Level | applies to assets or liabilities for which there are quoted prices in active markets for identical assets or liabilities. 


Level 2 applies to assets or liabilities for which there are inputs other than quoted prices that are observable for the asset or 
liability such as quoted prices for similar assets or liabilities in active markets; quoted prices for identical assets or liabilities 
in markets with insufficient volume or infrequent transactions (less active markets); or model-derived valuations in which 
significant inputs are observable or can be derived principally from, or corroborated by, observable market data. 


Level 3 applies to assets or liabilities for which there are unobservable inputs to the valuation methodology that are significant 
to the measurement of the fair value of the assets or liabilities. 


(1) Derivative Instruments The Company recognizes derivative instruments as either assets or liabilities and measures those 
instruments at fair value. The accounting for changes in the fair value of a derivative depends on the intended use of the derivative 
and the resulting designation. For a derivative instrument designated as a fair value hedge, the gain or loss is recognized in 
earnings in the period of change together with the offsetting loss or gain on the hedged item attributed to the risk being hedged. 
For a derivative instrument designated as a cash flow hedge, the effective portion of the derivative’s gain or loss is initially 
reported as a component of AOCI and subsequently reclassified into earnings when the hedged exposure affects earnings. 
The ineffective portion of the gain or loss is reported in earnings immediately. For a derivative instrument designated as a net 
investment hedge of the Company’s foreign operations, the gain or loss is recorded in the cumulative translation adjustment 
within AOCI together with the offsetting loss or gain of the hedged exposure of the underlying foreign operations. Any ineffective 
portion of the net investment hedges is reported in earnings during the period of change. For derivative instruments that are 
not designated as accounting hedges, changes in fair value are recognized in earnings in the period of change. The Company 
records derivative instruments in the statements of cash flows to operating, investing, or financing activities consistent with the 
cash flows of the hedged item. 


Hedge effectiveness for foreign exchange forward contracts used as cash flow hedges is assessed by comparing the change in 
the fair value of the hedge contract with the change in the fair value of the forecasted cash flows of the hedged item. Hedge 
effectiveness for equity forward contracts and foreign exchange net investment hedge forward contracts is assessed by comparing 
changes in fair value due to changes in spot rates for both the derivative and the hedged item. For foreign exchange option 
contracts, hedge effectiveness is assessed based on the hedging instrument’s entire change in fair value. Hedge effectiveness for 
interest rate swaps is assessed by comparing the change in fair value of the swap with the change in the fair value of the hedged 
item due to changes in the benchmark interest rate. 


(m) Foreign Currency Translation Assets and liabilities of non-U.S. subsidiaries that operate in a local currency environment, 
where that local currency is the functional currency, are translated to U.S. dollars at exchange rates in effect at the balance 
sheet date, with the resulting translation adjustments directly recorded to a separate component of AOCI. Income and expense 
accounts are translated at average exchange rates during the year. Remeasurement adjustments are recorded in other income 
(loss), net. The effect of foreign currency exchange rates on cash and cash equivalents was not material for any of the fiscal 
years presented. 


(n) Concentrations of Risk Cash and cash equivalents are maintained with several financial institutions. Deposits held with 
banks may exceed the amount of insurance provided on such deposits. Generally, these deposits may be redeemed upon demand 
and are maintained with financial institutions with reputable credit and therefore bear minimal credit risk. The Company 
seeks to mitigate its credit risks by spreading such risks across multiple counterparties and monitoring the risk profiles of 
these counterparties. 


The Company performs ongoing credit evaluations of its customers and, with the exception of certain financing transactions, 
does not require collateral from its customers. The Company receives certain of its components from sole suppliers. Additionally, 
the Company relies on a limited number of contract manufacturers and suppliers to provide manufacturing services for its 
products. The inability of a contract manufacturer or supplier to fulfill supply requirements of the Company could materially 
impact future operating results. 


(o) Revenue Recognition The Company recognizes revenue when persuasive evidence of an arrangement exists, delivery has 
occurred, the fee is fixed or determinable, and collectibility is reasonably assured. In instances where final acceptance of the 
product, system, or solution is specified by the customer, revenue is deferred until all acceptance criteria have been met. For 
hosting arrangements, the Company recognizes revenue ratably over the hosting period, while usage revenue is recognized based 
on utilization. Software subscription revenue is deferred and recognized ratably over the subscription term upon delivery of the 
first product and commencement of the term. Technical support and consulting services revenue is deferred and recognized 
ratably over the period during which the services are to be performed, which is typically from one to three years. Transactional 
advanced services revenue is recognized upon delivery or completion of performance milestones. 
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The Company uses distributors that typically stock inventory and sell to systems integrators, service providers, and other 
resellers. The Company refers to this as its two-tier sales to the end customer. Revenue from distributors is recognized based on 
a sell-through method using point-of-sale information provided by the distributors. Distributors and other partners participate 
in various rebate, cooperative marketing, and other incentive programs, and the Company maintains estimated accruals and 
allowances for these programs. The ending liability for these programs was included in other current liabilities, and the balance 
as of July 29, 2017 and July 30, 2016 was $1.0 billion and $1.1 billion, respectively. The Company accrues for warranty costs, 
sales returns, and other allowances based on its historical experience. Shipping and handling fees billed to customers are 
included in revenue, with the associated costs included in cost of sales. 


Many of the Company’s products have both software and non-software components that function together to deliver the products’ 
essential functionality. The Company also provides technical support and advanced services. The Company has a broad customer 
base that encompasses virtually all types of public and private entities, including enterprise businesses, service providers, and 
commercial customers. The Company and its salesforce are not organized by product divisions, and the Company’s products 
and services can be sold standalone or together in various combinations across the Company’s geographic segments or customer 
markets. For example, service provider arrangements are typically larger in scale with longer deployment schedules and involve 
the delivery of a variety of product technologies, including high-end routing, video and network management software, and 
other product technologies along with technical support and advanced services. The Company’s enterprise and commercial 
arrangements are unique for each customer and smaller in scale and may include network infrastructure products such as routers 
and switches or collaboration technologies such as Unified Communications and Cisco TelePresence systems products along 
with technical support services. 


The Company enters into revenue arrangements that may consist of multiple deliverables of its product and service offerings 
due to the needs of its customers. For example, a customer may purchase routing products along with a contract for technical 
support services. This arrangement would consist of multiple elements, with the products delivered in one reporting period 
and the technical support services delivered across multiple reporting periods. Another customer may purchase networking 
products along with advanced service offerings, in which all the elements are delivered within the same reporting period. In 
addition, distributors purchase products or technical support services on a standalone basis for resale to an end user or for 
purposes of stocking certain products, and these transactions would not result in a multiple-element arrangement. The Company 
considers several factors when reviewing multiple purchases made by the same customer within a short time frame in order to 
identify multiple-element arrangements, including whether the deliverables are closely interrelated, whether the deliverables 
are essential to each other’s functionality, whether payment terms are linked, whether the customer is entitled to a refund or 
concession if another purchase is not completed satisfactorily, and/or whether the purchases were negotiated together as one 
overall arrangement. 


In many instances, products are sold separately in standalone arrangements as customers may support the products themselves 
or purchase support on a time-and-materials basis. Advanced services are sometimes sold in standalone engagements such 
as general consulting, network management, or security advisory projects, and technical support services are sold separately 
through renewals of annual contracts. The Company determines its vendor-specific objective evidence (VSOE) based on its 
normal pricing and discounting practices for products or services when sold separately. VSOE determination requires that a 
substantial majority of the historical standalone transactions has the selling prices for a product or service that fall within a 
reasonably narrow pricing range, generally evidenced by approximately 80% of such historical standalone transactions falling 
within plus or minus 15% of the median rates. In addition, the Company considers the geographies in which the products 
or services are sold, major product and service groups and customer classifications, and other environmental or marketing 
variables in determining VSOE. 


When the Company is not able to establish VSOE for all deliverables in an arrangement with multiple elements, which may be 
due to the Company infrequently selling each element separately, not pricing products within a narrow range, or only having a 
limited sales history, such as in the case of certain newly introduced product categories, the Company attempts to determine the 
selling price of each element based on third-party evidence of selling price (TPE). TPE is determined based on competitor prices 
for similar deliverables when sold separately. Generally, the Company’s go-to-market strategy differs from that of its peers, and 
its offerings contain a significant level of differentiation such that the comparable pricing of products with similar functionality 
cannot be obtained. Furthermore, the Company is unable to reliably determine what similar competitor products’ selling prices 
are on a standalone basis. Therefore, the Company is typically not able to determine TPE. 


When the Company is unable to establish fair value using VSOE or TPE, the Company uses estimated selling prices (ESP) in its 
allocation of arrangement consideration. The objective of ESP is to determine the price at which the Company would transact 
a sale if the product or service were regularly sold on a standalone basis. ESP is generally used for new or highly proprietary 
offerings and solutions or for offerings not priced within a reasonably narrow range. The Company determines ESP for a product 
or service by considering multiple factors, including, but not limited to, geographies, market conditions, competitive landscape, 
internal costs, gross margin objectives, and pricing practices. The determination of ESP is made through consultation with and 
formal approval by the Company’s management, taking into consideration the go-to-market strategy. 
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The Company regularly reviews VSOE, TPE, and ESP and maintains internal controls over the establishment and updates of 
these estimates. There were no material impacts during the fiscal year, nor does the Company currently expect a material impact 
in the near term from changes in VSOE, TPE, or ESP. 


The Company’s arrangements with multiple deliverables may include one or more software deliverables that are subject to 
the software revenue recognition guidance. In these cases, revenue for the software is generally recognized upon shipment or 
electronic delivery and granting of the license. The revenue for these multiple-element arrangements is allocated to the software 
deliverables and the non-software deliverables based on the relative selling prices of all of the deliverables in the arrangement 
using the hierarchy in the applicable accounting guidance. In the circumstances where the Company cannot determine VSOE 
or TPE of the selling price for all of the deliverables in the arrangement, including the software deliverables, ESP is used for 
the purposes of performing this allocation. VSOE is required to allocate the revenue between multiple software deliverables. 
If VSOE is available for the undelivered software elements, the Company applies the residual method; where VSOE is not 
available, software revenue is either recognized when all software elements have been delivered or recognized ratably when 
post-contract support is the only undelivered software element remaining. 


(p) Advertising Costs The Company expenses all advertising costs as incurred. Advertising costs included within sales and 
marketing expenses were approximately $209 million, $186 million, and $202 million for fiscal 2017, 2016, and 2015, respectively. 


(q) Share-Based Compensation Expense The Company measures and recognizes the compensation expense for all share-based 
awards made to employees and directors, including employee stock options, restricted stock units (RSUs), PRSUs, and employee 
stock purchases related to the Employee Stock Purchase Plan (Employee Stock Purchase Rights) based on estimated fair values. 
The fair value of employee stock options is estimated on the date of grant using a lattice-binomial option-pricing model (Lattice- 
Binomial Model) or the Black-Scholes model, and for employee stock purchase rights the Company estimates the fair value 
using the Black-Scholes model. The fair value for time-based stock awards and stock awards that are contingent upon the 
achievement of financial performance metrics is based on the grant date share price reduced by the present value of the expected 
dividend yield prior to vesting. The fair value of market-based stock awards is estimated using an option-pricing model on the 
date of grant. Share-based compensation expense is reduced for forfeitures. 


(r) Software Development Costs Software development costs, including costs to develop software sold, leased, or otherwise 
marketed, that are incurred subsequent to the establishment of technological feasibility are capitalized if significant. Costs 
incurred during the application development stage for internal-use software are capitalized if significant. Capitalized software 
development costs are amortized using the straight-line amortization method over the estimated useful life of the applicable 
software. Such software development costs required to be capitalized have not been material to date. 


(s) Income Taxes Income tax expense is based on pretax financial accounting income. Deferred tax assets and liabilities are 
recognized for the expected tax consequences of temporary differences between the tax bases of assets and liabilities and their 
reported amounts. Valuation allowances are recorded to reduce deferred tax assets to the amount that will more likely than not 
be realized. 


The Company accounts for uncertainty in income taxes using a two-step approach to recognizing and measuring uncertain 
tax positions. The first step 1s to evaluate the tax position for recognition by determining if the weight of available evidence 
indicates that it is more likely than not that the position will be sustained on audit, including resolution of related appeals or 
litigation processes, if any. The second step is to measure the tax benefit as the largest amount that is more than 50% likely of 
being realized upon settlement. The Company classifies the liability for unrecognized tax benefits as current to the extent that 
the Company anticipates payment (or receipt) of cash within one year. Interest and penalties related to uncertain tax positions 
are recognized in the provision for income taxes. 


(t) Computation of Net Income per Share Basic net income per share is computed using the weighted-average number of common 
shares outstanding during the period. Diluted net income per share is computed using the weighted-average number of common 
shares and dilutive potential common shares outstanding during the period. Diluted shares outstanding includes the dilutive 
effect of in-the-money options, unvested restricted stock, and restricted stock units. The dilutive effect of such equity awards 
is calculated based on the average share price for each fiscal period using the treasury stock method. Under the treasury stock 
method, the amount the employee must pay for exercising stock options, the amount of compensation cost for future service that 
the Company has not yet recognized, and the amount of tax benefits that would be recorded in additional paid-in capital when 
the award becomes deductible are collectively assumed to be used to repurchase shares. 


(u) Consolidation of Variable Interest Entities The Company uses a qualitative approach in assessing the consolidation 
requirement for variable interest entities. The approach focuses on identifying which enterprise has the power to direct the 
activities that most significantly impact the variable interest entity's economic performance and which enterprise has the 
obligation to absorb losses or the right to receive benefits from the variable interest entity. In the event that the Company is the 
primary beneficiary of a variable interest entity, the assets, liabilities, and results of operations ofthe variable interest entity will 
be included in the Company's Consolidated Financial Statements. 
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(v) Use of Estimates The preparation of financial statements and related disclosures in conformity with accounting principles 
generally accepted in the United States requires management to make estimates and judgments that affect the amounts reported 
in the Consolidated Financial Statements and accompanying notes. Estimates are used for the following, among others: 


. Revenue recognition 

a Allowances for accounts receivable, sales returns, and financing receivables 

3 Inventory valuation and liability for purchase commitments with contract manufacturers and suppliers 
a Loss contingencies and product warranties 

2 Fair value measurements and other-than-temporary impairments 


. Goodwill and purchased intangible asset impairments 
: Income taxes 
The actual results experienced by the Company may differ materially from management’s estimates. 


(w) New Accounting Updates Recently Adopted 


Consolidation of Certain Types of Legal Entities In February 2015, the FASB issued an accounting standard update that changes 
the analysis that a reporting entity must perform to determine whether it should consolidate certain types of legal entities. The 
accounting standard update became effective for the Company beginning in the first quarter of fiscal 2017. The application of this 
accounting standard update did not have any impact on the Company’s Consolidated Balance Sheet or Statement of Operations 
upon adoption, but the Company has provided additional disclosures in Note 8 pursuant to this accounting standard update. 


(x) Recent Accounting Standards or Updates Not Yet Effective as of Fiscal Year End 


Revenue Recognition In May 2014, the FASB issued a new accounting standard related to revenue recognition. The new 
standard will supersede nearly all U.S. GAAP on revenue recognition and eliminate industry-specific guidance. The underlying 
principle of the new standard is to recognize revenue when a customer obtains control of promised goods or services at an 
amount that reflects the consideration that is expected to be received in exchange for those goods or services. It also requires 
increased disclosures including the nature, amount, timing, and uncertainty of revenues and cash flows related to contracts with 
customers. 


The standard allows two methods of adoption: i) retrospectively to each prior period presented (“full retrospective method”), or 
ii) retrospectively with the cumulative effect recognized in retained earnings as of the date of adoption (“modified retrospective 
method”). Cisco will adopt the new standard using the modified retrospective method at the beginning of its first quarter of 
fiscal 2019. 


Cisco is on schedule in establishing new accounting policies, implementing systems and processes (including more extensive 
use of estimates), and internal controls necessary to support the requirements of the new standard. Cisco has completed its 
preliminary assessment of the financial statement impact of the new standard, as discussed below, and will continue to update 
that assessment as more information becomes available. 


The new standard will primarily impact Cisco’s revenue recognition for software arrangements and sales to two-tier distributors. 
In both areas, the new standard will accelerate the recognition of revenue. The table below details both the current and expected 
revenue recognition timing in these areas: 


Current Revenue Standard New Revenue Standard 


Software arrangements: 


Perpetual software licenses... 42 od e LEE Sasa a resp ona acne ens Upfront Upfront 
Termrsoftware licenses: 2 i.e seams gates be GAS Aral sda sacks Ratable Upfront 
Security software licenses. inseri dae kes wes aes EMO ees Ratable Ratable 
Enterprise license agreements... oy. ccc d cea a Sanne a eae wad Oe eed ey Ratable Upfront 
Software support Services «cesis see bene ede E eee RA e RR nee Ratable Ratable 
Software-as-a-serVice 2... cee hh Ratable Ratable 
Two-tier distribution vesi scies RR e e rr I ee aS Sell-Through Sell-In 
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Cisco expects that the new standard will not have a material impact on total revenue in the year of adoption based on two 
factors: i) revenue will be accelerated consistent with the changes in timing as indicated in the preceding table, largely offset by 
ii) the reduction of revenue from software arrangements where revenue was previously deferred in prior periods and recognized 
ratably over time as required under the current standard. This preliminary assessment is based on the types and number of 
revenue arrangements currently in place. The exact impact of the new standard will be dependent on facts and circumstances at 
adoption and could vary from quarter to quarter. 


In addition to the above revenue recognition timing impacts, the new standard will require incremental contract acquisition 
costs (such as sales commissions) for customer contracts to be capitalized and amortized over the contract period. Currently, 
these costs are expensed as incurred. 


Cisco will be required to record cumulative effect adjustments to retained earnings upon adopting the new standard atthe beginning 
of fiscal 2019. The most significant of these adjustments will be to reduce product deferred revenue and increase retained earnings 
at the date of adoption to reflect revenue that would have been already recognized under the new standard related to existing 
arrangements. There will also be an adjustment to increase accounts receivable and reduce inventories related to the changes in 
revenue recognition on sales to two-tier distributors. Lastly, an adjustment will be recorded to establish an asset and increase 
retained earnings related to the requirement to capitalize incremental contract acquisition costs for customer contracts. 


Financial Instruments In January 2016, the FASB issued an accounting standard update that changes the accounting for equity 
investments, financial liabilities under the fair value option, and the presentation and disclosure requirements for financial 
instruments. The accounting standard update will be effective for Cisco beginning in the first quarter of fiscal 2019, and 
early adoption is permitted. The most significant impact of this accounting standard update for Cisco is that it will require the 
remeasurement of equity investments at fair value with the changes recorded to the income statement. While Cisco is currently 
evaluating the impact of this accounting standard update on its Consolidated Financial Statements, Cisco expects that this 
accounting standard update will increase the variability of other income (loss), net. 


Leases In February 2016, the FASB issued an accounting standard update related to leases requiring lessees to recognize 
operating and financing lease liabilities on the balance sheet, as well as corresponding right-of-use assets. The new lease 
standard also makes some changes to lessor accounting and aligns key aspects of the lessor accounting model with the revenue 
recognition standard. In addition, disclosures will be required to enable users of financial statements to assess the amount, 
timing, and uncertainty of cash flows arising from leases. The accounting standard update will be effective for Cisco beginning 
in the first quarter of fiscal 2020 on a modified retrospective basis, and early adoption is permitted. Cisco is currently evaluating 
the impact of this accounting standard update on its Consolidated Financial Statements. 


Share-Based Compensation In March 2016, the FASB issued an accounting standard update that impacts the accounting for 
share-based payment transactions, including income tax consequences, classification of awards as either equity or liabilities, 
and classification on the Consolidated Statements of Cash Flows. The accounting standard update became effective for Cisco 
beginning in the first quarter of fiscal 2018. Cisco does not expect that this accounting standard update will have a material 
impact on its Consolidated Financial Statements, but this accounting standard update is expected to slightly increase the 
variability of the provision for income taxes. 


Credit Losses of Financial Instruments In June 2016, the FASB issued an accounting standard update that requires measurement 
and recognition of expected credit losses for financial assets held based on historical experience, current conditions, and 
reasonable and supportable forecasts that affect the collectibility of the reported amount. The accounting standard update 
will be effective for Cisco beginning in the first quarter of fiscal 2021 on a modified retrospective basis, and early adoption 
in fiscal 2020 is permitted. Cisco is currently evaluating the impact of this accounting standard update on its Consolidated 
Financial Statements. 


Classification of Cash Flow Elements In August 2016, the FASB issued an accounting standard update related to the classification 
of certain cash receipts and cash payments on the statement of cash flows. The accounting standard update will be effective for 
Cisco beginning in the first quarter of fiscal 2019 on a retrospective basis, and early adoption is permitted. Cisco 1s currently 
evaluating the impact of this accounting standard update on its Consolidated Statements of Cash Flows. 


Income Taxes on Intra-Entity Transfers of Assets In October 2016, the FASB issued an accounting standard update that requires 
recognition of the income tax consequences of intra-entity transfers of assets (other than inventory) at the transaction date. The 
accounting standard update will be effective for Cisco beginning in the first quarter of fiscal 2019 on a modified retrospective 
basis, and early adoption is permitted. Cisco is currently evaluating the impact of this accounting standard update on its 
Consolidated Financial Statements. 


Restricted Cash in Statement of Cash Flow In November 2016, the FASB issued an accounting standard update that provides 
guidance on the classification and presentation of changes in restricted cash and cash equivalents in the statement of cash flows. 
The accounting standard update will be effective for Cisco beginning in the first quarter of fiscal 2019 using a retrospective 


80 


transition method to each period presented, and early adoption is permitted. Cisco does not expect that this accounting standard 
update will have a material impact on its Consolidated Statements of Cash Flows. 


Definition of a Business In January 2017, the FASB issued an accounting standard update that clarifies the definition of a 
business to help companies evaluate whether acquisition or disposal transactions should be accounted for as asset groups or 
as businesses. The accounting standard update will be effective for Cisco beginning in the first quarter of fiscal 2019 on a 
prospective basis. The impact of this accounting standard update will be fact dependent, but Cisco expects that some transactions 
that were previously accounted for as business combinations or disposal transactions will be accounted for as asset purchases or 
asset sales under the accounting standard update. 


Simplifving the Test for Goodwill Impairment In January 2017, the FASB issued an accounting standard update that removes 
Step 2 of the goodwill impairment test, which requires the assessment of fair value of individual assets and liabilities of a 
reporting unit to measure goodwill impairments. Goodwill impairment will now be the amount by which a reporting unit’s 
carrying value exceeds its fair value. The accounting standard update will be effective for Cisco beginning in the first quarter of 
fiscal 2021 on a prospective basis, and early adoption is permitted. Cisco does not expect that this accounting standard update 
will impact its Consolidated Financial Statements. 


3. Acquisitions and Divestitures 
(a) Acquisition Summary 


The Company completed 7 acquisitions during fiscal 2017. A summary of the allocation of the total purchase consideration is 
presented as follows (in millions): 


Net Tangible 
Assets 
Acquired Purchased 
Purchase (Liabilities Intangible 
Fiscal 2017 Consideration Assumed) Assets Goodwill 

CloudLock . osea teense ander ames eee area ayene bs wes $ 249 $ = $ 36 $ 213 
AppDynamics...... oonu 3,258 (175) 785 2,648 
MindMeld. ereciccerresencesererr eu aaa bate i nE wo do s 104 (11) 51 64 
Others (four in total) ............... luli 26 — 6 20 
Total. uil eR ee $ 3,637 $ (186) $ 878 $ 2,45 


On August 1, 2016, the Company completed its acquisition of privately held CloudLock Inc. (*CloudLock"), a provider of cloud 
security that specializes in cloud access security broker technology that provides enterprises with visibility and analytics around 
user behavior and sensitive data in cloud services. Revenue from the CloudLock acquisition has been included in the Company's 
Security product category. 


On March 17, 2017, the Company completed its acquisition of privately held AppDynamics, Inc. (AppDynamics"), an 
application intelligence software company. AppDynamics's cloud application and business monitoring platform is designed to 
enable companies to improve application and business performance. With the AppDynamics acquisition, the Company seeks to 
provide end-to-end visibility and intelligence from the customer's network through to the application. Product revenue from the 
AppDynamics acquisition has been included in the Company's Other product category. 


On May 26, 2017, the Company completed its acquisition of privately held MindMeld, Inc. (“MindMeld’), an artificial intelligence 
(AI) company. MindMeld's unique AI platform enables customers to build intelligent and human-like conversational interfaces 
for any application or device. Revenue from the MindMeld acquisition has been included in the Company's Collaboration 
product category. 


The total purchase consideration related to the Company's acquisitions completed during fiscal 2017 consisted of cash 
consideration and vested share-based awards assumed. The total cash and cash equivalents acquired from these acquisitions 
was approximately $138 million. 
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Fiscal 2016 and 2015 Acquisitions 


Allocation of the purchase consideration for acquisitions completed in fiscal 2016 is summarized as follows (in millions): 


Net Tangible 
Assets 
Acquired Purchased 
Purchase (Liabilities Intangible 
Fiscal 2016 Consideration Assumed) Assets Goodwill 

MaintenanceNet: scr 2.cc55ccs snc epp RE RR E Ea ER Rr ES $ 105 $ (21) $ 65 $ 61 
MEE DINNER TTE TT TIO ET RECTE 545 (9) 61 493 
LAN COPC ied cse ce ee RE e REA ee Ee eae eet 410 (34) 121 323 
doas ned wih th LA Bosnia M M LS 528 (27) 103 452 
(er --—————Or- 219 (18) 96 141 
Jaspetzo od de ete ti Sack “pc gate dg, pectet ce ees een 1,234 5 361 868 
e e MERE TERRENCE 225 (3) 69 159 
Others (tive totals os cece ds acne nena ds alee te IE evel Ea eee Ed 112 (17) 64 65 
Total cise TET $ 3,378 $ (124) 940 $ 2,5602 


The Company in the first quarter of fiscal 2016 acquired privately held MaintenanceNet, Inc. (*MaintenanceNet"), a provider 
of a cloud-based software platform that uses data analytics and automation to manage renewals of recurring customer contracts. 
This acquisition is a component of the Company’s strategy for its Services organization to simplify and digitize its business 
processes. 


The Company in the first quarter of fiscal 2016 acquired privately held OpenDNS, Inc. (“OpenDNS”), a provider of advanced 
threat protection for endpoint devices. With the OpenDNS acquisition, the Company aims to strengthen its security offerings by 
adding broad visibility and threat intelligence delivered through a software-as-a-service platform. Revenue from the OpenDNS 
acquisition has been included in the Company’s Security product category. 


The Company in the second quarter of fiscal 2016 acquired privately held Lancope, Inc. (^Lancope"), a provider of network 
behavior analytics, threat visibility, and security intelligence. With the Lancope acquisition, the Company aims to advance its 
"security everywhere" strategy with an additional capability of network behavior analytics that extend protection further into 
the network. Revenue from the Lancope acquisition has been included in the Company's Security product category. 


The Company in the third quarter of fiscal 2016 acquired privately held, London-based Acano (UK) Limited (“Acano”), a 
collaboration infrastructure and conferencing software provider. With the Acano acquisition, the Company aims to enhance its 
collaboration strategy to deliver video across both cloud and hybrid environments. Revenue from the Acano acquisition has been 
included in the Company's Collaboration product category. 


The Company in the third quarter of fiscal 2016 acquired privately held Leaba Semiconductor, Ltd. (“Leaba”), an Israeli-based 
fabless semiconductor provider whose semiconductor expertise is expected to be leveraged to accelerate the Company's next- 
generation product portfolio. This acquisition is a component of the Company's strategy to enhance its product offerings 1n the 
networking chipset market. 


The Company in the third quarter of fiscal 2016 acquired privately held Jasper Technologies, Inc. (“Jasper”), a provider of a 
cloud-based Internet of Things (IoT) software-as-a-service platform to help enterprises and service providers launch, manage, 
and monetize IoT services on a global scale. With the Jasper acquisition, the Company aims to offer an IoT solution that 
is interoperable across devices and works with IoT service providers, application developers, and an ecosystem of partners. 
Revenue from the Jasper acquisition has been included in the Company's Other product category. 


The Company in the third quarter of fiscal 2016 acquired privately held CliQr Technologies, Inc. (*CliQr"), an application- 
defined cloud orchestration platform provider. With the CliQr acquisition, the Company aims to help its customers simplify 
and accelerate their private, public, and hybrid cloud deployments. Revenue from the CliQr acquisition has been included in the 
Company's Switching product category. 


The total purchase consideration related to the Company's acquisitions completed during fiscal 2016 consisted of cash 
consideration and vested share-based awards assumed. The total cash and cash equivalents acquired from these acquisitions 
was approximately $44 million. 
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Allocation of the purchase consideration for acquisitions completed in fiscal 2015 is summarized as follows (in millions): 


Net Tangible 
Assets 

Acquired Purchased 

Purchase (Liabilities Intangible 
Fiscal 2015 Consideration Assumed) Assets Goodwill 
Metacloud... 0.0.6... cette tet BAE Ua eee eens $ 149 $ (7) $ 29 $ 127 
Others (five in totaly... ite e oem nen bem he eek Pa reg aed on ttd 185 (13) 70 128 
Total 24 ore een Goan Se ROE RANE Boe r ieee eden nN $ 334 $ Q0) $ 99 $ 255 


The Company in the first quarter of fiscal 2015 acquired privately held Metacloud, Inc. (“Metacloud”). Prior to its acquisition, 
Metacloud provided private clouds for global organizations. With its acquisition of Metacloud, the Company aims to advance its 
Intercloud strategy to deliver a globally distributed, highly secure cloud platform. The Company has included revenue from the 
Metacloud acquisition, subsequent to the acquisition date, in the Company's Service category. 


The total purchase consideration related to the Company's acquisitions completed during fiscal 2015 consisted of cash 
consideration and vested share-based awards assumed. The total cash and cash equivalents acquired from these acquisitions 
was approximately $5 million. 


(b) Acquisition of Viptela 


Acquisition of Viptela On July 31, 2017, the Company completed its acquisition of Viptela, Inc., a privately held software- 
defined wide area network company for total consideration of approximately $610 million in cash and assumed equity awards. 
The Company expects that most of the purchase price will be allocated to goodwill and purchased intangible assets. 


(c) Divestiture of SP Video CPE Business 


During the second quarter of fiscal 2016, the Company completed the sale of the assets comprising its SP Video CPE Business 
to Technicolor SA. As a result of the transaction, the Company received aggregate consideration of $542 million consisting of 
$372 million in cash and $170 million in Technicolor stock (as of the divestiture date) and the transaction resulted in a gain of 
$253 million, net of certain transaction costs. 


(d) Other Acquisition Information 


Total transaction costs related to the Company's acquisitions during fiscal 2017, 2016, and 2015 were $10 million, $32 million, and 
$10 million, respectively. These transaction costs were expensed as incurred in G&A expenses in the Consolidated Statements 
of Operations. 


The Company's purchase price allocation for acquisitions completed during recent periods is preliminary and subject to revision 
as additional information about fair value of assets and liabilities becomes available. Additional information that existed as of the 
acquisition date but at that time was unknown to the Company, may become known to the Company during the remainder of the 
measurement period, a period not to exceed 12 months from the acquisition date. Adjustments in the purchase price allocation 
may require a recasting of the amounts allocated to goodwill retroactive to the period in which the acquisition occurred. 


The goodwill generated from the Company's acquisitions completed during fiscal 2017 is primarily related to expected synergies. 
The goodwill is generally not deductible for income tax purposes. 


The Consolidated Financial Statements include the operating results of each acquisition from the date of acquisition. Pro forma 
results of operations for the acquisitions completed during the fiscal years presented have not been presented because the effects 
of the acquisitions, individually and in the aggregate, were not material to the Company's financial results. 
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4. Goodwill and Purchased Intangible Assets 
(a) Goodwill 


The following tables present the goodwill allocated to the Company’s reportable segments as of July 29, 2017 and July 30, 2016, 


as well as the changes to goodwill during fiscal 2017 and 2016 (in millions): 


Balance at Balance at 
July 30,2016 Acquisitions Divestiture Other July 29, 2017 
AMECLICAS P" "Dm $ 16,529 $ 2,042 $ — $ 120 $ 18,691 
EMEA C a A R 6,269 740 — 48 7,057 
PIC iren Raed tah Se oo hb E A A 3,827 163 — 28 4,018 
gri $ 26,000 $ 2,945 $ — $ 196 $ 29,766 
Balance at Balance at 
July 25,2015 Acquisitions Divestiture Other July 30, 2016 
Americas fs ooo ces oe e222 Se eee eevee eden er ok $ 15,212 $ 1,607 $ (126) $ (164) $ 16,529 
MIB As teva isha Siena hae Seth Kah Bees BES buts qus 5,791 554 (12) (64) 6,269 
APIC TTL IET 3.466 401 (3) (37) 3,827 
Jotalo ed dL AUREUS ANE nd LU ES $ 24469 $ 2,562 $ (141) $ (265) $ 26,625 


“Other” in the tables above primarily consists of foreign currency translation, as well as immaterial purchase accounting adjustments. 


(b) Purchased Intangible Assets 


The following tables present details of the Company’s intangible assets acquired through acquisitions completed during fiscal 


2017 and 2016 (in millions, except years): 


INDEFINITE 
FINITE LIVES LIVES 
CUSTOMER 
TECHNOLOGY RELATIONSHIPS OTHER IPR&D TOTAL 
Weighted- Weighted- Weighted- 
Average Useful Average Useful Average Useful 
Fiscal 2017 Life (in Years) Amount Life (in Years) Amount Life (in Years) Amount Amount Amount 
CloudLock ........... 6.0 $ 32 4.0 $ 3 15 $ 1 $ — $ 36 
AppDynamics......... 4.0 525 7.0 235 2.3 25 — 785 
MindMeld............ 4.0 51 1.0 — 0.0 — — 51 
Others (four in total) 3.0 6 0.0 — 0.0 — — 6 
Total... $ 614 $ 238 $ 26 $ — $ 878 
INDEFINITE 
FINITE LIVES . LIVES _ 
CUSTOMER 
TECHNOLOGY RELATIONSHIPS OTHER IPR&D TOTAL 
Weighted- Weighted- Weighted- 
Average Useful Average Useful Average Useful 
Fiscal 2016 Life (in Years) Amount Life (in Years) Amount Life (in Years) Amount Amount Amount 
MaintenanceNet........ 5.0 $ 50 5.0 $ 2 20 $ 2 $ 11 $ 65 
Open DN Seseto 5.0 43 7.0 15 1.0 2 1 61 
WanCOpe ga eet puces 5.0 79 6.0 29 3.0 3 10 121 
ACINO acest ba aac 5.0 9 5.0 12 0.0 — 82 103 
Leaba.. sites eh 0.0 — 0.0 — 0.0 — 96 96 
Jáspet...cc. ser ms 6.0 240 7.0 75 2.0 23 23 361 
HOE ee odie dienes 6.0 65 6.0 3 2.0 1 — 69 
Others (five in total) .... 4.1 58 6.3 6 0.0 — — 64 
Total... is $ 544 $ 142 $ 31 $ 223 $ 940 
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The following tables present details of the Company’s purchased intangible assets (in millions): 


Accumulated 
July 29, 2017 Gross Amortization Net 
Purchased intangible assets with finite lives: 
Technology douce eere UE ERE a Dt NT RPU END Su $ 3,182 S (1,386) $ 1,796 
Customer relationships. .......... 0.0... II 1,353 (765) 588 
c "D 82 (38) 44 
Total purchased intangible assets with finite lives .............lllslslelseessss 4,617 (2,189) 2,428 
In-process research and development, with indefinite lives .................... 111 — 111 
Total, 5:2 e terr Rob dead Mea cec yos o S eee AE eas Frey $ . 4728 S (2,189) $ 2,539 
Accumulated 
July 30, 2016 Gross Amortization Net 
Purchased intangible assets with finite lives: 
dechnolos y 5 4 srr Oh eget adatto neat ho E sd sais bee egestas ected anaes $ 3,038 $ (1,391) $ 1647 
Customer relationships ..-.-.5...0 eccseieceaw cie te ree She dedu ed uae eee ee 1,793 (1,203) 590 
Other.i. iiis tee M ede ERA NESS Dre ARS DLE ERASER EER RRO EEE ERS 85 (43) 42 
Total purchased intangible assets with finite lives ........... 0.0.0. c eee eee 4,916 (2,637) 2,279 
In-process research and development, with indefinite lives ................0.-00005 222 — 222 
Total chk tects a yes itens aibi PM E ES ef cm ete $ 5,88 $ (2,637) $ 2,501 


Purchased intangible assets include intangible assets acquired through acquisitions as well as through direct purchases or licenses. 


Impairment charges related to purchased intangible assets were approximately $47 million, $74 million, and $175 million for 
fiscal 2017, fiscal 2016, and fiscal 2015, respectively. Impairment charges were as a result of declines in estimated fair value 
resulting from the reduction or elimination of expected future cash flows associated with certain of the Company's technology 
and IPR&D intangible assets. 


The following table presents the amortization of purchased intangible assets (in millions): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 
Amortization of purchased intangible assets: 
Cost of sales. ei 4 ss a5 ches dase ——————————————m $ 556 $ 577 $ 814 
Operating expenses 
Amortization of purchased intangible assets ........... 0.00. nnna 259 303 359 
Restructuring and other charges ....... 0... cee cee eee eee 38 — — 
jc UE $ 853 $ 880 $  L173 


The estimated future amortization expense of purchased intangible assets with finite lives as of July 29, 2017 is as follows (in 
millions): 


Fiscal Year Amount 
PU M—————————————————————— eO $ 790 
uL ———c———————TTT 700 
2020... 24 Sete cii en E wee ee ere Od ase dant bere bw PO ete oe Pines deed adea c doo nein d ated d 483 
PA —————————————— ÉM————— —— 286 
pp PEST 102 
Thereabterz ee ae opes eto MEER sc E ML uuu E LM E 67 
gU" MT $ 2,428 
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5. Restructuring and Other Charges 


The Company began taking action under a restructuring plan in August 2016 (the “Fiscal 2017 Plan"), in order to reinvest in 
its key priority areas. The Company announced that up to 6,600 employees would be impacted, with estimated pretax charges 
of approximately $850 million. In connection with the Fiscal 2017 Plan, the Company incurred charges of $756 million during 
fiscal 2017. The Company’s estimated aggregate pretax charges of approximately $850 million under the Fiscal 2017 Plan consist 
primarily of severance and other one-time termination benefits, and other associated costs. These charges are primarily cash- 
based, and the Company expects the Fiscal 2017 Plan to be substantially completed by the end of the first quarter of fiscal 2018. 


The Company announced a restructuring action in August 2014 (the “Fiscal 2015 Plan"), in order to realign its workforce 
towards key growth areas of its business such as data center, software, security, and cloud. In connection with this plan, the 
Company incurred cumulative charges of approximately $756 million. The Company completed the Fiscal 2015 Plan at the end 
of fiscal 2016. 


The following table summarizes the activities related to the restructuring and other charges, as discussed above (in millions): 


FISCAL 2015 AND 


PRIOR YEAR PLANS FISCAL 2017 PLAN 
Employee Employee 
Severance Other Severance Other Total 
Liability as of July 26, 2014....... 0.0... $ 40 $ 29 S — $ — $ 69 
Ghar gesaan e n esis ee eet a 464 20 — — 484 
Gash payments cc ssaw dase cse anes oei OTTEET DRE ues (442) (17) — — (459) 
Noni=cash items 3.643 95460045568 Bee IEEE Pa ES es (2) (3) — — (5) 
Liability as of July 25, 2015. erren esaeen e e 60 29 mE — 89 
Charges M C" 225 43 — — 268 
Cash payments peccc 0... 0. cece cece EAR (264) (15) — — (279) 
Non-cash items. 0.6... teens — (33) — — (33) 
Liability as of July 30,2016 ...........luluulslssls esses. 21 24 — — 45 
Charges... uel y PREX RERESOEN EUER READS — — 625 131 756 
Cash payments i. cesses as aed E ER ea ek (16) (8) (553) (29) (606) 
Non-cash items... 1.0.0.0... 0... ce ees (4) (9) 1 (66) (78) 
Liability as of July 29,2017 ............ 0.0.0.0 cee eee $ 1 $ 7 $ 73 $ 36 $ 117 


In addition to the above amounts, the Company incurred $2 million credit and $5 million of restructuring and other charges 
within cost of sales during fiscal 2016 and fiscal 2015, respectively. 
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6. Balance Sheet Details 


The following tables provide details of selected balance sheet items (in millions): 


Inventories: 


Raw material s 62d. cenedcte dE Edo ruin s a I en ER p care dede epis 
WOrk InjproC658.. 2. eu prre ueris err e uou ee DER OPE EE IE RU: 


Finished goods: 


Distributor inventory and deferred cost of sales. 21.0.0... eee eee eee 
Manufactured finished goods ......... 0... eee cece eee eet 
Total finished 6000s. isisisi oriu iaa aE Se aa AS een dS zg eae ane e 
Service-related ‘Spares: «eeu epr ser uda wees Sada pews RN woes weed ed 
Demonstration systems)... 2. sees ete aes BY EERRGRERR RERBA VEERIODRER S CE eee. 
Total ole lee RE RET URINE adu Die ve ipe dem dad ede ee as 


Property and equipment, net: 
Gross property and equipment: 


Land, buildings, and building and leasehold improvements ................... 
Computer equipment and related software ..... 0... 0... cece eens 
Production, engineering, and other equipment ............. 0.0. cee eee eee eee 
Operating lease assets: 2354.5 ieee ond IN PG ees m ERE Ee een Rd ed ae Get 
Furniture: dnd fixtures «et ons rp i bs ied bie RR b a iS ne a 
Total gross property and equipment ......... 0.0... cece eee eens 
Less: accumulated depreciation and amortization ........... 00.000 eee cece eens 
Total gg sata co a a EPUM teens ae CLA Nt 


Deferred revenue: 


SeLPVIOB. ob cP I eR re Pe E AE LM E E 


Product: 


Deferred revenue related to recurring software and subscription offers .......... 
Other product deferred revenue. vs cece wad crepe ee ruber e e eb pd 
Total product. deferred revenue wie soi pee REOR E en E pess EUR 

Total PT" ""———-S 


Reported as: 


Curtenb e d rre M NEUES e RE eL Pe 


Total Tw 
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July 29, 2017 July 30, 2016 
$ 289 $ 91 
1 X 

451 457 

552 415 
1,003 872 
300 236 

23 18 

$ 1,616 $ 1,217 
$ 4,926 $ 4,778 
1,258 1,288 
5,707 5,658 
356 296 

572 543 
12,819 12,563 
(9,497) (9,057) 

$ 3,322 $ 3,506 
$ 11,302 $ 10,621 
4,971 3,308 
2,221 2,543 
7,192 5,851 

$ 18494 $ 16472. 
$ 10,821 $ 10,155 
7,673 6,317 

$ 18,494 $ 16,472 


7. Financing Receivables and Operating Leases 
(a) Financing Receivables 


Financing receivables primarily consist of lease receivables, loan receivables, and financed service contracts. Lease receivables 
represent sales-type and direct-financing leases resulting from the sale of the Company’s and complementary third-party 
products and are typically collateralized by a security interest in the underlying assets. Lease receivables consist of arrangements 
with terms of four years on average. Loan receivables represent financing arrangements related to the sale of the Company’s 
hardware, software, and services, which may include additional funding for other costs associated with network installation 
and integration of the Company’s products and services. Loan receivables generally have terms of up to three years. Financed 
service contracts include financing receivables related to technical support and advanced services. Revenue related to the 
technical support services is typically deferred and included in deferred service revenue and is recognized ratably over the 
period during which the related services are to be performed, which typically ranges from one to three years. 


During the fourth quarter of fiscal 2017, the Company reclassified $1.9 billion of its financing receivables related to software and 
the financing of indirect costs from financed service contracts and other to loan receivables to better reflect the classification 
of software receivables which have increased. Balances for prior years have been reclassified to conform to the current 
period’s presentation. 


A summary of the Company’s financing receivables is presented as follows (in millions): 


Lease Loan Financed Service 
July 29, 2017 Receivables Receivables Contracts Total 
GLOSS Los wee Re ee We aioe wad EE eg a heeds REE See pde $ 2,784 $ 4,560 $ 2,517 $ 9,861 
Residual value: ; .0¢22005¢ mre RR cow PER dad 173 — — 173 
Unearned income.............. 0.00. cc eens (145) — — (145) 
Allowance for credit loss... 0.0.0.0... 0.0000 e eens (162) (103) (30) (295) 
Total; met preiei E RRDRSe Ib eres Faced ida EAS $ 2,650 $ 4,457 $ 2,487 $ 9,594 
Reported as: 
Current e eee ee eee ee eee $ 1,301 $ 2,104 $ 1,451 $ 4,856 
Noncurrent 22.2: dob Rip ped bua Shad AN Ps 1,349 2,353 1,036 4,738 
Total iet; eli wee ot LR eet KBE PPS EY BEY $ 2,650 $ 4,457 $ 2,487 $ 9,594 
Lease Loan Financed Service 
July 30, 2016 Receivables Receivables Contracts Total 
GOSS eee aureae eee a Dea os be a debt B bes $ 3,272 $ 3,446 $ 2,059 $ 8,777 
Residual Vale ounce br pr EE EEEE bk ee RS 202 — — 202 
Unearned incorie; scc 5.846 terr r RR ehe Ree ea ed ead (174) — — (174) 
Allowance for credit los8....42. er cance ERU Or RR ERE EA (230) (97) (48) (375) 
occ $ 3,0070 $ 3,349 $ 2,011 $ 8,430 
Reported as: 
Cuttent uc bt RP DURER DEP IDEE EE URN $ 1490 $ 1,580 $ 1202 $ 4,272 
Noncutrent... iusso he Sd RR EG ORE RED POR acs UV as 1,580 1,769 809 4,158 
"Total, fetusi sec din hace Pete pobre qs TUE ER $ . 3070 $ 3,349 $ 2,001 $ 8430 


Future minimum lease payments to the Company on lease receivables as of July 29, 2017 are summarized as follows (in millions): 


Fiscal Year Amount 
PULS" $ 1,318 
2019. P sve devra yee ten men ous oe Med prx ade DURO Eas UR ere eed abe ded Ik Edad EUER os eoi 813 
2020. «ced ted pde ee ip mepIIER Wee ce eet tune eed d tueper meer ume i eS 438 
QO QI) sc Sesh tien ——————————n 183 
ppp U--—— ——É—————  ——————Á—Á————Á——— — 9 
Thereafter. eere i P e heheh aes db bc M eei deni Ur PL Pe I eren 23 
Total. cre e LIEN ttn t REL Ed LE ME $ 2,784 


Actual cash collections may differ from the contractual maturities due to early customer buyouts, refinancings, or defaults. 
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(b) Credit Quality of Financing Receivables 


Gross receivables, excluding residual value, less unearned income categorized by the Company’s internal credit risk rating as of 
July 29, 2017 and July 30, 2016 are summarized as follows (in millions): 


INTERNAL CREDIT RISK RATING 


July 29, 2017 1to4 5to6 7 and Higher Total 
Lease receivables ...........0.0. 0000 e $ 1,408 $ 1,181 $ 50 $ 2,639 
Loan receivables... i. esos ee eee y bea ee ase E e wae 2,865 1,516 179 4,560 
Financed service contracts ........0 0.0.0... cee cece eee 1,593 902 22 2,517 
Total: ECL—— $ 5,866 $ 3,599 $ 251 $ 9,716 
INTERNAL CREDIT RISK RATING 
July 30, 2016 1 to4 5to6 7 and Higher Total 
Leasereceivables........ iles hh hrs $ 1,703 $ 1,294 $ 101 $ 3,098 
Ioan receivables 3... 2: bnt eed ash ere baeo EREA 1,792 1,464 190 3,446 
Financed service cotittacts...2 ool APRIRIPLeRePEUIepPI CORR PNE REP UE 1,271 774 14 2,059 
M "EUST $ 4766 $ 3,32 $ 305 $ 8,603 


The Company determines the adequacy of its allowance for credit loss by assessing the risks and losses inherent in its financing 
receivables by portfolio segment. The portfolio segment is based on the types of financing offered by the Company to its 
customers, which consist of the following: lease receivables, loan receivables, and financed service contracts. 


The Company's internal credit risk ratings of 1 through 4 correspond to investment-grade ratings, while credit risk ratings of 5 
and 6 correspond to non-investment grade ratings. Credit risk ratings of 7 and higher correspond to substandard ratings. 


In circumstances when collectibility is not deemed reasonably assured, the associated revenue is deferred in accordance with 
the Company's revenue recognition policies, and the related allowance for credit loss, if any, is included in deferred revenue. 
The Company also records deferred revenue associated with financing receivables when there are remaining performance 
obligations, as it does for financed service contracts. 


The following tables present the aging analysis of gross receivables, excluding residual value and less unearned income as of 
July 29, 2017 and July 30, 2016 (in millions): 


DAYS PAST DUE 
(INCLUDES BILLED AND UNBILLED) 


Nonaccrual Impaired 


Total Financing X Financing 

July 29, 2017 31-60 61-90 91+ Past Due Current Total Receivables Receivables 
Lease receivables............... $ 160 $ 60$ 216 $ 436 $ 2,203 $ 2,639 $ 14 $ 14 
Loan receivables................ 230 48 259 537 4,023 4,560 43 43 
Financed service contracts....... 160 TI 523 760 1,757 2,517 18 2 
Total. oco Re RR $ 550 $ 185 $ 998 $ 1,733 $ 7,983 $ 9,716 $ 75 $ 59 


DAYS PAST DUE 
(INCLUDES BILLED AND UNBILLED) 


Nonaccrual Impaired 


Total Financing Financing 

July 30, 2016 31 -60 61 - 90 91+ Past Due Current Total Receivables Receivables 
Lease receivables................ $ 111 $ 25 $ 2518 387 $ 2,711 $ 3,098 $ 60 $ 60 
Loan receivables ................ 83 37 167 287 3,159 3,446 42 42 
Financed service contracts ........ 159 124 436 719 1,340 2,059 30 10 
Total. waded pied OF Rep E uera $ 353$ 186 $ 854 $ 1,393 $ 7.210 $ 85603 $ 132 $ 112 


Past due financing receivables are those that are 31 days or more past due according to their contractual payment terms. The data 
in the preceding tables is presented by contract, and the aging classification of each contract is based on the oldest outstanding 
receivable, and therefore past due amounts also include unbilled and current receivables within the same contract. The balances 
of either unbilled or current financing receivables included in the category of 91 days plus past due for financing receivables 
were $666 million and $670 million as of July 29, 2017 and July 30, 2016, respectively. 


89 


As of July 29, 2017, the Company had financing receivables of $315 million, net of unbilled or current receivables, that were in 
the category of 91 days plus past due but remained on accrual status as they are well secured and in the process of collection. 
Such balance was $144 million as of July 30, 2016. 


(c) Allowance for Credit Loss Rollforward 


The allowances for credit loss and the related financing receivables are summarized as follows (in millions): 


CREDIT LOSS ALLOWANCES 


Lease Loan Financed Service 
Receivables Receivables Contracts Total 
Allowance for credit loss as of July 30, 2016 .................... $ 230 $ 97 $ 48 $ 375 
PrOVISIODS. «course RR EE Ree do e ES RET E ET des (25) 7 (17) (35) 
Recoveries (write-offs), net .. 0.0.0.0... 0.0. ccc cee ene (37) (11) (1) (49) 
Foreign exchange and other............. 0.0.0 cee cece eens (6) 10 — 4 
Allowance for credit loss as of July 29, 2017 .. ouaaa $ 162 $ 103 $ 30 $ 295 
CREDIT LOSS ALLOWANCES 
Lease Loan Financed Service 
Receivables Receivables Contracts Total 
Allowance for credit loss as of July 25, 2015... ...........00 00000. $ 259 $ 87 $ 36 $ 382 
Provisiollg; ole RI ead E E EEE EA EG ET PERS (13) 13 17 17 
Recoveries (write-offs), net ........ isle (10) — (5) (15) 
Foreign exchange and other ........... 0... lle lees. (6) (3) — (9) 
Allowance for credit loss as of July 30, 2016.............00...0 eee $ 230 $ 97 $ 48 $ 375 
CREDIT LOSS ALLOWANCES 
Lease Loan Financed Service 
Receivables Receivables Contracts Total 
Allowance for credit loss as of July 26, 2014..................005. $ 233 $ 98 $ 18 $ 349 
PROVISIONS penen p Fes h eed eS A Che A REA OS ee ENS 45 (8) 20 57 
Recoveries (write-offs), net .. 0.0... eee tenes (7) 1 (1) (7) 
Foreign exchange and other .... 2.2.0.0... 0. ccc cee eee (12) (4) (1) (17) 
Allowance for credit loss as of July 25, 2015.............00 0000s $ 259 $ 87 $ 36 382 


(d) Operating Leases 


The Company provides financing of certain equipment through operating leases, and the amounts are included in property and 
equipment in the Consolidated Balance Sheets. Amounts relating to equipment on operating lease assets and the associated 
accumulated depreciation are summarized as follows (1n millions): 


July 29, 2017 July 30, 2016 


BU JURHPAEEIEELCU MR $ 356 $ 296 
Accumulated. depreciation srov sc Verri ee rera E EE FR ERES PE NUES a ee oe (212) (161) 
Operating lease assets; Neti... cc sese Prep qr pee e Up eu eb E ad $ 144 $ 135 
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Minimum future rentals on noncancelable operating leases as of July 29, 2017 are summarized as follows (in millions): 


Fiscal Year Amount 
2015. P Lcid c EAE mM aM cere UE eee $ 183 
2010 5: eeu REM ca dC LUE UMP EI 102 
2020. 5s ane Berea potere ie di Sn RR ea Pus ane Selene aUo qur due d Ves ttc adhe dnd A e eo VIDA aR 39 
P "—————————— 'Éo———Á————  —— 5 
Kcu TM PH" ET 2 
UIDDDKE x TH"- drag era a gs ek, eee, see pe Tu I UP MERE $ 331 


8. Investments 
(a) Summary of Available-for-Sale Investments 


The following tables summarize the Company's available-for-sale investments (1n millions): 


Gross Gross 
Amortized Unrealized Unrealized Fair 
July 29, 2017 Cost Gains Losses Value 
Fixed income securities: 
U.S. government securities ............... 0.00 i eese eene $ 19,880 $ 3 $ (60) $ 19,823 
U.S. government agency securities ................... 0. .000008. 2,057 — (5) 2,052 
Non-U.S. government and agency securities....................4-. 389 — (1) 388 
Corporate debt securities ......... 0.0... sees 31,626 202 (93) 31,735 
U.S. agency mortgage-backed securities......................... 2,037 3 (17) 2,023 
Commercial paper ............ uuaa eee 996 — — 996 
Certificates of deposit ........... llle 60 — — 60 
Total fixed income securities................ 0000.0 cee eee 57,045 208 (176) 57,077 
Publicly traded equity securities .............. llle 1,180 554 (27) 1,707 
Total: o orte r a Speer s ee hg aaah dhs ngage $ 58225 $ 762 $ (203) $  Á 58,784 
Gross Gross 
Amortized Unrealized Unrealized Fair 
July 30, 2016 Cost Gains Losses Value 
Fixed income securities: 
U.S. government securities .... 0... cence eens $ 26473 $ 73 $ (2 $ 26,544 
U.S. government agency securities .... 0... ce eee cee eee 2,809 8 — 2,817 
Non-U.S. government and agency securities.................0.0000- 1,096 E — 1,100 
Corporate debt securities. ....... ccc ees 24,044 263 (15) 24,292 
U.S. agency mortgage-backed securities............ 00.00 ce eee eee 1,846 22 — 1,868 
Total fixed income securities... usus eee e e s 56,268 370 (17) 56,621 
Publicly traded equity securities 5... llle 1,211 333 (40) 1,504 
Total "ccm $ 57479 $ 703 $ (57) $ 58,125 


(? Includes investments that were pending settlement as of the end of the respective fiscal years. The net unsettled investment purchases 
(sales) were $(30) million and $654 million as of July 29, 2017 and July 30, 2016, respectively. 


Non-U.S. government and agency securities include agency and corporate debt securities that are guaranteed by non-U.S. 
governments. 


91 


(b) Gains and Losses on Available-for-Sale Investments 


The following table presents the gross realized gains and gross realized losses related to the Company’s available-for-sale 
investments (in millions): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 

Gross realized gains 0.0... cece hr $ 114 $ 152 $ 221 

Cross realized TOSSES essi pue erre hr: BSE LAWS EE EN EE AE Y PS (201) (153) (64) 
Total. ach rer EE MURORUM See als meen A aes ae koe ane $ (87) $ (1) 157 


The following table presents the realized net gains and losses related to the Company’s available-for-sale investments by security 
type (in millions): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 
Net gains/(losses) on investments in publicly traded equity securities ............. $ (45) $ 33 $ 116 
Net gains/(losses) on investments in fixed income securities.................2.4. (42) (34) 41 

Total cx cese x rs aM eicere ae oe LEE eave ae $ (87) $ (1) $ 157 


The following tables present the breakdown of the available-for-sale investments with gross unrealized losses and the duration 
that those losses had been unrealized at July 29, 2017 and July 30, 2016 (in millions): 


UNREALIZED LOSSES UNREALIZED LOSSES 


LESS THAN 12 MONTHS 12 MONTHS OR GREATER TOTAL 
Gross Gross Gross 
Unrealized Unrealized Unrealized 
July 29, 2017 Fair Value Losses Fair Value Losses Fair Value Losses 
Fixed income securities: 
U.S. government securities............. $ 14,962 $ (55) $ 771 $ (5) $ 15,733 $ (60) 
U.S. government agency securities ...... 1,791 (4) 130 (1) 1,921 (5) 
Non-U.S. government and 
agency securities....................4. 368 (1) — — 368 (1) 
Corporate debt securities.............. 9,487 (92) 101 (1) 9,588 (93) 
U.S. agency mortgage-backed securities . . . 1,485 (16) 38 (1) 1,523 (17) 
Total fixed income securities ........ 28,093 (168) 1,040 (8) 29,133 (176) 
Publicly traded equity securities........... 122 (27) — — 122 (27) 
Total «sek URRSPRSUES $ 28.215 $ (195) $ 1.040 $ (8) $ 29,255 $  (Q03) 
UNREALIZED LOSSES UNREALIZED LOSSES 
LESS THAN 12 MONTHS 12 MONTHS OR GREATER TOTAL 
Gross Gross Gross 
Unrealized Unrealized Unrealized 
July 30, 2016 Fair Value Losses Fair Value Losses Fair Value Losses 
Fixed income securities: 
U.S. government securities ............. $ 2414 $ (2) $ — $ — $ 2,414 $ (2) 
U.S. government agency securities ....... 144 — — — 144 — 
Non-U.S. government and 
agency securities ....... u.o 0... een 61 — — — 61 — 
Corporate debt securities............... 2,499 (7) 1,208 (8) 3,707 (15) 
U.S. agency mortgage-backed securities. . . 174 — — — 174 — 
Total fixed income securities. ........ 5,292 (9) 1,208 (8) 6,500 (17) 
Publicly traded equity securities............ 188 (40) — — 188 (40) 
Total. ài e RDLUrEE ERE uk d $ 5480 $ (49) $ 1,208 $ (8) $ 66088 $ (57) 


For fiscal 2017, the realized net losses for available-for-sale investments included impairment charges of $74 million. These 
impairment charges related primarily to publicly traded equity securities and were due to a decline in the fair value of those 
securities below their cost basis that were determined to be other than temporary. For fiscal 2016, the realized net losses related 
to available-for-sale investments included impairment charges of $3 million for fixed income securities. These impairment 
charges were due to a decline in the fair value of those securities below their cost basis that were determined to be other than 
temporary. There were no impairment charges on available-for-sale investments for fiscal 2015. 
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As of July 29, 2017, for fixed income securities that were in unrealized loss positions, the Company has determined that (i) it 
does not have the intent to sell any of these investments, and (ii) it is not more likely than not that it will be required to sell any 
of these investments before recovery of the entire amortized cost basis. In addition, as of July 29, 2017, the Company anticipates 
that it will recover the entire amortized cost basis of such fixed income securities and has determined that no other-than- 
temporary impairments associated with credit losses as of July 29, 2017 were required to be recognized. 


The Company has evaluated its publicly traded equity securities as of July 29, 2017 and has determined that there were no 
additional other-than-temporary impairments in the respective categories of unrealized losses. This determination was based 
on several factors, which include the length of time and extent to which fair value has been less than the cost basis, the financial 
condition and near-term prospects of the issuer, and the Company’s intent and ability to hold the publicly traded equity securities 
for a period of time sufficient to allow for any anticipated recovery in market value. 


(c) Maturities of Fixed Income Securities 


The following table summarizes the maturities of the Company’s fixed income securities at July 29, 2017 (in millions): 


Amortized Cost Fair Value 
Less than: I year. eerie ote cake ioe ia P PNG we BER Se $ 15,497 $ 15,489 
Due it) to.2 Yeats nc ose ed aret Eq nie o ESAS oes Ga be quc Gd err 13,983 13,965 
Düuecn 749 5 (1 o sennie WE ee 21,980 22,077 
Due after S years 224.605 octet Gana Qr VAI Ada BS Oat e dte ada Fb ee baa ee 3,548 3,523 
Mortgage-backed securities with no single maturity ......... leere 2,037 2,023 
Total. 36568 ek ou oe aise een quo d ep m oF Ac oe Bee EPI FUE E er EUER $ 57,045 $ 57,077 


Actual maturities may differ from the contractual maturities because borrowers may have the right to call or prepay certain 
obligations. The remaining contractual principal maturities for mortgage-backed securities were allocated assuming 
no prepayments. 


(d) Securities Lending 


The Company periodically engages in securities lending activities with certain of its available-for-sale investments. These 
transactions are accounted for as a secured lending of the securities, and the securities are typically loaned only on an overnight 
basis. The average daily balance of securities lending for fiscal 2017 and 2016 was $0.7 billion and $0.6 billion, respectively. 
The Company requires collateral equal to at least 102% of the fair market value of the loaned security and that the collateral be 
in the form of cash or liquid, high-quality assets. The Company engages in these secured lending transactions only with highly 
creditworthy counterparties, and the associated portfolio custodian has agreed to indemnify the Company against collateral 
losses. The Company did not experience any losses in connection with the secured lending of securities during the periods 
presented. As of July 29, 2017 and July 30, 2016, the Company had no outstanding securities lending transactions. 


(e) Investments in Privately Held Companies 


The carrying value of the Company's investments in privately held companies was included in other assets. For such investments 
that were accounted for under the equity and cost method as of July 29, 2017 and July 30, 2016, the amounts are summarized in 
the following table (in millions): 


July 29, 2017 July 30, 2016 


Equity method'investments. «uses medie peRRRRPQS E seen dew NIRE ed p ERO dde $ 124 $ 174 
Cost method investments... ns oe eee ea em oh rca UY AT ENRETE RAAR E a UE RA ES 859 829 
Totale erer eener Ble eaves Sees ee beeen ee i i Qu tii LIU M ELE $ 983 $ 1,003 


For additional information on impairment charges related to investments in privately held companies, see Note 9. 


Variable Interest Entities In the ordinary course of business, the Company has investments in privately held companies and 
provides financing to certain customers. These privately held companies and customers may be considered to be variable 
interest entities. The Company evaluates on an ongoing basis its investments in these privately held companies and its customer 
financings and has determined that as of July 29, 2017, except as disclosed herein, there were no variable interest entities 
required to be consolidated in the Company's Consolidated Financial Statements. 
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As discussed in Note 2, during the first quarter of fiscal 2017, the Company adopted a new accounting standard update related 
to the consolidation of certain types of legal entities. As of July 29, 2017, the carrying value of the Company’s investments in 
privately held companies was $983 million, of which $553 million of such investments are considered to be in variable interest 
entities which are unconsolidated. In addition, the Company has additional funding commitments of $216 million related to 
these investments, some of which are based on the achievement of certain agreed-upon milestones, and some of which are 
required to be funded on demand. The carrying value of these investments and the additional funding commitments collectively 
represent the Company’s maximum exposure related to these variable interest entities. 


9. Fair Value 
(a) Assets and Liabilities Measured at Fair Value on a Recurring Basis 


Assets and liabilities measured at fair value on a recurring basis as of July 29, 2017 and July 30, 2016 were as follows (in millions): 


JULY 29, 2017 JULY 30, 2016 
FAIR VALUE MEASUREMENTS FAIR VALUE MEASUREMENTS 
Total Total 
Level 1 Level 2 Level 3 Balance Level 1 Level 2 Level 3 Balance 
Assets: 
Cash equivalents: 
Money market funds .............. $ 9,567 $ —$ — $ 9,567 $ 6,111 $ — $ — $ 6,111 
U.S. government securities ......... — 139 — 139 — — — — 
Corporate debt securities........... — — — — — 43 — 43 
Commercial paper ................ — 160 — 160 = = — = 
Certificates of deposit ............. — 25 — 25 — — — — 
Available-for-sale investments: 
U.S. government securities ......... — 19,823 — 19,823 — 26,544 -— 26,544 
U.S. government agency securities . . . — 2,052 — 2,052 — 2,817 — 2,817 
Non-U.S. government and 
agency securities ..............04. — 388 — 388 — 1,100 — 1,100 
Corporate debt securities........... — 31,735 — 31,735 — 24,292 — 24,292 
U.S. agency mortgage-backed 
securities ©... eee eee — 2,023 — 2,023 — 1,868 — 1,868 
Commercial paper ................ — 996 — 996 -— = — mE 
Certificates of deposit ............. — 60 — 60 — — — — 
Publicly traded equity securities . . . . . 1,707 — — 1,707 1,504 — — 1,504 
Derivative assets .............2.0005- — 149 — 149 — 384 1 385 
Total ecto Sx tice E teet ee $ 11,274 $ 57,550 $ — $ 68,824 $ 7,615 $ 57,048 $ 1 $ 64,664 
Liabilities: 
Derivative liabilities............... $ — $ 4$ —$ 45$ — $ 54$ — $ 54 
Totál sece Like tk veh Ede: $ — $ 4$ — $ 4 $ = $ 54$ — $ 54 


Level 1 publicly traded equity securities are determined by using quoted prices in active markets for identical assets. Level 2 
fixed income securities are priced using quoted market prices for similar instruments or nonbinding market prices that are 
corroborated by observable market data. The Company uses inputs such as actual trade data, benchmark yields, broker/dealer 
quotes, and other similar data, which are obtained from quoted market prices, independent pricing vendors, or other sources, 
to determine the ultimate fair value of these assets and liabilities. The Company uses such pricing data as the primary input to 
make its assessments and determinations as to the ultimate valuation of its investment portfolio and has not made, during the 
periods presented, any material adjustments to such inputs. The Company is ultimately responsible for the financial statements 
and underlying estimates. The Company’s derivative instruments are primarily classified as Level 2, as they are not actively 
traded and are valued using pricing models that use observable market inputs. The Company did not have any transfers between 
Level 1 and Level 2 fair value measurements during the periods presented. 
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Level 3 assets include certain derivative instruments, the values of which are determined based on discounted cash flow models 
using inputs that the Company could not corroborate with market data. 


(b) Assets Measured at Fair Value on a Nonrecurring Basis 


The following table presents the Company’s assets that were measured at fair value on a nonrecurring basis during the indicated 
periods and the related recognized gains and losses for the periods indicated (in millions): 


TOTAL GAINS (LOSSES) FOR THE YEARS ENDED 


July 29, 2017 July 30, 2016 July 25, 2015 
Investments in privately held companies (impaired) ...................4. $ (175) $ (57) $ (38) 
Purchased intangible assets (impaired) ....... nnana nnana (47) (74) (175) 
Property held for sale - land and buildings................. 00.00 eee eee (30) — — 
Gains (losses) on assets no longer held at end of fiscal year................ (2) (10) (8) 
Total gains (losses) for nonrecurring measurements................... $ (254) $ (141) $ (221) 


These assets were measured at fair value due to events or circumstances the Company identified as having significant 
impact on their fair value during the respective periods. To arrive at the valuation of these assets, the Company considers any 
significant changes in the financial metrics and economic variables and also uses third-party valuation reports to assist in the 
valuation as necessary. 


The fair value measurement of the impaired investments was classified as Level 3 because significant unobservable inputs were 
used in the valuation due to the absence of quoted market prices and inherent lack of liquidity. Significant unobservable inputs, 
which included financial metrics of comparable private and public companies, financial condition and near-term prospects of 
the investees, recent financing activities ofthe investees, and the investees' capital structure as well as other economic variables, 
reflected the assumptions market participants would use in pricing these assets. The impairment charges, representing the 
difference between the net book value and the fair value as a result of the evaluation, were recorded to other income (loss), net. 
The remaining carrying value of the investments that were impaired was $81 million and $24 million as of July 29, 2017 and 
July 30, 2016, respectively. 


The fair value for purchased intangibles assets measured at fair value on a nonrecurring basis was categorized as Level 3 due 
to the use of significant unobservable inputs in the valuation. Significant unobservable inputs that were used included expected 
revenues and net income related to the assets and the expected life of the assets. The difference between the estimated fair value 
and the carrying value of the assets was recorded as an impairment charge, which was included in product cost of sales and 
operating expenses as applicable. See Note 4. The remaining carrying value of the specific purchased intangible assets that were 
impaired was $63 million and zero as of July 29, 2017 and July 30, 2016, respectively. 


The fair value of property held for sale was measured with the assistance of third-party valuation models, which used discounted 
cash flow techniques as part oftheir analysis. The fair value measurement was categorized as Level 3, as significant unobservable 
inputs were used in the valuation report. The impairment charges as a result of the valuations, which represented the difference 
between the fair value less cost to sell and the carrying amount of the assets held for sale, was included in restructuring and 
other charges. The remaining carrying value of the property held for sale that was impaired was $5 million as of July 29, 2017. 


(c) Other Fair Value Disclosures 


The carrying value of the Company's investments in privately held companies that were accounted for under the cost method 
was $859 million and $829 million as of July 29, 2017 and July 30, 2016, respectively. It was not practicable to estimate the fair 
value of this portfolio. 


The fair value of the Company's short-term loan receivables and financed service contracts approximates their carrying value 
due to their short duration. The aggregate carrying value of the Company's long-term loan receivables and financed service 
contracts as of July 29, 2017 and July 30, 2016 was $3.4 billion and $2.6 billion, respectively. The estimated fair value of the 
Company's long-term loan receivables and financed service contracts approximates their carrying value. The Company uses 
significant unobservable inputs in determining discounted cash flows to estimate the fair value of its long-term loan receivables 
and financed service contracts, and therefore they are categorized as Level 3. 


As of July 29, 2017 and July 30, 2016, the estimated fair value of the short-term debt approximates its carrying value due to the 
short maturities. As of July 29, 2017, the fair value of the Company's senior notes and other long-term debt was $32.1 billion, 
with a carrying amount of $30.5 billion. This compares to a fair value of $30.9 billion and a carrying amount of $28.6 billion as 
of July 30, 2016. The fair value of the senior notes and other long-term debt was determined based on observable market prices 
in a less active market and was categorized as Level 2 in the fair value hierarchy. 
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10. Borrowings 
(a) Short-Term Debt 


The following table summarizes the Company’s short-term debt (in millions, except percentages): 


July 29, 2017 July 30, 2016 
Amount Effective Rate Amount Effective Rate 
Current portion of long-term debt... eese eee $ 4,747 1.66% $ 4,159 0.97% 
Commercial paper «24. daue doe Edad ead cde reads 3,245 1.16% — —% 
Other notes and borrowings ........... 0. 0c cece eee eee nes — —% 1 2.08% 
Total short-term debt... $ 7,992 $ 4,160 


Effective March 31, 2017, the Company increased its borrowing capacity under its existing commercial paper program 
from $3.0 billion to $10.0 billion. The Company uses the proceeds from the issuance of commercial paper notes for general 
corporate purposes. 


The effective rates for the short- and long-term debt include the interest on the notes, the accretion of the discount, the issuance 
costs, and, if applicable, adjustments related to hedging. 
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(b) Long-Term Debt 


The following table summarizes the Company’s long-term debt (in millions, except percentages): 


July 29, 2017 July 30, 2016 
Maturity Date Amount Effective Rate Amount Effective Rate 
Senior notes: 
Floating-rate notes: 
Three-month LIBOR plus 0.28%. ...... March 3, 2017 0$ — — $ 1,000 1.0396 
Three-month LIBOR plus 0.6095. ...... February 21, 2018 1,000 1.84% 1,000 1.32% 
Three-month LIBOR plus 0.31% ....... June 15, 2018 900 1.62% 900 1.03% 
Three-month LIBOR plus 0.50%. ...... March 1, 2019 500 1.76% 500 1.23% 
Three-month LIBOR plus 0.34%. ...... September 20, 2019 500 1.66% — 
Fixed-rate notes: 
131096. etti EE RUPES IRAM March 3, 2017 o — — 2,400 0.87% 
3.500 EE A E EE March 14, 2017 Q — — 750 1.2296 
1:409: dette Soest Miseni es February 28, 2018 1,250 1.47% 1,250 1.47% 
NGS ar PUPPI June 15, 2018 1,600 1.72% 1,600 1.72% 
4.9500 etehi ede ease eb istas February 15, 2019 2,000 4.96% 2,000 4.76% 
1.60% ... cece cece eee February 28, 2019 1,000 1.67% 1,000 1.67% 
2-[2594 2x N E eod eo Oo Oe es March 1, 2019 1,750 1.84% 1,750 1.08% 
1:400... o rp Re ye pet OR RES September 20, 2019 O 1,500 1.48% — — 
4.4500 5 noi easi ian aa iE January 15, 2020 2,500 3.84% 2,500 3.25% 
2:45 5 uos ape ie ke o June 15, 2020 1,500 2.54% 1,500 2.54% 
2.2096... ix ra due eek ded ERE February 28, 2021 2,500 2.30% 2,500 2.30% 
2:0(0 0 oe tien dunistes duisi tu eei Crete March 4, 2021 500 2.00% 500 1.24% 
1:8590 cata eere ER aonans September 20, 2021 2,000 1.90% — — 
3:009 6, caddie tenete teisi Mato eed June 15, 2022 500 2.26% 500 1.51% 
2:6096: easier hein tene dtr ds February 28, 2023 500 2.68% 500 2.68% 
2.206. Sad, coxa seeded eed qa September 20, 2023? 750 2.27% — — 
3.02595: Liebes Eve er EE ET March 4, 2024 1,000 2.1296 1,000 1.3696 
3:5006: 1 o esc ewes Sas RE AER June 15, 2025 500 2.43% 500 1.67% 
DSU: o wR pit ope nance oes kee: February 28, 2026 750 3.01% 750 3.01% 
2.3090 sbi ER betes RI be be September 20, 2026 1,500 2.55% — — 
Dore dick Geode one Rape Sees February 15, 2039 2,000 6.11% 2,000 6.11% 
5:5096: oo ede e etaed EI ores January 15, 2040 2,000 5.67% 2,000 5.67% 
Total daroate Saree ead dees 30,500 28,400 
Unaccreted discount/issuance costs .......... (136) (137) 
Hedge accounting fair value adjustments...... 108 379 
Total ino Mb REX EXE E RE $ 30,472 $ 28,642 
Reported as: 
Current portion of long-term debt............ $ 4,747 $ 4,159 
Long-term debt ...............00 000 cee 25,725 24,483 
Total 165 b545 ia bese ds ph Pees aes $ 30,472 $ 28,642 


Tn March 2017, the Company repaid senior notes with an aggregate principal amount of $4.15 billion upon maturity. 


Qn September 2016, the Company issued senior notes for an aggregate principal amount of $6.25 billion. 
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The Company entered into interest rate swaps in prior periods with an aggregate notional amount of $6.75 billion designated as 
fair value hedges of certain of its fixed-rate senior notes. These swaps convert the fixed interest rates of the fixed-rate notes to 
floating interest rates based on the London InterBank Offered Rate (LIBOR). The gains and losses related to changes in the fair 
value of the interest rate swaps substantially offset changes in the fair value of the hedged portion of the underlying debt that are 
attributable to the changes in market interest rates. For additional information, see Note 11. 


Interest is payable semiannually on each class of the senior fixed-rate notes and payable quarterly on the floating-rate notes. 
Each of the senior fixed-rate notes is redeemable by the Company at any time, subject to a make-whole premium. The senior 
notes rank at par with the commercial paper notes that have been issued in the future pursuant to the Company's short-term debt 
financing program, as discussed above under “(a) Short-Term Debt.” As of July 29, 2017, the Company was in compliance with 
all debt covenants. 


As of July 29, 2017, future principal payments for long-term debt, including the current portion, are summarized as follows 
(in millions): 


Fiscal Year Amount 
2018 FC ————MIHH—————————— TÉ $ 4,750 
PU PH—————————DUMTTTT 5,250 
ps ge cL 6,000 
20215. seve peek REPRE 3 e Pg er Tu OEEXGd RIPRETIP REISEN pedi Neg aediles Eu deed 3,000 
pp EE A. r E Ar E A R 2,500 
MEST eaftet 1o ten eot ette ut tete a ask Dh dee dav r nde e date eb ee ee E E ncaa EEES 9,000 
gr CPP excu $ 30,500 


(c) Credit Facilities 


On May 15, 2015, the Company entered into a credit agreement with certain institutional lenders that provides for a $3.0 billion 
unsecured revolving credit facility that is scheduled to expire on May 15, 2020. Any advances under the credit agreement will 
accrue interest at rates that are equal to, based on certain conditions, either (1) the highest of (a) the Federal Funds rate plus 
0.50%, (b) Bank of America’s “prime rate" as announced from time to time, or (c) LIBOR, or a comparable or successor rate 
that is approved by the Administrative Agent (“Eurocurrency Rate"), for an interest period of one-month plus 1.00%, or (ii) the 
Eurocurrency Rate, plus a margin that is based on the Company's senior debt credit ratings as published by Standard & Poor's 
Financial Services, LLC and Moody's Investors Service, Inc., provided that in no event will the Eurocurrency Rate be less than 
zero. The Company may also, upon agreement of either the then-existing lenders or additional lenders not currently parties to 
the agreement, increase the commitments under the credit facility by up to an additional $2.0 billion and/or extend the expiration 
date of the credit facility up to May 15, 2022. 


In addition, on March 30, 2017, the Company entered into a 364-Day credit agreement with certain institutional lenders that 
provides for a $2.0 billion unsecured revolving credit facility that is scheduled to expire on March 29, 2018. The credit agreement 
also provides the Company with the option to, for a fee, convert any borrowings outstanding thereunder on March 29, 2018 
to a term loan maturing no later than March 29, 2019. The interest rate applicable to outstanding balances under the credit 
agreement will be based on either (1) the higher of (a) the rates on overnight Federal Funds transactions with members of the 
Federal Reserve System (i.e. Federal Funds rate) plus 0.50%, (b) Bank of America's “prime rate” as announced from time to 
time or (c) LIBOR for an interest period of one month plus 1.00%, or (ii) LIBOR plus a margin that is based on the Company's 
senior debt credit ratings as published by S&P Global Rating, a business unit of Standard & Poor's Financial Services LLC, and 
Moody's Investors Service, Inc. 


These credit agreements require that the Company comply with certain covenants, including that the Company maintains an 
interest coverage ratio as defined in these agreements. As of July 29, 2017, the Company was in compliance with the required 
interest coverage ratio and the other covenants, and the Company had not borrowed any funds under the credit facility. 
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11. Derivative Instruments 
(a) Summary of Derivative Instruments 


The Company uses derivative instruments primarily to manage exposures to foreign currency exchange rate, interest rate, and 
equity price risks. The Company’s primary objective in holding derivatives is to reduce the volatility of earnings and cash flows 
associated with changes in foreign currency exchange rates, interest rates, and equity prices. The Company’s derivatives expose 
it to credit risk to the extent that the counterparties may be unable to meet the terms of the agreement. The Company does, 
however, seek to mitigate such risks by limiting its counterparties to major financial institutions. In addition, the potential risk of 
loss with any one counterparty resulting from this type of credit risk is monitored. Management does not expect material losses 
as a result of defaults by counterparties. 


The fair values of the Company’s derivative instruments and the line items on the Consolidated Balance Sheets to which they 
were recorded are summarized as follows (in millions): 


DERIVATIVE ASSETS DERIVATIVE LIABILITIES 
July 29, July 30, July 29, July 30, 
Balance Sheet Line Item 2017 2016 Balance Sheet Line Item 2017 2016 
Derivatives designated as hedging instruments: 
Foreign currency derivatives.................... Other current assets $ 46 $ 7 Other current liabilities $ 1$ 53 
Interest rate derivatives ....................000. Other current assets — 11 Other current liabilities — = 
Interest rate derivatives: usce steuert etel Other assets 102 366 Other long-term liabilities — — 
grec D D UE AE E EERE ASPRE E 148 384 1 53 
Derivatives not designated as hedging instruments: 
Foreign currency derivatives.................... Other current assets 1 — Other current liabilities 3 1 
Equity derivatives/warrants...................4. Other assets — 1 Other long-term liabilities — = 
Totaly ane camtgde sb ans tiene teinte ase dur le eus 1 1 3 1 
Total. «52 oes car eme E oa wie oats RON NU $ 149 $ 385 $ 4$ 54 


The effects of the Company's cash flow and net investment hedging instruments on other comprehensive income (OCI) and the 
Consolidated Statements of Operations are summarized as follows (in millions): 


GAINS (LOSSES) RECOGNIZED GAINS (LOSSES) RECLASSIFIED FROM 
IN OCI ON DERIVATIVES FOR AOCI INTO INCOME FOR 
THE YEARS ENDED (EFFECTIVE PORTION) THE YEARS ENDED (EFFECTIVE PORTION) 
July 29, July 30, July 25, Line Item in Statements July 29, July 30, July 25, 
2017 2016 2015 of Operations 2017 2016 2015 


Derivatives designated as cash flow 
hedging instruments: 


Foreign currency derivatives .... $ 22 $ (66) $ (159) Operating expenses ....... $ (59$ (158 (121) 
Cost of sales—service .... (20) (5) (33) 
Total. ie ceterae $ 22 $ (66) $ (159) Total «ipee $ (79$ (20) $ (154) 


Derivatives designated as net 
investment hedging instruments: 
Foreign currency derivatives .... $ — (15) 16 $ 42 Other income (loss), net... $ — $ — $ — 


As of July 29, 2017, the Company estimates that approximately $49 million of net derivative gains related to its cash flow hedges 
included in accumulated other comprehensive income (AOCI) will be reclassified into earnings within the next 12 months when 
the underlying hedged item impacts earnings. 
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The effect on the Consolidated Statements of Operations of derivative instruments designated as fair value hedges and the 
underlying hedged items is summarized as follows (in millions): 


GAINS (LOSSES) ON GAINS (LOSSES) RELATED 
DERIVATIVE INSTRUMENTS TO HEDGED ITEMS FOR 
FOR THE YEARS ENDED THE YEARS ENDED 
Derivatives Designated as Fair Value Line Item in Statements of July 29, July 30, July 25, July29, July30, July 25, 
Hedging Instruments Operations 2017 2016 2015 2017 2016 2015 
Equity derivatives ................. Other income (loss), net $ — $ — $ 56 $ — $ — $ (56) 
Interest rate derivatives............. Interest expense (275) 175 54 271 (169) (57) 
deals uera LE LEES shee $ (275) $ 175 $ 110 $ 271 $(169) $(113) 


The effect on the Consolidated Statements of Operations of derivative instruments not designated as hedges is summarized as 
follows (in millions): 


GAINS (LOSSES) FOR 


THE YEARS ENDED 
July 29, July30, July 25, 
Derivatives Not Designated as Hedging Instruments Line Item in Statements of Operations 2017 2016 2015 
Foreign currency derivatives .......... 0... c cece eee eee Other income (loss), net $ 13 $ (19) $(173) 
Total return swaps—deferred compensation ................ Operating expenses 58 7 19 
Equity derivattves: ..iiesednb ke b br sedis a wieght targets Other income (loss), net 11 13 27 
dotaliens oce tr een aiutarmi pae MM UM $ 82 $ 1 $(27) 


The notional amounts of the Company’s outstanding derivatives are summarized as follows (in millions): 


July 29, 2017 July 30, 2016 


Derivatives designated as hedging instruments: 


Foreign currency derivatives—cash flow hedges ......... 0.0... c eee cece eee eens $ 1,696 $ 2,683 
Interest Pate derivatives iore bero etatis erat daw eb qu acetate bead Saas 6,750 9,900 
Net investment hedging instruments ........ 0... cece cette ete n eee 351 298 

Derivatives not designated as hedging instruments: 
Foreign currency derivatives: scies eame Pe eA XR Ga EA Ra e e eda 2,258 2,057 
Total return swaps—deferred compensation... 535 476 
Total MELDE $ 11590 $ 15414 
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(b) Offsetting of Derivative Instruments 


The Company presents its derivative instruments at gross fair values in the Consolidated Balance Sheets. However, the 
Company’s master netting and other similar arrangements with the respective counterparties allow for net settlement under 
certain conditions, which are designed to reduce credit risk by permitting net settlement with the same counterparty. To further 
limit credit risk, the Company also enters into collateral security arrangements related to certain derivative instruments whereby 
cash is posted as collateral between the counterparties based on the fair market value of the derivative instrument. Information 
related to these offsetting arrangements is summarized as follows (in millions): 


GROSS AMOUNTS NOT OFFSET IN THE 


GROSS AMOUNTS OFFSET IN THE 
CONSOLIDATED BALANCE SHEET 


CONSOLIDATED BALANCE SHEET 
BUT WITH LEGAL RIGHTS TO OFFSET 


Gross Amounts Gross Amounts Net Amounts 


July 29, 2017 Recognized Offset Presented 
Derivatives assets ............... $ 149 $ — $ 149 
Derivatives liabilities ............ $ 4 $ — $ 4 


GROSS AMOUNTS OFFSET IN THE 
CONSOLIDATED BALANCE SHEET 


Gross Derivative 


Amounts Cash Collateral Net Amount 
$ (4) $ (81) $ 64 
$ (4) $ — $ — 


GROSS AMOUNTS NOT OFFSET IN THE 
CONSOLIDATED BALANCE SHEET 
BUT WITH LEGAL RIGHTS TO OFFSET 


Gross Amounts Gross Amounts Net Amounts Gross Derivative 


July 30, 2016 Recognized Offset Presented Amounts Cash Collateral | Net Amount 
Derivatives assets................ $ 385 $ — $ 385 $ (23) $ (305) $ 57 
Derivatives liabilities ............. $ 54 $ — $ 54 $ (23) $ — $ 31 


(c) Foreign Currency Exchange Risk 


The Company conducts business globally in numerous currencies. Therefore, it is exposed to adverse movements in foreign 
currency exchange rates. To limit the exposure related to foreign currency changes, the Company enters into foreign currency 
contracts. The Company does not enter into such contracts for speculative purposes. 


The Company hedges forecasted foreign currency transactions related to certain operating expenses and service cost of sales 
with currency options and forward contracts. These currency options and forward contracts, designated as cash flow hedges, 
generally have maturities of less than 24 months. The Company assesses effectiveness based on changes in total fair value of the 
derivatives. The effective portion of the derivative instrument's gain or loss is initially reported as a component of AOCI and 
subsequently reclassified into earnings when the hedged exposure affects earnings. The ineffective portion, if any, of the gain 
or loss is reported in earnings immediately. During the fiscal years presented, the Company did not discontinue any cash flow 
hedges for which it was probable that a forecasted transaction would not occur. 


The Company enters into foreign exchange forward and option contracts to reduce the short-term effects of foreign currency 
fluctuations on assets and liabilities such as foreign currency receivables, including long-term customer financings, investments, 
and payables. These derivatives are not designated as hedging instruments. Gains and losses on the contracts are included in 
other income (loss), net, and substantially offset foreign exchange gains and losses from the remeasurement of intercompany 
balances or other current assets, investments, or liabilities denominated in currencies other than the functional currency of the 
reporting entity. 


The Company hedges certain net investments in its foreign operations with forward contracts to reduce the effects of foreign 
currency fluctuations on the Company's net investment in those foreign subsidiaries. These derivative instruments generally 
have maturities of up to six months. 


(d) Interest Rate Risk 


Interest Rate Derivatives, Investments The Company's primary objective for holding fixed income securities 1s to achieve an 
appropriate investment return consistent with preserving principal and managing risk. To realize these objectives, the Company 
may utilize interest rate swaps or other derivatives designated as fair value or cash flow hedges. As of July 29, 2017 and July 30, 
2016, the Company did not have any outstanding interest rate derivatives related to its fixed income securities. 
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Interest Rate Derivatives Designated as Fair Value Hedges, Long-Term Debt In fiscal 2017, the Company did not enter into any 
interest rate swaps. In prior fiscal years, the Company entered into interest rate swaps designated as fair value hedges related to 
fixed-rate senior notes that are due in fiscal 2019 through 2025. Under these interest rate swaps, the Company receives fixed-rate 
interest payments and makes interest payments based on LIBOR plus a fixed number of basis points. The effect of such swaps is 
to convert the fixed interest rates of the senior fixed-rate notes to floating interest rates based on LIBOR. The gains and losses 
related to changes in the fair value of the interest rate swaps are included in interest expense and substantially offset changes in 
the fair value of the hedged portion of the underlying debt that are attributable to the changes in market interest rates. The fair 
value of the interest rate swaps was reflected in other current assets and other assets. 


(e) Equity Price Risk 


The Company may hold equity securities for strategic purposes or to diversify its overall investment portfolio. The publicly 
traded equity securities in the Company’s portfolio are subject to price risk. To manage its exposure to changes in the fair 
value of certain equity securities, the Company has periodically entered into equity derivatives that are designated as fair value 
hedges. The changes in the value of the hedging instruments are included in other income (loss), net, and offset the change in the 
fair value of the underlying hedged investment. In addition, the Company periodically enters into equity derivatives that are not 
designated as accounting hedges. The changes in the fair value of these derivatives are also included in other income (loss), net. 


The Company is also exposed to variability in compensation charges related to certain deferred compensation obligations 
to employees. Although not designated as accounting hedges, the Company utilizes derivatives such as total return swaps to 
economically hedge this exposure. 


(f) Hedge Effectiveness 


For the fiscal years presented, amounts excluded from the assessment of hedge effectiveness were not material for fair value, 
cash flow, and net investment hedges. In addition, hedge ineffectiveness for fair value, cash flow, and net investment hedges was 
not material for any of the fiscal years presented. 


12. Commitments and Contingencies 
(a) Operating Leases 


The Company leases office space in many U.S. locations. Outside the United States, larger leased sites include sites in Belgium, 
Canada, China, France, Germany, India, Israel, Japan, Poland, and the United Kingdom. The Company also leases equipment 
and vehicles. Future minimum lease payments under all noncancelable operating leases with an initial term in excess of one year 
as of July 29, 2017 are as follows (in millions): 


Fiscal Year Amount 
2018 geirr eei ler ubePCeReRSES deer G54 we na A rds s esci RUE SACRO a ded receded wien od wenden Dares ees $ 417 
PUPPI E———————— 277 
NIU 190 
PUT" 115 
2022.1 s DE oer er EUREN CL E DA DES Ced BN ree sel BT E kon VE rud qii des DENM EE ded e eS ar 95 
Wherealter PLUMIS 143 
MULIER Cr CITED $ 1,237 


Rent expense for office space and equipment totaled $403 million, $385 million, and $394 million in fiscal 2017, 2016, and 2015, 
respectively. 


(b) Purchase Commitments with Contract Manufacturers and Suppliers 


The Company purchases components from a variety of suppliers and uses several contract manufacturers to provide manufacturing 
services for its products. During the normal course of business, in order to manage manufacturing lead times and help ensure 
adequate component supply, the Company enters into agreements with contract manufacturers and suppliers that either allow 
them to procure inventory based upon criteria as defined by the Company or establish the parameters defining the Company's 
requirements. A significant portion of the Company's reported purchase commitments arising from these agreements consists 
of firm, noncancelable, and unconditional commitments. In certain instances, these agreements allow the Company the option 
to cancel, reschedule, and adjust the Company's requirements based on its business needs prior to firm orders being placed. As 
of July 29, 2017 and July 30, 2016, the Company had total purchase commitments for inventory of $4,640 million and $3,896 
million, respectively. 
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The Company records a liability for firm, noncancelable, and unconditional purchase commitments for quantities in excess of its 
future demand forecasts consistent with the valuation of the Company’s excess and obsolete inventory. As of July 29, 2017 and 
July 30, 2016, the liability for these purchase commitments was $162 million and $159 million, respectively, and was included 
in other current liabilities. 


(c) Other Commitments 


In connection with the Company’s acquisitions, the Company has agreed to pay certain additional amounts contingent upon the 
achievement of certain agreed-upon technology, development, product, or other milestones or upon the continued employment 
with the Company of certain employees of the acquired entities. 


The following table summarizes the compensation expense related to acquisitions (in millions): 


July 29, 2017 July 30, 2016 July 25, 2015 
Compensation expense related to acquisitions.............. esses $ 212 $ 282 $ 334 


As of July 29, 2017, the Company estimated that future cash compensation expense of up to $207 million may be required to be 
recognized pursuant to the applicable business combination agreements. 


Insieme Networks, Inc. In fiscal 2012, the Company made an investment in Insieme, an early stage company focused on 
research and development in the data center market. This investment included $100 million of funding and a license to certain 
of the Company's technology. During fiscal 2014, the Company acquired the remaining interests in Insieme, at which time the 
former noncontrolling interest holders became eligible to receive up to two milestone payments, which were determined using 
agreed-upon formulas based primarily on revenue for certain of Insieme's products. The former noncontrolling interest holders 
earned the maximum amount related to these two milestone payments and were paid approximately $441 million and $389 
million during fiscal 2017 and fiscal 2016, respectively. The Company recorded compensation expense of $47 million, $160 
million, and $207 million during fiscal 2017, 2016, and 2015, respectively, related to these milestone payments. The Company 
does not expect a material amount of future compensation expense or further milestone payments related to this acquisition. 


The Company also has certain funding commitments, primarily related to its investments in privately held companies and 
venture funds, some of which are based on the achievement of certain agreed-upon milestones, and some of which are required 
to be funded on demand. The funding commitments were $216 million and $222 million as of July 29, 2017 and July 30, 
2016, respectively. 


(d) Product Warranties 


The following table summarizes the activity related to the product warranty liability (in millions): 


July 29, 2017 July 30, 2016 July 25, 2015 


Balance at beginning of fiscal year ......... isses eens $ 414 $ 449 $ 446 
Provisions for warranty issued... 1... 0... ete eee 691 715 686 
Adjustments for pre-existing warranties ......... 0.0... (21) (8) 10 
Sebtlements oreet ets boa E A ant cadet rid Lom d E ILS (677) (714) (693) 
Divestiture: x coi sos eret ne RNC ES be yee ee ANREDE esa ee es — (28) = 
Balance at end of fiscal year 3.52 ker ce wae added $ 407 $ 414 $ 449 


The Company accrues for warranty costs as part of its cost of sales based on associated material product costs, labor costs for 
technical support staff, and associated overhead. The Company’s products are generally covered by a warranty for periods 
ranging from 90 days to five years, and for some products the Company provides a limited lifetime warranty. 


(e) Financing and Other Guarantees 


In the ordinary course of business, the Company provides financing guarantees for various third-party financing arrangements 
extended to channel partners and end-user customers. Payments under these financing guarantee arrangements were not material 
for the periods presented. 


Channel Partner Financing Guarantees The Company facilitates arrangements for third-party financing extended to channel 
partners, consisting of revolving short-term financing, generally with payment terms ranging from 60 to 90 days. These 
financing arrangements facilitate the working capital requirements of the channel partners, and, in some cases, the Company 
guarantees a portion of these arrangements. The volume of channel partner financing was $27.0 billion, $26.9 billion, and $25.9 
billion in fiscal 2017, 2016, and 2015, respectively. The balance of the channel partner financing subject to guarantees was $1.0 
billion and $1.1 billion as of July 29, 2017 and July 30, 2016, respectively. 
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End-User Financing Guarantees The Company also provides financing guarantees for third-party financing arrangements 
extended to end-user customers related to leases and loans, which typically have terms of up to three years. The volume of 
financing provided by third parties for leases and loans as to which the Company had provided guarantees was $51 million, $63 
million, and $107 million in fiscal 2017, 2016, and 2015, respectively. 


Financing Guarantee Summary The aggregate amounts of financing guarantees outstanding at July 29, 2017 and July 30, 2016, 
representing the total maximum potential future payments under financing arrangements with third parties along with the 
related deferred revenue, are summarized in the following table (in millions): 


July 29, 2017 July 30, 2016 


Maximum potential future payments relating to financing guarantees: 


Channel partner ;. «eurer path ps CRI RC RE Ed Gara arden AD Pd REPE Lr ERES $ 240 $ 281 
GUS e "XE 74 96 
Mr" $ 314 $ 377 
Deferred revenue associated with financing guarantees: 
Channel partners 2: e er etd b dee aee E E a terea dan Cor uiuit rid aiat $ (82) $ (85) 
End S E E AI deiade sober eU SR Eee IM iU IE (52) (76) 
Total: ies lebe Re RU eI a eph iS $ (134) $ (161) 
Maximum potential future payments relating to financing guarantees, net of associated 
deferred reyemie-5 perine e Prou equ ER PNE worn s Bee Keds ROE EXER Ee ed og $ 180 $ 216 


Other Guarantees The Company's other guarantee arrangements as of July 29, 2017 and July 30, 2016 that were subject to 
recognition and disclosure requirements were not material. 


(f) Supplier Component Remediation Liability 


In fiscal 2014, the Company recorded a charge to product cost of sales of $655 million resulting from failures related to products 
containing memory components manufactured by a single supplier between 2005 and 2010. The Company performs regular 
assessments of the sufficiency of this liability and reduced the amount by $74 million and $164 million in fiscal 2016 and fiscal 
2015, respectively based on updated analyses. During the second quarter of fiscal 2017, the Company further reduced the 
liability by $141 million to reflect lower than expected defects, actual usage history, and estimated lower future remediation 
costs as more of the impacted products age and near the end of the support period covered by the remediation program. In 
addition, during the second quarter of fiscal 2017, the Company recorded a charge to product cost of sales of $125 million 
related to the expected remediation costs for anticipated failures in future periods of a widely-used component sourced from a 
third party which is included in several of the Company's products. The liabilities related to the supplier component remediation 
matters were $174 million and $276 million as of July 29, 2017 and July 30, 2016, respectively. 


(g) Indemnifications 


In the normal course of business, the Company indemnifies other parties, including customers, lessors, and parties to other 
transactions with the Company, with respect to certain matters. The Company has agreed to hold such parties harmless against 
losses arising from a breach of representations or covenants or out of intellectual property infringement or other claims made 
against certain parties. These agreements may limit the time within which an indemnification claim can be made and the 
amount of the claim. 


The Company has been asked to indemnify certain of the Company's service provider customers that are subject to patent 
infringement claims asserted by Sprint Communications Company, L.P. in federal court in Kansas and Delaware. Sprint alleges 
that the service provider customers infringe Sprint's patents by offering VoIP telephone services utilizing products provided by 
the Company and other manufacturers. Sprint seeks monetary damages. Following a trial on March 3, 2017, a jury in Kansas 
found that Time Warner Cable willfully infringed five Sprint patents and awarded Sprint $139.8 million in damages. On March 
14, 2017, the Kansas court declined Sprint's request for enhanced damages and entered judgment in favor of Sprint for $139.8 
million plus 1.06% in post-judgment interest. On May 30, 2017, the Court awarded Sprint $20.3 million in pre-judgment interest 
and denied Time Warner Cable's post-trial motions. Time Warner Cable has appealed. Sprint's trial against Comcast in Kansas 
was continued until October 30, 2017, and its trial against Cox in Delaware 1s scheduled for December 7, 2017. 


The Company believes that the service providers have strong defenses and arguments at trial and/or appeal that the Company's 
products do not infringe the patents and/or that Sprint's patents are invalid and/or that Sprint's damages claims are inconsistent 
with prevailing law. Due to the uncertainty surrounding the litigation process, the Company is unable to reasonably estimate 
the ultimate outcome of this litigation at this time. Should Sprint prevail in litigation, mediation, or settlement, the Company, 
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in accordance with its agreements, may have an obligation to indemnify its service provider customers for damages, 
mediation awards, or settlement amounts arising from their use of Cisco products. At this time, the Company does not anticipate 
that its obligations regarding the final outcome of the matters would be material. 


On January 15, 2016, Huawei Technologies Co. Ltd. (*Huawer") filed four patent infringement actions against T-Mobile US, Inc. 
and T-Mobile USA, Inc. (collectively, *T-Mobile") in federal court in the Eastern District of Texas. Huawei alleges that T-Mobile’s 
use of 3GPP standards to implement its 3G and 4G cellular networks infringe 12 patents. Huawei's infringement allegations for 
some ofthe patents are based in part on T-Mobile's use of products provided by the Company and other manufacturers. T-Mobile 
has requested indemnity by the Company with respect to portions of the network that use the Company's equipment. A jury trial 
is scheduled to commence with jury selection on October 2, 2017. 


The Company believes that the patents are invalid and/or not infringed, and that Huawei's claims should be rejected for Huawei’s 
failure to comply with its licensing and disclosure obligations to standards setting organizations that issued the relevant 
standards. If T-Mobile is found to infringe any of the patents warranting an award of damages, the Company believes damages 
against T-Mobile, as appropriately measured, should be governed by reasonable and nondiscriminatory licensing principles. 
Due to uncertainty surrounding patent litigation processes, however, the Company is unable to reasonably estimate the ultimate 
outcome of this litigation and the Company does not anticipate that its obligations, if any, regarding the final outcome of the 
matters would be material. 


In addition, the Company has entered into indemnification agreements with its officers and directors, and the Company's 
Amended and Restated Bylaws contain similar indemnification obligations to the Company's agents. 


It is not possible to determine the maximum potential amount under these indemnification agreements due to the Company's 
limited history with prior indemnification claims and the unique facts and circumstances involved in each particular agreement. 
Historically, payments made by the Company under these agreements have not had a material effect on the Company's operating 
results, financial position, or cash flows. 


(h) Legal Proceedings 


Brazil Brazilian authorities have investigated the Company's Brazilian subsidiary and certain of its former employees, as well 
as a Brazilian importer of the Company's products, and its affiliates and employees, relating to alleged evasion of import taxes 
and alleged improper transactions involving the subsidiary and the importer. Brazilian tax authorities have assessed claims 
against the Company's Brazilian subsidiary based on a theory of joint liability with the Brazilian importer for import taxes, 
interest, and penalties. In addition to claims asserted by the Brazilian federal tax authorities in prior fiscal years, tax authorities 
from the Brazilian state of Sao Paulo have asserted similar claims on the same legal basis in prior fiscal years. 


The asserted claims by Brazilian federal tax authorities that remain are for calendar years 2003 through 2007, and the asserted 
claims by the tax authorities from the state of Sao Paulo are for calendar years 2005 through 2007. The total asserted claims by 
Brazilian state and federal tax authorities aggregate to $258 million for the alleged evasion of import and other taxes, $1.5 billion 
for interest, and $1.2 billion for various penalties, all determined using an exchange rate as of July 29, 2017. The Company has 
completed a thorough review of the matters and believes the asserted claims against the Company's Brazilian subsidiary are 
without merit, and the Company is defending the claims vigorously. While the Company believes there is no legal basis for the 
alleged liability, due to the complexities and uncertainty surrounding the judicial process in Brazil and the nature of the claims 
asserting joint liability with the importer, the Company is unable to determine the likelihood of an unfavorable outcome against 
its Brazilian subsidiary and is unable to reasonably estimate a range of loss, if any. The Company does not expect a final judicial 
determination for several years. 


SRI International On September 4, 2013, SRI International, Inc. (“SRP”) asserted patent infringement claims against the 
Company in the U.S. District Court for the District of Delaware, accusing the Company's products and services in the area of 
network intrusion detection of infringing two U.S. patents. SRI sought monetary damages of at least a reasonable royalty and 
enhanced damages. The trial on these claims began on May 2, 2016 and on May 12, 2016, the jury returned a verdict finding 
willful infringement of the asserted patents. The jury awarded SRI damages of $23.7 million. On May 25, 2017, the Court 
awarded SRI enhanced damages and attorneys' fees, entered judgment in the new amount of $57.0 million, and ordered an 
ongoing royalty of 3.596 through the expiration of the patents in 2018. The Company has appealed to the United States Court of 
Appeals for the Federal Circuit on various grounds. The Company believes it has strong arguments to overturn the jury verdict 
and/or reduce the damages award. While the ultimate outcome ofthe case may still result in a loss, the Company does not expect 
it to be material. 


SSL SSL Services, LLC (“SSL”) has asserted claims for patent infringement against the Company in the U.S. District Court for 
the Eastern District of Texas. The proceeding was instituted on March 25, 2015. SSL alleges that the Company’s AnyConnect 
products that include Virtual Private Networking functions infringed a U.S. patent owned by SSL. SSL seeks money damages 
from the Company. On August 18, 2015, the Company petitioned the Patent Trial and Appeal Board (“PTAB”’) of the United 
States Patent and Trademark Office to review whether the patent SSL has asserted against the Company is valid over prior art. 
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On February 23, 2016, a PTAB multi-judge panel found a reasonable likelihood that the Company would prevail in showing that 
SSL’s patent claims are unpatentable and instituted proceedings. On June 28, 2016, in light of the PTAB’s decision to review 
the patent’s validity, the district court issued an order staying the district court case pending the final written decision from 
the PTAB. On February 22, 2017, following a hearing, the PTAB issued its Final Written Decision that the patent’s claims are 
unpatentable. SSL has filed a notice that it intends to appeal this decision to the Court of Appeals for the Federal Circuit. The 
Company believes it has strong arguments that the Company’s products do not infringe and the patent is invalid. If the Company 
does not prevail and a jury were to find that the Company’s AnyConnect products infringe, the Company believes damages, 
as appropriately measured, would be immaterial. Due to uncertainty surrounding patent litigation processes, the Company is 
unable to reasonably estimate the ultimate outcome of this litigation at this time. 


Straight Path On September 24, 2014, Straight Path IP Group, Inc. (“Straight Path") asserted patent infringement claims 
against the Company in U.S. District Court for the Northern District of California, accusing the Company’s 9971 IP Phone, 
Unified Communications Manager working in conjunction with 9971 IP Phones, and Video Communication Server products of 
infringement. All of the asserted patents have expired, so Straight Path seeks monetary damages for the alleged past infringement. 
The Company believes it has strong non-infringement and other defenses. A jury trial is scheduled for December 4, 2017. If 
the Company does not prevail and a jury were to find that the Company’s products infringe, the Company believes damages, 
as appropriately measured, would be immaterial. Due to uncertainty surrounding patent litigation processes, the Company is 
unable to reasonably estimate the ultimate outcome of this litigation at this time. 


DXC Technology On August 21, 2015, the Company and Cisco Systems Capital Corporation (“Cisco Capital”) filed an action 
in Santa Clara County Superior Court for declaratory judgment and breach of contract against HP Inc. ("HP") regarding a 
services agreement for management services of a third party’s network. HP prepaid the service agreement through a financing 
arrangement with Cisco Capital. HP terminated its agreement with the Company, and pursuant to the terms of the service 
agreement with HP, the Company determined the credit HP was entitled to receive under the agreement. HP disputed the 
Company’s credit calculation and contended that the Company owes a larger credit to HP than the Company had calculated. 
In December 2015, the Company filed an amended complaint which dropped the breach of contract claim in light of HP’s 
continuing payments to Cisco Capital under the financing arrangement. On January 19, 2016, HP Inc. filed a counterclaim 
for breach of contract simultaneously with its answer to the amended complaint. The court has set a trial date of November 6, 
2017. DXC Technology Corporation (*DXC") reported that it is the party in interest in this matter pursuant to the Separation 
and Distribution Agreement between the then Hewlett-Packard Co. and Hewlett Packard Enterprise Company (“HPE”) and 
the subsequent Separation and Distribution Agreement between HPE and DXC. On August 30, 2017, the Company and DXC 
attended a court ordered mediation and, on September 1, 2017, the parties jointly informed the court that they are continuing to 
discuss the details of a business resolution to the dispute. The Company is unable to reasonably estimate the ultimate outcome 
of this litigation due to uncertainty surrounding the litigation process. However, the Company does not anticipate that its 
obligation, if any, regarding the final outcome of the dispute would be material. 


In addition, the Company is subject to legal proceedings, claims, and litigation arising in the ordinary course of business, 
including intellectual property litigation. While the outcome of these matters is currently not determinable, the Company does 
not expect that the ultimate costs to resolve these matters will have a material adverse effect on its consolidated financial 
position, results of operations, or cash flows. 


13. Shareholders? Equity 
(a) Cash Dividends on Shares of Common Stock 


During fiscal 2017, the Company declared and paid cash dividends of $1.10 per common share, or $5.5 billion, on the Company's 
outstanding common stock. During fiscal 2016, the Company declared and paid cash dividends of $0.94 per common share, or 
$4.8 billion, on the Company's outstanding common stock. 


Any future dividends will be subject to the approval of the Company's Board of Directors. 
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(b) Stock Repurchase Program 


In September 2001, the Company’s Board of Directors authorized a stock repurchase program. As of July 29, 2017, the Company’s 
Board of Directors had authorized an aggregate repurchase of up to $112 billion of common stock under this program, and the 
remaining authorized repurchase amount was $11.7 billion, with no termination date. A summary of the stock repurchase 
activity under the stock repurchase program, reported based on the trade date, is summarized as follows (in millions, except 
per-share amounts): 


Weighted- 
Shares Average Price Amount 
Repurchased per Share Repurchased 
Cumulative balance at July 25, 2015 2.0... eee 4443 $ 20.86 $ 92,679 
Repurchase of common stock under the stock repurchase program ............ 148 26.45 3,918 
Cumulative balance at July 30, 2016... 20.0.0... ec cee 4,591 21.04 96,597 
Repurchase of common stock under the stock repurchase program ?......... 118 31.38 3,706 
Cumulative balance at July 29, 2017... 00... eee 4,709 $ 21.30 $ 100,303 


Includes stock repurchases of $45 million, which were pending settlement as of July 30, 2016. 
© Includes stock repurchases of $66 million, which were pending settlement as of July 29, 2017. 


(c) Restricted Stock Unit Withholdings 


For the years ended July 29, 2017 and July 30, 2016, the Company repurchased approximately 20 million and 21 million shares, 
or $619 million and $557 million, of common stock, respectively, in settlement of employee tax withholding obligations due 
upon the vesting of restricted stock or stock units. 


(d) Preferred Stock 


Under the terms of the Company's Articles of Incorporation, the Board of Directors may determine the rights, preferences, and 
terms of the Company's authorized but unissued shares of preferred stock. 


14. Employee Benefit Plans 
(a) Employee Stock Incentive Plans 


Stock Incentive Plan Program Description As of July 29, 2017, the Company had one stock incentive plan: the 2005 Stock 
Incentive Plan (the *2005 Plan"). In addition, the Company has, in connection with the acquisitions of various companies, 
assumed the share-based awards granted under stock incentive plans of the acquired companies or issued share-based awards 
in replacement thereof. Share-based awards are designed to reward employees for their long-term contributions to the Company 
and provide incentives for them to remain with the Company. The number and frequency of share-based awards are based on 
competitive practices, operating results of the Company, government regulations, and other factors. The Company's primary 
stock incentive plan is summarized as follows: 


2005 Plan As of July 29, 2017, the maximum number of shares issuable under the 2005 Plan over its term was 694 million 
shares, plus shares from certain previous plans that are forfeited or are terminated for any other reason before being exercised 
or settled. If any awards granted under the 2005 Plan are forfeited or are terminated for any other reason before being exercised 
or settled, the unexercised or unsettled shares underlying the awards will again be available under the 2005 Plan. In addition, 
starting November 19, 2013, shares withheld by the Company from an award other than a stock option or stock appreciation right 
to satisfy withholding tax liabilities resulting from such award will again be available for issuance, based on the fungible share 
ratio in effect on the date of grant. 


Pursuant to an amendment approved by the Company's shareholders on November 12, 2009, the number of shares available 
for issuance under the 2005 Plan is reduced by 1.5 shares for each share awarded as a stock grant or a stock unit, and any 
shares underlying awards outstanding from certain previous plans that expire unexercised at the end of their maximum terms 
become available for reissuance under the 2005 Plan. The 2005 Plan permits the granting of stock options, restricted stock, and 
RSUs, the vesting of which may be performance-based or market-based along with the requisite service requirement, and stock 
appreciation rights to employees (including employee directors and officers), consultants of the Company and its subsidiaries 
and affiliates, and non-employee directors of the Company. Stock options and stock appreciation rights granted under the 2005 
Plan have an exercise price of at least 100% of the fair market value of the underlying stock on the grant date. The expiration 
date for stock options and stock appreciation rights shall be no later than 10 years from the grant date. 
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The stock options will generally become exercisable for 20% or 25% of the option shares one year from the date of grant and 
then ratably over the following 48 months or 36 months, respectively. Time-based stock grants and time-based RSUs will 
generally vest with respect to 20% or 25% of the shares or share units covered by the grant annually over the vesting period. 
The majority of the performance-based and market-based RSUs vests at the end of the three-year requisite service period or 
earlier if the award recipient meets certain retirement eligibility conditions. Certain performance-based RSUs that are based 
on the achievement of financial and/or non-financial operating goals typically vest upon the achievement of milestones (and 
may require subsequent service periods), with overall vesting of the shares underlying the award ranging from six months to 
three years. The Compensation and Management Development Committee of the Board of Directors has the discretion to use 
different vesting schedules. Stock appreciation rights may be awarded in combination with stock options or stock grants, and 
such awards shall provide that the stock appreciation rights will not be exercisable unless the related stock options or stock 
grants are forfeited. Stock grants may be awarded in combination with non-statutory stock options, and such awards may 
provide that the stock grants will be forfeited in the event that the related non-statutory stock options are exercised. As of July 29, 
2017, there are no outstanding stock options or stock appreciation rights under the 2005 Plan. 


(b) Employee Stock Purchase Plan 


The Company has an Employee Stock Purchase Plan, which includes its subplan named the International Employee Stock 
Purchase Plan (together, the “Purchase Plan"), under which 621 million shares of the Company's common stock have been 
reserved for issuance as of July 29, 2017. Eligible employees are offered shares through a 24-month offering period, which 
consists of four consecutive 6-month purchase periods. Employees may purchase a limited number of shares of the Company's 
stock at a discount of up to 15% of the lesser of the market value at the beginning of the offering period or the end of each 
6-month purchase period. The Purchase Plan is scheduled to terminate on January 3, 2020. The Company issued 23 million, 
25 million, and 27 million shares under the Purchase Plan in fiscal 2017, 2016, and 2015, respectively. As of July 29, 2017, 
100 million shares were available for issuance under the Purchase Plan. 


(c) Summary of Share-Based Compensation Expense 


Share-based compensation expense consists primarily of expenses for stock options, stock purchase rights, restricted stock, and 
restricted stock units granted to employees. The following table summarizes share-based compensation expense (in millions): 


Years Ended July 29,2017 July 30,2016 July 25, 2015 
Costiof sales— product? srr ceir br wea Erie eris breve Pp Oiler ee EY $ 85 $ 70 $ 50 
Cost of sales Services. iau da prb d BERG RAT ARE EASE Te ORE RPG a EE d.k 134 142 157 
Share-based compensation expense in cost of sales... 1.2.2.0... cece eee eee 219 212 207 
Research and development ......... 0.0... cece cece ene eens 529 470 448 
Sales and marketing; scrips ecrit head kd ecd RR EP GP REPRE Y Rd HR Y RA 542 545 559 
General and administrative... 0... ttt ENERE 236 205 228 
Restructuring and other charges... 0.0.2.0... 0 cece aE Bp nE EE E 3 26 (2) 
Share-based compensation expense in operating expenses .............0.00-0e0ee 1,310 1,246 1,233 
Total share-based compensation expense ........ sss ees $ 1,529 $ 1,458 $ 1,440 
Income tax benefit for share-based compensation ............00 000 cece eee eens $ 451 $ 429 $ 373 


As of July 29, 2017, the total compensation cost related to unvested share-based awards not yet recognized was $3.0 billion, 
which is expected to be recognized over approximately 2.6 years on a weighted-average basis. 


(d) Share-Based Awards Available for Grant 


A summary of share-based awards available for grant is as follows (in millions): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 
Balance at beginning of fiscal year. ....... lees 242 276 310 
Restricted stock, stock units, and other share-based awards granted................ (76) (96) (101) 
Share-based awards canceled/forfeited/expired ......... 00... cece een eee 78 30 40 
Shares withheld for taxes and not issued.......... 0.0.0 cece eee eese 28 30 27 
Bsp LP mmRBmRTMTT — 2 — 
Balance at end of fiscal yeat 3.405.504 bis dee vei Suet Ree d dE decns 272 242 276 


For each share awarded as restricted stock or a restricted stock unit award under the 2005 Plan, 1.5 shares was deducted from the 
available share-based award balance. For restricted stock units that were awarded with vesting contingent upon the achievement 
of future financial performance or market-based metrics, the maximum awards that can be achieved upon full vesting of such 
awards were reflected in the preceding table. 
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(e) Restricted Stock and Stock Unit Awards 


A summary of the restricted stock and stock unit activity, which includes time-based and performance-based or market-based 
restricted stock units, is as follows (in millions, except per-share amounts): 


Weighted-Average 

Restricted Stock/ Grant Date Fair Aggregate 

Stock Units Value per Share Fair Value 
UNVESTED BALANCE AT JULY 26, 2014......... 0.0.00... eee eee 149 $ 19.54 
Grantede heh ge as Buon cw ep PUERO BUE E ERPs ene Ww gaat 66 25.23 
Assumed from acquisitions ........... 0.0 cece cee 1 24.85 

Vested} soe are ds eis tine Gade ea oe dace do add Pase ees (57) 19.82 $ 1,517 
Canceled/forfeited/other.. . 14i eo Rer rb ER Rr bine PT (16) 19.67 
UNVESTED BALANCE AT JULY 25,2015 ....... sse 143 22.08 
Granted eriei recia Ket E E EES EE EE E 62 25.90 
Assumed from acquisitions sss os eei cee cence O EA EEE 6 24.58 

DV CS 1-0 Neve ane ere E ara A A ee E NE e ee (54) 20.68 $ 1,428 
Canceled/forfeited/othet ws. ser Beads asa wees wet a eee eae E E (12) 22.91 
UNVESTED BALANCE AT JULY 30, 2016........................04. 145 24.26 
erui" "CL 50 27.89 
Assumed from acquisitions ............. 0.0... 15 32.21 

bn (54) 23.14 $ 1,701 
Canceled/forfeited/other. ............0..00 0. ccc ccc eee ene (15) 23.56 
UNVESTED BALANCE AT JULY 29, 2017... 1.0.0.0... 0.0... eee eee 141 $ 26.94 


(f) Stock Option Awards 


A summary of the stock option activity is as follows (in millions, except per-share amounts): 


STOCK OPTIONS OUTSTANDING 


Number Weighted-Average 
Outstanding Exercise Price per Share 
BALANCE AT JULY 26, 2014- Loue dese ere Re quet ded eR HR e E 187 $ 26.03 
Assumed from acquisitions sss ssri essesi esteret emee tekemi hme 1 2.60 
Exercised "c" (71) 21.15 
Canceled/forfeited/expired. 5... (14) 29.68 
BAWANCE,AT JULY 25: 2015: eruere rn tr heh chat tice dcn dnb RIN ER 103 28.68 
Assumed from acquisitions ss setes siene ni ccc cette eee D a 18 5.17 
EXOPCISEG rm (32) 19.22 
Canceled/torfeited/expired.. «essi LR ERI Re eek Reker eae hee dene (16) 30.01 
BALANCE AT JULY 30, 2016... 0.00. ccs 73 26.78 
Assumed from acquisitions ....... 0.0.0.0... cece III 8 4.47 
Exercised 5. ..o0-4-06 p40 poe be edd deb de hehe bea Re eR EDEN (14) 12.11 
Canceled/forfeited/expired............ 0... eee eh (55) 31.83 
BALANCE AT JULY 29, 2017 0.0... cnet n eens 12 $ 6.15 


The total pretax intrinsic value of stock options exercised during fiscal 2017, 2016, and 2015 was $283 million, $266 million, 
and $434 million, respectively. 
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The following table summarizes significant ranges of outstanding and exercisable stock options as of July 29, 2017 (in millions, 
except years and share prices): 


STOCK OPTIONS OUTSTANDING STOCK OPTIONS EXERCISABLE 
Weighted- 
Average Weighted- Weighted- 
Remaining Average Average 
Contractual Exercise Aggregate Exercise Aggregate 
Number Life Price per Intrinsic Number Price per Intrinsic 

Range of Exercise Prices Outstanding (in Years) Share Value Exercisable Share Value 
TYNEEPOUY C REEUNEMNEREMEMP 12 63 $ 615 $ 307 6 $ 561 $ 163 


The aggregate intrinsic value represents the total pretax intrinsic value, based on Cisco's closing stock price of $31.52 as of 
July 28, 2017, that would have been received by the option holders had those option holders exercised their stock options as of 
that date. The total number of in-the-money stock options exercisable as of July 29, 2017 was 6 million. As of July 30, 2016, 64 
million outstanding stock options were exercisable, and the weighted-average exercise price was $29.66. 


(g) Valuation of Employee Share-Based Awards 


Time-based restricted stock units and PRSUs that are based on the Company's financial performance metrics or non-financial 
operating goals are valued using the market value of the Company's common stock on the date of grant, discounted for the 
present value of expected dividends. On the date of grant, the Company estimated the fair value of the total shareholder return 
(TSR) component of the PRSUs using a Monte Carlo simulation model. The assumptions for the valuation of time-based RSUs 
and PRSUs are summarized as follows: 


RESTRICTED STOCK UNITS 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Number of shares granted (in millions)..................000005. 43 5T 55 
Grant date fair value per share .... 2.0... ccc ee esses $ 28.38 $ 2601 $ 25.30 
Weighted-average assumptions/inputs: 
Expected dividend yield. ........... 0.0... cee eee eee eee 3.5% 3.2% 2.9% 
Range of risk-free interest rates. ....... llle ee eee 0.0% — 1.5% 0.0% — 1.2% 0.0% — 1.8% 


PERFORMANCE BASED RESTRICTED STOCK UNITS 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Number of shares granted (in millions)..................00-0005. 7 5 11 
Grant date fair value per share ....... 0.0.00 ccc cece eee $ 28.94 $ 24.70 $ 24.85 
Weighted-average assumptions/inputs: 
Expected dividend yield................. 0.002 e ee eee eee ee 3.4% 3.1% 3.0% 
Range of risk-free interest rates. ....... llle ee nuti 0.1% — 1.5% 0.0% — 1.2% 0.0% — 1.8% 
Range of expected volatilities for index ..................00. 16.7% — 46.8% 15.3%- 54.3% 14.39 — 70.0% 


The PRSUs granted during the fiscal years presented are contingent on the achievement of the Company’s financial performance 
metrics, its comparative market-based returns, or the achievement of financial and non-financial operating goals. For the awards 
based on financial performance metrics or comparative market-based returns, generally 50% of the PRSUs are earned based on 
the average of annual operating cash flow and earnings per share goals established at the beginning of each fiscal year over a 
three-year performance period. Generally, the remaining 50% of the PRSUs are earned based on the Company’s TSR measured 
against the benchmark TSR of a peer group over the same period. Each PRSU recipient could vest in 0% to 150% of the target 
shares granted contingent on the achievement of the Company’s financial performance metrics or its comparative market-based 
returns, and 0% to 100% of the target shares granted contingent on the achievement of non-financial operating goals. 
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The assumptions for the valuation of employee stock purchase rights are summarized as follows: 


EMPLOYEE STOCK PURCHASE RIGHTS 


Years Ended July 29,2017 July 30,2016 July 25, 2015 
Weighted-average assumptions: 
Expected volatility... ek eoe a b b Eee eR P Rar eR RE s 24.6% 23.9% 26.0% 
Risk-free: interest rates «so Pid heeded Eu MR ee ed eed T ER 0.7% 0.4% 0.3% 
Expectedidividend | 5 mron tian gals gest E E tanned sum neers 3.2% 3.1% 2.8% 
Expected ife (i Vears)) s sesi ia ia e ia b eso det Qu ce a P De hn Et 1.3 1.3 1.8 
Weighted-average estimated grant date fair value per share .................-.000. $ 6.52 $ 573 $ 6.54 


The valuation of employee stock purchase rights and the related assumptions are for the employee stock purchases made during 
the respective fiscal years. 


The Company used third-party analyses to assist in developing the assumptions used in, as well as calibrating, its lattice- 
binomial and Black-Scholes models. The Company is responsible for determining the assumptions used in estimating the fair 
value of its share-based payment awards. 


The Company used the implied volatility for traded options (with contract terms corresponding to the expected life of the 
employee stock purchase rights) on the Company’s stock as the expected volatility assumption required in the Black-Scholes 
model. The implied volatility is more representative of future stock price trends than historical volatility. The risk-free interest 
rate assumption is based upon observed interest rates appropriate for the term of the Company’s employee stock purchase rights. 
The dividend yield assumption is based on the history and expectation of dividend payouts at the grant date. 


(h) Employee 401(k) Plans 


The Company sponsors the Cisco Systems, Inc. 401(k) Plan (the *Plan") to provide retirement benefits for its employees. As 
allowed under Section 401(k) of the Internal Revenue Code, the Plan provides for tax-deferred salary contributions and after-tax 
contributions for eligible employees. The Plan allows employees to contribute up to 75% of their annual eligible earnings to the 
Plan on a pretax and after-tax basis, including Roth contributions. Employee contributions are limited to a maximum annual 
amount as set periodically by the Internal Revenue Code. The Company matches pretax and Roth employee contributions up to 
100% of the first 4.5% of eligible earnings that are contributed by employees. Therefore, the maximum matching contribution 
that the Company may allocate to each participant’s account will not exceed $12,150 for the 2017 calendar year due to the 
$270,000 annual limit on eligible earnings imposed by the Internal Revenue Code. All matching contributions vest immediately. 
The Company’s matching contributions to the Plan totaled $265 million, $262 million, and $244 million in fiscal 2017, 2016, 
and 2015, respectively. 


The Plan allows employees who meet the age requirements and reach the Plan contribution limits to make catch-up contributions 
(pretax or Roth) not to exceed the lesser of 75% of their annual eligible earnings or the limit set forth in the Internal Revenue Code. 
Catch-up contributions are not eligible for matching contributions. In addition, the Plan provides for discretionary profit-sharing 
contributions as determined by the Board of Directors. Such contributions to the Plan are allocated among eligible participants 
in the proportion of their salaries to the total salaries of all participants. There were no discretionary profit-sharing contributions 
made in fiscal 2017, 2016, and 2015. 


The Company also sponsors other 401(k) plans as a result of acquisitions of other companies. The Company’s contributions to 
these plans were not material to the Company on either an individual or aggregate basis for any of the fiscal years presented. 


(i) Deferred Compensation Plans 


The Cisco Systems, Inc. Deferred Compensation Plan (the “Deferred Compensation Plan"), a nonqualified deferred compensation 
plan, became effective in 2007. As required by applicable law, participation in the Deferred Compensation Plan is limited 
to a select group of the Company’s management employees. Under the Deferred Compensation Plan, which is an unfunded 
and unsecured deferred compensation arrangement, a participant may elect to defer base salary, bonus, and/or commissions, 
pursuant to such rules as may be established by the Company, up to the maximum percentages for each deferral election 
as described in the plan. The Company may also, at its discretion, make a matching contribution to the employee under the 
Deferred Compensation Plan. A matching contribution equal to 4.5% of eligible compensation in excess of the Internal Revenue 
Code limit for qualified plans for calendar year 2017 that is deferred by participants under the Deferred Compensation Plan (with 
a $1.5 million cap on eligible compensation) will be made to eligible participants’ accounts at the end of calendar year 2017. 
The total deferred compensation liability under the Deferred Compensation Plan, together with deferred compensation plans 
assumed from acquired companies, was approximately $622 million and $569 million as of July 29, 2017 and July 30, 2016, 
respectively, and was recorded primarily in other long-term liabilities. 
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15. Comprehensive Income 


The components of AOCI, net of tax, and the other comprehensive income (loss), excluding noncontrolling interest, are 
summarized as follows (in millions): 


Net Unrealized Net Unrealized Cumulative 
Gains (Losses) Gains (Losses) Translation Accumulated 
on Available- Cash Flow Adjustment and Other 
for-Sale Hedging Actuarial Gains Comprehensive 
Investments Instruments and Losses Income (Loss) 
BALANCE AT JULY 26, 2014 ..... 0.0... 0... cee eee $ 424 $ (12) $ 265 $ 677 
Other comprehensive income (loss) before 
reclassifications attributable to Cisco Systems, Inc............. (28) (159) (563) (750) 
(Gains) losses reclassified out of AOCI................0 0000 (157) 154 2 (1) 
Tax benefit (expense)... os ses e oka se dn ehe penis 71 1 63 135 
BALANCE AT JULY 25, 2015 ecreis r ione nee 310 (16) (233) 61 
Other comprehensive income (loss) before 
reclassifications attributable to Cisco Systems, Inc............. 151 (66) (399) (314) 
(Gains) losses reclassified out of AOCI.............0..0 00085 1 20 (6) 15 
Tax benefit (expense)... 0.6... eee tenes (49) 3 (42) (88) 
BALANCE AT JULY 30, 2016 ................0........05. 413 (59) (680) (326) 
Other comprehensive income (loss) before reclassifications 
attributable to Cisco Systems, Inc....................00005 (164) 22 318 176 
(Gains) losses reclassified out of AOCI..................... 87 79 16 182 
Tax benefit (expense) ......... 0.0... eee eee eee 37 (10) (13) 14 
BALANCE AT JULY 29, 2017 .... 0.0... eee $ 373 $ 32 $ (359) $ 46 


The net gains (losses) reclassified out of AOCI into the Consolidated Statements of Operations, with line item location, during 
each period were as follows (in millions): 


July 29, 2017 July 30,2016 July 25, 2015 


Comprehensive Income Components Income Before Taxes Line Item in Statements of Operations 
Net unrealized gains and losses on 
available-for-sale investments................005. $ (87) $ (1) $ 157 Other income (loss), net 


Net unrealized gains and losses on cash 
flow hedging instruments 


Foreign currency derivatives................. (59) (15) (121) Operating expenses 
Foreign currency derivatives................. (20) (5) (33) Cost of sales—service 
(79) (20) (154) 
Cumulative translation adjustment and 
actuarial gains and losses ...............0-0005 (16) 6 (2) Operating expenses 
Total amounts reclassified out of AOCI ........... $ (182) $ (15) $ 1 
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16. Income Taxes 
(a) Provision for Income Taxes 


The provision for income taxes consists of the following (in millions): 


Years Ended July 29,2017 July 30, 2016 July 25, 2015 
Federal: 
[GUAE CIT TT $ 1,300 $ 865 $ 1,583 
Deterred P EMT (42) (93) 43 
1,258 772 1,626 
State: 
TIM PEDE 86 78 130 
Déetferred: oeste ctt naan ne eae inf ee 56 13 (20) 
142 91 110 
Foreign: 
CUTS, oet OUI e eite edet eeu re ede, ATE cd herons Grande totus 1,416 1,432 530 
Deferred eeren se ge rede erm net ERU Dec EE (138) (114) (46) 
1,278 1,318 484 
cm" $ 2,678 $ 24181 $ 2,220 


Income before provision for income taxes consists of the following (in millions): 


Years Ended July 29,2017 July 30,2016 July 25, 2015 
United: States eter oA SLE UPEIXPER EPI LRGs Odd Y SOR E Per qs $ 2,393 $ 2,907 $ 3,570 
International. x. 233,225. sce sette Genk nti b ERR EERE Daten ahh Er Ra nbi 9,894 10,013 7,631 

Totals soo is deteeutestuettartdu ieu tastes det RN EAR EUN DN ER $ 12287 $ 12,920 $ 11,201 


The items accounting for the difference between income taxes computed at the federal statutory rate and the provision for 
income taxes consist of the following: 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 

Federal statutory rate cesi cessi ta REY dE ERR a AR Red rie 35.0% 35.0% 35.0% 

Effect of: 
State taxes, net of federal tax benefit... 0.0.0.0... ccc eee eee 1.1 0.5 0.8 
Foreign income at other than U.S. rates... 0... ec ees (13.4) (14.5) (15.2) 
Tax Credits. i.e cbse bsg ce orbe env savas Shei P PES HIS ER EE (1.2) (1.7) (1.2) 
Domestic manufacturing deduction .......... 0.0... c cee teens (0.4) (0.6) (0.7) 
Nondeductible compensation. ..........0..0 00 cece cette eens 1.4 1.4 2.0 
Tax audit settlement...c<.1200¢0c0%e.nntee dert p Ree weh esses EN EP — (2.8) — 
Other, net uec I RERUM pe bU ER ba Mec de uda ed (0.7) (0.4) (0.9) 

Total iuis I P RR CU PPURAPCUMPUCE CUM Ea E A REESE 21.8% 16.9% 19.8% 


During fiscal 2016, the Internal Revenue Service (IRS) and the Company settled all outstanding items related to the audit of 
the Company’s federal income tax returns for the fiscal years ended July 26, 2008 through July 31, 2010. As a result of the 
settlement, the Company recognized a net benefit to the provision for income taxes of $367 million, which included a reduction 
of interest expense of $21 million. In addition, the Protecting Americans from Tax Hikes Act of 2015 reinstated the U.S. federal 
R&D tax credit permanently. As a result, the tax provision in fiscal 2016 included a tax benefit of $226 million related to the 
U.S. federal R&D tax credit, of which $81 million was attributable to fiscal 2015. 


During fiscal 2015, the Tax Increase Prevention Act of 2014 reinstated the U.S. federal R&D tax credit for calendar year 2014 
R&D expenses. As a result, the tax provision in fiscal 2015 included a tax benefit of $138 million related to the U.S. federal R&D 
tax credit, of which $78 million was attributable to fiscal 2014. 
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U.S. income taxes and foreign withholding taxes associated with the repatriation of earnings of foreign subsidiaries were not 
provided for on a cumulative total of $71.1 billion of undistributed earnings for certain foreign subsidiaries as of the end of 
fiscal 2017. The Company intends to reinvest these earnings indefinitely in its foreign subsidiaries. If these earnings were 
distributed to the United States in the form of dividends or otherwise, or if the shares of the relevant foreign subsidiaries were 
sold or otherwise transferred, the Company would be subject to additional U.S. income taxes (subject to an adjustment for 
foreign tax credits) and foreign withholding taxes. Determination of the amount of unrecognized deferred income tax liability 
related to these earnings is not practicable. 


As a result of certain employment and capital investment actions, the Company’s income in certain foreign countries is subject 
to reduced tax rates. A portion of these incentives expired at the end of fiscal 2015. The majority of the remaining tax incentives 
are reasonably expected to expire at the end of fiscal 2018. The gross income tax benefit attributable to tax incentives was 
estimated to be $1.3 billion ($0.25 per diluted share) in fiscal 2017. As of the end of fiscal 2016 and 2015, the gross income tax 
benefits attributable to tax incentives were estimated to be $1.2 billion and $1.4 billion ($0.23 and $0.28 per diluted share) for the 
respective years. The gross income tax benefits were partially offset by accruals of U.S. income taxes on undistributed earnings. 


Unrecognized Tax Benefits 


The aggregate changes in the balance of gross unrecognized tax benefits were as follows (in millions): 


Years Ended July 29,2017 July 30, 2016 July 25, 2015 
Beginning balance 3 «cedes E nep ius e ih ete hee diteds cuentas $ 1,627 $ 2,029 $ 1,938 
Additions based on tax positions related to the current year..............00--0 eee 336 255 276 
Additions for tax positions of prior years... 2.2.0.0... cece eee 180 116 137 
Reductions for tax positions of prior years .... 00.0... eect ee (78) (457) (30) 
SebLIe melts «s esas echa EE ERR ida RR Wid eat ts erences beac SUA septa esce dr pF (43) (241) (165) 
Lapse of statute of limitations ......... 00. ee (49) (75) (127) 
Ending balance 4 nine nee eee hee os Oyen hoe ces DP pra xut as $ 1973 $ 1627 $  Á 2,029 


As a result of the IRS tax settlement related to the federal income tax returns for the fiscal years ended July 26, 2008 through 
July 31, 2010, the amount of gross unrecognized tax benefits in fiscal 2016 was reduced by approximately $563 million. The 
Company also reduced the amount of accrued interest by $63 million. 


As of July 29, 2017, $1.4 billion of the unrecognized tax benefits would affect the effective tax rate if realized. During fiscal 
2017, the Company recognized $26 million of net interest expense and a $4 million reduction in penalties. During fiscal 2016, 
the Company recognized a $55 million reduction in net interest expense and a $40 million reduction in penalties. During fiscal 
2015, the Company recognized a $37 million reduction in net interest expense and a $3 million reduction in penalties. The 
Company's total accrual for interest and penalties was $186 million, $154 million, and $274 million as of the end of fiscal 2017, 
2016, and 2015, respectively. The Company is no longer subject to U.S. federal income tax audit for returns covering tax years 
through fiscal 2010. The Company is no longer subject to foreign, state, or local income tax audits for returns covering tax years 
through fiscal 2000. 


The Company regularly engages in discussions and negotiations with tax authorities regarding tax matters in various jurisdictions. 
The Company believes it is reasonably possible that certain federal, foreign, and state tax matters may be concluded in the next 
12 months. Specific positions that may be resolved include issues involving transfer pricing and various other matters. The 
Company estimates that the unrecognized tax benefits at July 29, 2017 could be reduced by approximately $100 million in the 
next 12 months. 


(b) Deferred Tax Assets and Liabilities 


The following table presents the breakdown for net deferred tax assets (in millions): 


July 29,2017 July 30, 2016 


Deferred tax assets. c rre wat Park nts diane wees EUR RPM BUE eed E vi bU RUD $ 4239 $ 4,299 
Deferreditax liabilities. io Eig 4d Ib yh estu eb ER EET EE E te ee oR (271) (278) 
Total net deferred tax assets... 0.0... e $ 3,968 $ 4,021 
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The following table presents the components of the deferred tax assets and liabilities (in millions): 


July 29, 2017 July 30, 2016 


ASSETS 
Allowance for doubtful accounts and returns... 2.2... ett ees $ 443 $ 524 
Sales-type and direct-financimg leases pes os aoa seien RR I RE RE REA AERE RRES 277 289 
Inventory write-downs and capitalization... 11... eect e 446 417 
Investment provisiOBS. i... usen | eia Ee echa bete con a aad OF Lae eris woes 171 126 
IPR&D, goodwill, and purchased intangible assets |... esee 125 139 
Deferred revénue- i. ici ER A A LER ED URP sei EEEE AEE es 2,057 1,858 
Credits and net operating loss carryforwards.. 1.0.20... 0c ccc tenet nen neee 976 863 
Share-based compensation expense ..... 0... 0. cece cette me 273 438 
Accrued Compensation ssia iha iea a arar r aea dice es aeos deg een Gib kg hee toh 504 572 
Suc arcc 559 516 
Gross. deferred tax: assets. cns trees EEEa dere wed ER a e Vb as e eS ade ge 5,831 5,742 
Malüation:alloWdfCee: 3 east eur e p Dub a ea UO Sed E e Rocket (244) (134) 
Total deferred tax assets. 5o ted Ease Deer ee ME ee ea aloe alone tob hdd MESS 5,587 5,608 
LIABILITIES 
Purchased intangible assets... 2.1... cette e s (1,037) (995) 
Deprecation 10.659 5 sud» Re ee ee ee e eee MM ee (340) (289) 
Unrealized gains on investments. ......... 0. ccc ccc er (203) (225) 
OTHE "ERE (39) (78) 
"Total deferred tax liabilities... y somige eiee 2 4 eee dhe etenacod wee de ane a REG RR RES (1,619) (1,587) 
Total net deferred tax assets. 42 2 Eo tes ctr baad are Iter dees Pade Bas ead $ 3968 $ 4,021 


As of July 29, 2017, the Company's federal, state, and foreign net operating loss carryforwards for income tax purposes were 
$719 million, $985 million, and $840 million, respectively. A significant amount of the federal net operating loss carryforwards 
relates to acquisitions and, as a result, is limited in the amount that can be recognized in any one year. If not utilized, the federal 
net operating loss will begin to expire in fiscal 2018, and the state and foreign net operating loss carryforwards will begin to 
expire in fiscal 2018 and 2019, respectively. The Company has provided a valuation allowance of $132 million for deferred tax 
assets related to foreign net operating losses that are not expected to be realized. 


As of July 29, 2017, the Company's federal, state, and foreign tax credit carryforwards for income tax purposes were approximately 
$18 million, $832 million, and $20 million, respectively. The federal tax credit carryforwards will begin to expire in fiscal 2018. 
The majority of state tax credits can be carried forward indefinitely. The foreign tax credits carryforwards will begin to expire 
in fiscal 2018. The Company has provided a valuation allowance of $91 million for deferred tax assets related to state and foreign 
tax credits that are not expected to be realized. 


17. Segment Information and Major Customers 
(a) Revenue and Gross Margin by Segment 


The Company conducts business globally and is primarily managed on a geographic basis consisting of three segments: the 
Americas, EMEA, and APJC. The Company's management makes financial decisions and allocates resources based on the 
information it receives from its internal management system. Sales are attributed to a segment based on the ordering location 
of the customer. The Company does not allocate research and development, sales and marketing, or general and administrative 
expenses to its segments in this internal management system because management does not include the information in its 
measurement of the performance of the operating segments. In addition, the Company does not allocate amortization and 
impairment of acquisition-related intangible assets, share-based compensation expense, significant litigation and other 
contingencies, impacts to cost of sales from purchase accounting adjustments to inventory, charges related to asset impairments 
and restructurings, and certain other charges to the gross margin for each segment because management does not include this 
information in its measurement of the performance of the operating segments. 
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Summarized financial information by segment for fiscal 2017, 2016, and 2015, based on the Company’s internal management 
system and as utilized by the Company's Chief Operating Decision Maker (^CODM), is as follows (in millions): 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Revenue: 
AMEGAS s emis eiim eate Gea eee iv vista td Refer $ 28,351 $ 29,392 $ 29,626 
EMEA 9.38 bce e betes Raa Oh OE aD Mee eee be Ss 12,004 12,302 12,348 
Digo" 7,650 7,553 7,187 
MO Cally oso s ottime t P EPIS UE EPUM ted teas $ 48,005 $ 49,247 $ 49,161 
Gross margin: 
Amera S s eese sme ke ae I OTI EPA ERAS TP ERA $ 18,284 $ 18,986 $ 18,638 
EMBA ihv pik ede a ee na coals oh bi C pb EM REL S 7,855 7,998 7,731 
APIC ger 2A ton aps d bu t essem iuum UL LUE 4,741 4,620 4,313 
Segment total eseis peur. dap Reduces eta Que edat a date 30,880 31,604 30,682 
Unallocated corporate items .. 0.2.0.0... cette eens (656) (644) (1,001) 
Total P "——————— $ 30224 $ 30,960 $ 29,681 


Revenue in the United States was $25.0 billion, $25.9 billion, and $26.2 billion for fiscal 2017, 2016, and 2015, respectively. 


(b) Revenue for Groups of Similar Products and Services 


The Company designs, manufactures, and sells IP-based networking and other products related to the communications and IT 
industry and provides services associated with these products and their use. The Company groups its products and technologies 
into the following categories: Switching, NGN Routing, Collaboration, Data Center, Wireless, Security, Service Provider Video, 
and Other Products. These products, primarily integrated by Cisco IOS Software, link geographically dispersed local-area 
networks (LANs), metropolitan-area networks (MANSs), and wide-area networks (WANS). 


The following table presents revenue for groups of similar products and services (in millions): 


Years Ended July 29, 2017 July 30, 2016 July 25, 2015 
Revenue: 

Switching. ous tree eoe e epu ad dea hie RE e eth oon ie $ 13,949 $ 14,700 $ 14,712 
NGN Routing jc Goats 9 Pee uei dh ra rada aer P QUE e ater trades 7,831 8,133 8,343 
Collaboration .— iz: pen EE EWRemeCeensbwueLbebee n Pee ae 4,278 4.352 4.004 
Data: Center 22 """""-----—-—————— 3,228 3,365 3,219 
Wireless asane cx Sua acne essere i anes che trent chad easiest <eets ies, a acl anaes adem 2,766 2,640 2,551 
sre eae errape E ect detent teen eaten rand atest ae a eee 2,153 1,969 1,747 
Service Provider Video O ........... llle 946 1,734 2,941 
Oirer onte Seer ward +o ed Gee SAG Sar iue a dudit 554 361 233 
Prodi So ire dates cs ae e d distal duet iPad DUM 35,705 37,254 37,750 
SEVICE P bared oe kb eb A pede i Oden Sire ee RR Rds 12,300 11,993 11,411 
Total cave.exccanoc8 4 $845 BGO bu oS EW RW OSA GR EE PG ae s $ 48,005 $ 49,247 $ 49,161 


® During the second quarter of fiscal 2016, the Company completed the sale of our SP Video CPE Business. As a result, revenue from this 
portion of the Service Provider Video product category will not recur in future periods. SP Video CPE Business revenue was $504 million 
and $1,846 million for fiscal 2016 and 2015, respectively. 


The Company has made certain reclassifications to the product revenue amounts for prior years to conform to the current 
year’s presentation. 


(c) Additional Segment Information 


The majority of the Company’s assets, excluding cash and cash equivalents and investments, as of July 29, 2017 and July 30, 2016 
was attributable to its U.S. operations. The Company’s total cash and cash equivalents and investments held by various foreign 
subsidiaries were $67.5 billion and $59.8 billion as of July 29, 2017 and July 30, 2016, respectively, and the remaining $3.0 billion 
and $5.9 billion at the respective fiscal year ends were available in the United States. In fiscal 2017, 2016, and 2015, no single 
customer accounted for 10% or more of revenue. 
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Property and equipment information is based on the physical location of the assets. The following table presents property and 
equipment information for geographic areas (in millions): 


July 29, 2017 July 30,2016 July 25, 2015 
Property and equipment, net: 


United States-; 3s eo deh ew coat tea ed bee m een atu e ied $ 2,711 $ 2,822 $ 2,733 
International 2 ce Ier a a OPERA Sided ade e Lc ES 611 684 599 
MOG Al 2 4 close p r T a due a arra $ 3,322 $ 3,506 $ 3,332 


18. Net Income per Share 


The following table presents the calculation of basic and diluted net income per share (in millions, except per-share amounts): 


Years Ended July 29, 2017 July 30,2016 July 25, 2015 
Net incomes es east: a T TET EE TOI D TT UE TT $ 9,600 $ 10,739 $ 8,981 
Weighted-average shares—basic.... 2... 0. ete tenes 5,010 5,053 5,104 
Effect of dilutive potential common shares. ............0. 00. e cece eee ees 39 35 42 
Weighted-average shares—diluted ..... n.n nanninannan 5,049 5,088 5,146 
Net income per share—basic.......... 0000 ee $ 1.92 $ 243 $ 1.76 
Net income per share—diluted ......... llle ees $ 1.90 $ 2.11 $ 1.75 
Antidilutive employee share-based awards, excluded ...............0 00000 e0ee 136 148 183 


Employee equity share options, unvested shares, and similar equity instruments granted and assumed by the Company are 
treated as potential common shares outstanding in computing diluted earnings per share. Diluted shares outstanding include the 
dilutive effect of in-the-money options, unvested restricted stock, and restricted stock units. The dilutive effect of such equity 
awards is calculated based on the average share price for each fiscal period using the treasury stock method. Under the treasury 
stock method, the amount the employee must pay for exercising stock options, the amount of compensation cost for future 
service that the Company has not yet recognized, and the amount of tax benefits that would be recorded in additional paid-in 
capital when the award becomes deductible are collectively assumed to be used to repurchase shares. 
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Supplementary Financial Data (Unaudited) 
(in millions, except per-share amounts) 


Quarters Ended July 29,2017 April 29,2017 January 28,2017 October 29, 2016 
REVENUE 6.5. 0.54.5204 Gh obs atures x evident e RS $ 12,133 $ 11,940 $ 11,580 $ 12,352 
Gross margin ... 00.0.0... teens $ 7,546 $ 7,518 $ 7,276 $ 7,884 
Operating income ............... 00.0.0 c eee ees $ 3,034 $ 3,169 $ 2,803 $ 2,877 
Net income ............ 0.0.00. ccc ee $ 2,424 $ 2,515 $ 2,348 $ 2,322 
Net income per share - basic................. 000-00 eee $ 0.49 $ 0.50 $ 0.47 $ 0.46 
Net income per share - diluted ......................04.. $ 0.48 $ 0.50 $ 0.47 $ 0.46 
Cash dividends declared per common share............... $ 0.29 $ 0.29 $ 0.26 $ 0.26 
Cash and cash equivalents and investments............... $ 70,492 $ 67,974 $ 71,845 $ 70,968 
Quarters Ended July 30,2016 = April 30,2016 January 23,2016 October 24, 2015 
AEA ES EEE LE a terrane eh E OE $ 12,638 $ 12,000 $ 11,927 $ 12,682 
Ene PEEPI EEEE ES $ 7,975 $ 7,721 $ 7,432 $ 7,832 
Operating income scri crrerttr eed pote Pa RE RO RR ted $ 3,303 $ 2,984 $ 3,294 $ 3,079 
Net INCOME s oe ead es add bed eec abes d $ 2,813 $ 2,349 $ 3,147 $ 2,430 
Net income per share - basic... 0... 0... cece eese $ 0.56 $ 0.47 $ 0.62 $ 0.48 
Net income per share - diluted.............0 0.000 lesse eens $ 0.56 $ 0.46 $ 0.62 $ 0.48 
Cash dividends declared per common share...............-. $ 026 $ 0.26 $ 0.21 $ 0.21 
Cash and cash equivalents and investments ................. $ 65,756 $ 63,512 $ 60,75 $ 59.107 
Item 9. Changes in and Disagreements with Accountants on Accounting and Financial Disclosures 
None. 
Item 9A. Controls and Procedures 


Evaluation of Disclosure Controls and Procedures 


Based on our management's evaluation (with the participation of our principal executive officer and principal financial 
officer), as of the end of the period covered by this report, our principal executive officer and principal financial officer have 
concluded that our disclosure controls and procedures (as defined in Rules 13a-15(e) and 15d-15(e) under the Securities Exchange 
Act of 1934, as amended, (the “Exchange Act")) are effective to ensure that information required to be disclosed by us in 
reports that we file or submit under the Exchange Act is recorded, processed, summarized and reported within the time periods 
specified in Securities and Exchange Commission rules and forms and is accumulated and communicated to our management, 
including our principal executive officer and principal financial officer, as appropriate to allow timely decisions regarding 
required disclosure. 


Internal Control over Financial Reporting 


Management’s report on our internal control over financial reporting and the report of our independent registered public 
accounting firm on our internal control over financial reporting are set forth, respectively, on page 67 under the caption 
“Management’s Report on Internal Control Over Financial Reporting” and on page 66 of this report. 


There was no change in our internal control over financial reporting during our fourth quarter of fiscal 2017 that has 
materially affected, or is reasonably likely to materially affect, our internal control over financial reporting. 


Item 9B. Other Information 


None. 
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PART III 
Item 10. Directors, Executive Officers and Corporate Governance 


The information required by this item relating to our directors and nominees is included under the captions “Proposal No. 1 — 
Election of Directors,” “Business Experience and Qualifications of Nominees,” and “Board Meetings and Committees— 
Nomination and Governance Committee” in our Proxy Statement related to the 2017 Annual Meeting of Shareholders and is 
incorporated herein by reference. 


The information required by this item regarding our Audit Committee is included under the caption “Board Meetings 
and Committees” in our Proxy Statement related to the 2017 Annual Meeting of Shareholders and is incorporated herein by 
reference. 


Pursuant to General Instruction G(3) of Form 10-K, the information required by this item relating to our executive officers 
is included under the caption “Executive Officers of the Registrant” in Part I of this report. 


The information required by this item regarding compliance with Section 16(a) of the Securities Act of 1934 is included under 
the caption “Ownership of Securities—Section 16(a) Beneficial Ownership Reporting Compliance” in our Proxy Statement 
related to the 2017 Annual Meeting of Shareholders and is incorporated herein by reference. 


We have adopted a code of ethics that applies to our principal executive officer and all members of our finance department, 
including the principal financial officer and principal accounting officer. This code of ethics is entitled “Special Ethics 
Obligations for Employees with Financial Reporting Responsibilities: Financial Officer Code of Ethics” and is posted on our 
website. The Internet address for our website is www.cisco.com, and this code of ethics may be found from our main webpage 
by clicking first on “About Cisco” and then on “Corporate Governance” under “Investor Relations,” and finally on “Financial 
Officer Code of Ethics”. 


We intend to satisfy any disclosure requirement under Item 5.05 of Form 8-K regarding an amendment to, or waiver from, 
a provision of this code of ethics by posting such information on our website, on the webpage found by clicking through to 
“Financial Officer Code of Ethics” as specified above. 


Item 11. Executive Compensation 


The information required by this item relating to executive compensation is included under the captions “Proposal No. 4— 
Advisory Vote to Approve Executive Compensation,” “Compensation Discussion and Analysis,” “Compensation Committee 
Report,” “Fiscal 2017 Compensation Tables—Summary Compensation Table,” “Fiscal 2017 Compensation Tables— Grant of 
Plan-Based Awards—Fiscal 2017” and “Compensation Committee Interlocks and Insider Participation” in our Proxy Statement 
related to the 2017 Annual Meeting of Shareholders and is incorporated herein by reference. 


Item 12. Security Ownership of Certain Beneficial Owners and Management and Related Stockholder Matters 


The information required by this item relating to security ownership of certain beneficial owners and management is 
included under the caption “Ownership of Securities,” and the information required by this item relating to securities authorized 
for issuance under equity compensation plans is included under the caption “Proposal No. 2— Approval of the Amendment and 
Restatement of the 2005 Stock Incentive Plan— Equity Compensation Plan Information,” in each case in our Proxy Statement 
related to the 2017 Annual Meeting of Shareholders, and is incorporated herein by reference. 


Item 13. Certain Relationships and Related Transactions, and Director Independence 


The information required by this item relating to review, approval or ratification of transactions with related persons is 
included under the caption “Certain Relationships and Transactions with Related Persons,” and the information required by 
this item relating to director independence is included under the caption “Proposal No. 1— Election of Directors—Independent 
Directors,” in each case in our Proxy Statement related to the 2017 Annual Meeting of Shareholders, and is incorporated herein 
by reference. 


Item 14. Principal Accountant Fees and Services 


The information required by this item is included under the captions “Proposal No. 6 — Ratification of Independent 
Registered Public Accounting Firm—Principal Accountant Fees and Services” and “Policy on Audit Committee Pre-Approval 
of Audit and Permissible Non-Audit Services of Independent Registered Public Accounting Firm” in our Proxy Statement 
related to the 2017 Annual Meeting of Shareholders, and is incorporated herein by reference. 
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Item 15. Exhibits and Financial Statement Schedules 
(a) 1. Financial Statements 
See the “Index to Consolidated Financial Statements” on page 65 of this report. 
2. Financial Statement Schedule 
See “Schedule II—Valuation and Qualifying Accounts” (below) within Item 15 of this report. 
3. Exhibits 
See the “Index to Exhibits” immediately following the signature page of this report. 
SCHEDULE II 
VALUATION AND QUALIFYING ACCOUNTS 
(in millions) 
Allowances For 
Financing Accounts 
Receivables Receivable 
Year ended July 25, 2015 
Balance at beginning of fiscal year. ....... isses $ 349 $ 265 
PrOViSIONS eater reser natn REIS DA CUERO LEER AE Taten Se Pee eb ug Me ak etg mus eee ees 57 77 
Recoveries (write-offs) Net is o2 ose ERR DOA Eas Ga eR $e qu usb quur Su qiii (7) (40) 
Foreign exchange and other scs 2222 lae orem Re EAE disse dile Rode ra Pee (17) — 
Balance at end of fiscal year ........ lisse ee ene tenet nes $ 382 $ 302 
Year ended July 30, 2016 
Balance at beginning of fiscal year... oue iea eren ERR Ret RR Roe Eds $ 382 $ 302 
Provisions. v5 sido va E n a AE E prd A al ges 17 (26) 
Recoveries (write-otfs), net; occu eee ars dee twa bs Be Oba TOR CERIS RET ORC T E (15) (28) 
Foreign exchange and other. o nectit DIETE RE REA Y LA EU aua (9) 1 
Balance at end of fiscal Years iid oues heim cs deb PARI Ge ad dane enka ge $ 375 $ 249 
Year ended July 29, 2017 
Balance at beginning of fiscal year. ...........slsleleleeeeee III $ 375 $ 249 
ProviSiONS: ERE (35) 27 
Recoveries (write-offs), net... 0... teen ra (49) (61) 
Foreign exchange and other ............. 0... cece ete A D een neee 4 (4) 
Balance at end of fiscal year ........ 0.0... cece e eens $ 295 $ 21 


PART IV 


Foreign exchange and other includes the impact of foreign exchange and certain immaterial reclassifications. 
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SIGNATURES 


Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant has duly caused 
this Report on Form 10-K to be signed on its behalf by the undersigned, thereunto duly authorized. 


September 7, 2017 CISCO SYSTEMS, INC. 


/S/ CHARLES H. ROBBINS 
Charles H. Robbins 
Chief Executive Officer 


POWER OF ATTORNEY 


KNOW ALL PERSONS BY THESE PRESENTS, that each person whose signature appears below constitutes and appoints 
Charles H. Robbins and Kelly A. Kramer, jointly and severally, his attorney-in-fact, each with the full power of substitution, 
for such person, in any and all capacities, to sign any and all amendments to this Annual Report on Form 10-K, and to file the 
same, with all exhibits thereto and other documents in connection therewith, with the Securities and Exchange Commission, 
granting unto said attorney-in-fact and agent full power and authority to do and perform each and every act and thing requisite 
and necessary to be done in connection therewith, as fully to all intents and purposes as he might do or could do in person 
hereby ratifying and confirming all that each of said attorneys-in-fact and agents, or his substitute, may do or cause to be done 
by virtue hereof. 


Pursuant to the requirements of the Securities Exchange Act of 1934, this Report on Form 10-K has been signed below by 
the following persons on behalf of the registrant and in the capacities and on the dates indicated. 


Signature Title Date 
/S/ CHARLES H. ROBBINS Chief Executive Officer and Director September 7, 2017 
Charles H. Robbins (Principal Executive Officer) 
/S/ KELLY A. KRAMER Executive Vice President and Chief Financial Officer September 7, 2017 
Kelly A. Kramer (Principal Financial Officer) 
/S/ Prat S. BHATT Senior Vice President, Corporate Controller and September 7, 2017 
Prat S. Bhatt Chief Accounting Officer 


(Principal Accounting Officer) 
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Signature 


/S/ JOHN T. CHAMBERS 


John T. Chambers 


/S/ CAROL A. BARTZ 


Carol A. Bartz 


/S/ M. MICHELE BURNS 


M. Michele Burns 


/S/ MICHAEL D. CAPELLAS 


Michael D. Capellas 


/S/ Amy L. CHANG 


Amy L. Chang 


/S/ JoHN L. HENNESSY 


Dr. John L. Hennessy 


/S/ KRISTINA M. JOHNSON 


Dr. Kristina M. Johnson 


/S/ RODERICK C. MCGEARY 


Roderick C. McGeary 


/S/ ARUN SARIN 
Arun Sarin 


/S/ BRENTON L. SAUNDERS 


Brenton L. Saunders 


/S/ STEVEN M. WEST 


Steven M. West 


Title 


Executive Chairman 


Lead Independent Director 


Director 


Director 


Director 


Director 


Director 


Director 


Director 


Director 


Director 
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Date 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


September 7, 2017 


INDEX TO EXHIBITS 


Exhibit Filed 
Number Exhibit Description Incorporated by Reference Herewith 
Form File No. Exhibit Filing Date 
3.1 Restated Articles of Incorporation of Cisco Systems, Inc., S-3  Á333-56004 4.1 2/21/2001 
as currently in effect 
3.2 Amended and Restated Bylaws of Cisco Systems, Inc., 8-K  000-18225 3.1 7/29/2016 
as currently in effect 
4.1 Indenture, dated February 17, 2009, between Cisco 8-K  000-18225 4.1 2/17/2009 


Systems, Inc. and the Bank of New York Mellon 
Trust Company, N.A., as trustee 

4.2 Indenture, dated November 17, 2009, between Cisco 8-K  000-18225 4.1 11/17/2009 
Systems, Inc. and the Bank of New York Mellon 
Trust Company, N.A., as trustee 

4.3 Indenture, dated March 16, 2011, between Cisco 8-K  000-18225 4.1 3/16/2011 
Systems, Inc. and the Bank of New York Mellon 
Trust Company, N.A., as trustee 

4.4 Indenture, dated March 3, 2014, between the 8-K  000-18225 4.1 3/3/2014 
Company and The Bank of New York Mellon 
Trust Company, N.A., as trustee 


4.5 Forms of Global Note for the registrant's 4.95% 8-K  000-18225 4.1 2/17/2009 
Senior Notes due 2019 and 5.90% Senior Notes due 2039 

4.6 Forms of Global Note for the registrant's 4.45% 8-K  000-18225 4.1 11/17/2009 
Senior Notes due 2020 and 5.50% Senior Notes due 2040 

4.7 Forms of Global Note for the Company's 3.150% 8-K  000-18225 4.1 3/16/2011 
Senior Notes due 2017 

4.8 Form of Officer's Certificate setting forth the terms of 8-K  000-18225 4.2 3/3/2014 
the Fixed and Floating Rate Notes issued in March 2014 

4.9 Form of Officer's Certificate setting forth the terms of 8-K 000-18225 4.1 6/18/2015 
the Fixed and Floating Notes issued in June 2015 

4.10 Form of Officer’s Certificate setting forth the terms of 8-K  000-18225 4.1 2/29/2016 
the Fixed and Floating Notes issued in February 2016 

4.11 Form of Officer’s Certificate setting forth the terms of 8-K 000-18225 4.1 9/20/2016 


the Fixed and Floating Notes issued in September 2016 
10.1* . Cisco Systems, Inc. 2005 Stock Incentive Plan 


(including related form agreements) X 
10.2* . Cisco Systems, Inc. Employee Stock Purchase Plan 8-K  000-18225 10.1 11/24/2014 
10.3* . Cisco Systems, Inc. Deferred Compensation Plan, 10-Q 000-18225 10.5 2/18/2015 
as amended 
10.4* . Cisco Systems, Inc. Executive Incentive Plan 8-K  000-18225 10.1 11/16/2012 
10.5* Form of Executive Officer Indemnification Agreement 10-K 000-18225 10.7 9/20/2004 
10.6* Form of Director Indemnification Agreement 10-K 000-18225 10.8 9/20/2004 
10.7* Relocation Agreement between Cisco Systems, Inc. and 10-Q 000-18225 10.2 11/22/2013 
Charles Robbins 


10.8* Separation Agreement by and between Cisco Systems, Inc. 8-K 000-18225 10.1 6/1/2015 
and Robert W. Lloyd 


10.9* | Separation Agreement by and between Cisco Systems, Inc. |. 8-K 000-18225 10.2 6/1/2015 
and Gary B. Moore 


10.10* Separation Agreement by and between Cisco Systems, Inc. &-K 000-18225 10.1 11/3/2016 
and Pankaj Patel 
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Exhibit Filed 
Number Exhibit Description Incorporated by Reference Herewith 
Form File No. Exhibit Filing Date 
10.11* International Transfer Agreement (Managed Move), 10-Q 000-18225 10.2 11/22/2016 
Relocation Payback and International Transfer Tax 
Policy Agreements by and between Cisco Systems, Inc. 
and Chris Dedicoat 
10.12 Credit Agreement dated as of May 15, 2015, by and 10-Q 000-18225 10.1 5/20/2015 
among Cisco Systems, Inc. and Lenders party thereto, 
and Bank of America, N.A., as administration agent, 
swing line lender and an L/C issuer 
10.13 — 364-Day Credit Agreement dated as of March 30, 2017, 8-K  000-18225 10.1 3/31/2017 
by and among Cisco Systems, Inc. and Lenders party 
thereto, and Bank of America, N.A., as administration 
agent and a Lender 
10.14 Form of Commercial Paper Dealer Agreement 10-Q 000-18225 10.1 2/23/2011 
10.15 Commercial Paper Issuing and Paying Agent Agreement 10-Q 000-18225 10.2 2/23/2011 
dated January 31, 2011 between the Registrant and 
Bank of America, N.A. 
21.1 Subsidiaries of the Registrant X 
23.1 Consent of Independent Registered Public Accounting Firm X 
24.1 Power of Attorney (included on page 121 of this X 
Annual Report on Form 10-K) 
31.1 Rule 13a—14(a)/15d—14(a) Certification of Principal X 
Executive Officer 
312 Rule 13a—14(a)/15d—14(a) Certification of Principal X 
Financial Officer 
32.1 Section 1350 Certification of Principal Executive Officer X 
322 Section 1350 Certification of Principal Financial Officer X 
101.INS XBRL Instance Document X 
101.SCH XBRL Taxonomy Extension Schema Document X 
101.CAL XBRL Taxonomy Extension Calculation X 
Linkbase Document 
101.DEF XBRL Taxonomy Extension Definition Linkbase Document X 
101.LAB XBRL Taxonomy Extension Label Linkbase Document X 
101.PRE XBRL Taxonomy Extension Presentation X 


Linkbase Document 


Indicates a management contract or compensatory plan or arrangement. 


124 


Prepared by www.argyle.company 


Shareholder information 


Executive Officers 


Charles H. Robbins 
Chief Executive Officer 


John T. Chambers 
Executive Chairman 
(retiring from the Board in 
December 2017) 


Mark Chandler 

Senior Vice President, Legal 
Services, General Counsel, and 
Chief Compliance Officer 


Chris Dedicoat 
Executive Vice President 
Worldwide Sales and Field Operations 


David Goeckeler 

Executive Vice President 

and General Manager 

Security and Networking Business 


Rebecca Jacoby 
Senior Vice President and 
Chief of Operations 


Kelly A. Kramer 


Karen Walker 
Senior Vice President and 
Chief Marketing Officer 


Principal Accounting Officer 


Prat S. Bhatt 
Senior Vice President, Corporate 
Controller and Chief Accounting Officer 


Resources 


Investor Relations 


For more information about Cisco, to 
view the Annual Report online, or to 
obtain other financial information without 
charge, contact: 


Investor Relations 

Cisco Systems, Inc. 

170 West Tasman Drive 
San Jose, CA 95134-1706 
1 408 227 CSCO (2726) 
http://investor.cisco.com 


Cisco’s stock trades on the NASDAQ 
Global Select Market under the ticker 


Transfer Agent and Registrar 


Computershare Investor Services 

P.O. Box 43078 

Providence, RI 02940-3078 

Website: 
WWW-Us.computershare.com/investor 
Toll-free: 1 800 254 5194 
International: 1 781 575 2879 


Independent Registered Public 
Accounting Firm 


PricewaterhouseCoopers LLP 
San Jose, California 


Notice of Annual Meeting 


Cisco Systems, Inc. 

Building 9 

260 East Tasman Drive 

San Jose, CA 95134 
Monday, December 11, 2017 
10 a.m. Pacific Time 


Executive Vice President and 


2S : À symbol CSCO. 
Chief Financial Officer 


Forward-looking statements 


This Annual Report contains forward-looking statements 
regarding future events and our future results that are subject 

to the safe harbor provisions created under the Securities Act 

of 1933 and the Securities Exchange Act of 1934, each as 
amended. These statements are based on current expectations, 
estimates, forecasts, projections, and the beliefs and assumptions 


of our management. Words such as "expects," "anticipates," 
"targets," "goals," "projects," "intends," "plans," "believes," 
"momentum," “seeks,” “estimates,” “continues,” “endeavors,” 


» a 


“strives,” “may,” variations of such words, and similar expressions 
are intended to identify such forward-looking statements. In 
addition, any statements that refer to our anticipated growth, 
trends in our business, and other characterizations of future 
events or circumstances are forward-looking statements. 

Readers are cautioned that these forward-looking statements 

are only predictions and may differ materially from actual future 
events or results due to a variety of factors, including business 
and economic conditions and growth trends in the networking 
industry; our customer markets and various geographic regions; 
global economic conditions and uncertainties in the geopolitical 
environment; overall information technology spending; the growth 
and evolution of the Internet and levels of capital spending on 
Internet-based systems; variations in customer demand for 
products and services, including sales to the service provider 
market and other customer markets; the return on our investments 
in certain priorities, key growth areas, and in certain geographical 
locations, as well as maintaining leadership in routing, switching, 
and services; the timing of orders and manufacturing and 
customer lead times; changes in customer order patterns or 
customer mix; insufficient, excess, or obsolete inventory; variability 
of component costs; variations in sales channels, product costs, or 


mix of products sold; our ability to successfully acquire businesses 
and technologies and to successfully integrate and operate these 
acquired businesses and technologies; our ability to achieve 
expected benefits of our partnerships; increased competition in 
our product and service markets, including the data center market; 
dependence on the introduction and market acceptance of new 
product offerings and standards; rapid technological and market 
change; manufacturing and sourcing risks; product defects and 
returns; litigation involving patents, intellectual property, antitrust, 
shareholder, and other matters and governmental investigations; 
our ability to achieve the benefits of the announced restructuring 
and possible changes in the size and timing of the related charges; 
man-made problems such as cyberattacks, data protection 
breaches, computer viruses, or terrorism; natural catastrophic 
events; a pandemic or epidemic; our ability to achieve the benefits 
anticipated from our investments in sales, engineering, service, 
marketing, and manufacturing activities; our ability to recruit and 
retain key personnel; our ability to manage financial risk and to 
manage expenses during economic downturns; risks related to 
the global nature of our operations, including our operations in 
emerging markets; currency fluctuations and other international 
factors; changes in provision for income taxes, including changes 
in tax laws and regulations or adverse outcomes resulting from 
examinations of our income tax returns; potential volatility in 
operating results; and other factors listed in Cisco’s most recent 
report on Form 10-K contained in this Annual Report. Our results 
of operations for the year ended July 29, 2017 are not necessarily 
indicative of our operating results for any future periods. We 
undertake no obligation to revise or update any forward-looking 
statements for any reason. 


© 2017 Cisco and/or its affiliates. All rights reserved. Cisco and the Cisco logo are trademarks or registered trademarks of 
Cisco and/or its affiliates in the U.S. and other countries. To view a list of Cisco trademarks, go to this URL: www.cisco.com/ 
go/trademarks. Third-party trademarks mentioned in this document are the property of their respective owners. The use of the 
word partner does not imply a partnership relationship between Cisco and any other company. This document is Cisco public 
information. 


WORLDWIDE OFFICES 


Americas Headquarters Asia Pacific Headquarters Europe Headquarters 


San Jose, California, USA Singapore Amsterdam, Netherlands 


Cisco has more than 400 offices worldwide. 
Addresses and phone numbers are listed on the Cisco website at www.cisco.com/go/offices. 


The papers utilized in the production of this Annual Report are all certified for Forest 
Stewardship Council® (FSC®) standards, which promote environmentally appropriate, MIX 
socially beneficial, and economically viable management of the world’s forests. This RN be Sarcas 
Annual Report was printed in the USA in a facility that uses exclusively vegetable-based FSC 

inks and 100% renewable wind energy and releases zero VOCs into the environment. wewein FSC C0139980 


